





ON YOUR COUNTER! 
ALL FLASHLIGHT OWNERS ARE 


LOOKING FOR THEM 


right) holds 50 Ray-O-Vac Leakproofs. Write for this 
free display unit. Ray-O-Vac Leakproofs will soon come 
to you in counter display cartons (pictured below). 


> TIE IN with THE 100,000,000 
1 READER CAMPAIGN! 


Reprints of full color Ray-O-Vac ads in a great list 
of national magazines and newspaper supplements, 
mounted as counter displays, are yours for the 
asking. Also window streamers. A post card or 
note will bring this display material to you. 
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AS you read this, hardware jobbers who handle 
Revere copper-clad stainless steel Ware will 
either have received a shipment of Revere Ware 
kitchen utensils or have one on the way. 

In addition, our new equipment has been arriv- 
ing. Production is stepping up ‘way beyond our 
1941 level. Stocks are really beginning to pile up. 
YOUR shipments, sales and profits are going to 
increase every month during 1946. 

Finally, now that we're beginning to catch up, 
we can put the new products of our new lines on 
a production basis. That’s going to mean still 
bigger volume and profits for you in 1946. 

Begin the new year right by getting aboard the 
Revere Ware bandwagon. 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division, Rome, N.Y. 
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Production of these fast-selling tools is in full swing, profit-makers have all the attractive design charac- 
using all the materials and manpower we can secure. teristics... the eye appeal, the durability, you have 
Made without compromise on quality, these proven learned to expect from The Washburn Company. 


THE WASHBURN COMPANY reriroie iiwennen™ 


ASSOCIATED COMPANY: MICHIGAN WIRE GOODS COMPANY, NILES, MICHIGAN 











HARDWARE 


AN DROCK 


HOUSEWARES 


KITCHEN TOOLS 


OVER 60 YEARS OF MERCHANDISING EXPERIENCE 
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Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as secuni-ciass matter March 24, 1938, at the Post Office at Philadelphia under the Act of 
March 3, 1879 (Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 157, No. 1 











Blade entire 
; length. Recesses forged on 
“a end of blade which is driven 


* into steel bolster. 


tenipered 








: Bosses on bolster forced in 
= to blade recesses. Blacle is 
now locked into bolster and 
can never be separated. 
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Bolster and blade are driven 
into handle securely by hy- 
drauli¢ press. Four wings 
lock into hardwood handle 
so blade cannot twist. 



































Trade Mark 


THE TOOL BOX OF THE WORLD 
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No.55--Small 
blade, flared tip 
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No.45—Small 
ai blade, parallel- 
Pi” sided tip 


No. 25— Standard 


blade and tip 








Stanley Screw Driver No. 25 


A good turn for everyone who uses it - and good turnover for 
you when you point out the construction features of No. 25 
Screw Driver. Blade is alloy steel, hardened and tempered its 
entire length. This and the patented bolster construction 
provide a Driver of exceptional strength. Blade tip is accurately 
crossground, flat and true to size, for non-slip fit in screw slots. 
You'll find Stanley Screw Driver No. 25 a most satisfying 
sales-maker — representing the superior quality of the entire 
Stanley line! 





STANLEY TOOLS, NEW BRITAIN, CONNECTICUT 
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LYour Industrial Buyers 


/ Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience. 















No Wosszze-Worries™ 
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: with Corbin-Phillips Screws 

; Anybody who has driven ordinary sl¢tted screws steel driving bit is held firmly in the Phillips 
. with a power driver knows the “wobbR worries’”—_ |= Recessed Head, surrounded and centered in a 
2 a persistent fear that the driver will/slip and mar _firm grip that insures straight-line driving. Pro- 
the work. Wobble Worries slow production, duction increases, fatigue decreases . . . profits 
‘ cause fatigue and irritation. show up. 

f There are no Wobble Worries when you furnish Add Corbin uniformity, and you have one 
: Corbin-Phillips Screws, becausg the hardened answer to higher wages with lower selling prices. 
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are Corporation 


CORBIN SCRE 


: American Hardw 

| ew BRITAIN . CONNECTICUT 
‘ ye we York . Chicago 
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New Britain ° 
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This Ec ue sk“ Sa0-Dero” 


all Plastic Spice and Utility Rack 





Here’s a useful, fast-selling item for your Plastics De- 
partment — something that will make an instant hit with Convenient in the Kitchen 
all homemakers . . . An all-plastic Spice and Utility Rack 
that installs easily on pantry wall or kitchen door to hold 
spices and condiments. Or it is equally useful in the 
bathroom as a Utility Rack for holding combs, bottles, 
and other toilet articles. Each rack individually, cartoned 


(individual spice containers not included.) Made in red, 





blue, and white. 


biandy in the Bathroom 


GZ Your JoBBER about this fastselling new 
‘‘San-DURO”’ Plastic Utility Rack — or 
write us for complete information and prices. 


Colipse Moulded Products Ee. 


Plastic Div. of General American Transportation Corp. 
5154 N. 32nd Street, Milwaukee 9, Wisconsin 


MANUFACTURERS OF SAN-DURO BRAND PLASTIC PRODUCTS AND PRODUCERS OF PLASTIC ITEMS CUSTOM-MOULDED 
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1. You'll SING in the kitchen . .. Away with 
drudgery . . . cooking can be fun—when you 
SAVE lots of time, and your angelic disposition, 
with the Wear-Ever Pressure Cooker. 


You'll find a new lilt co living when you have 
more Time Out of the kitchen . . . when you 
and your foods look fresh as springtime, be- 
cause of only the briefest bowing acquaintance 
with a hot kitchen stove. For instance, when 
the fast Wear-Ever Pressure Cooker reaches 
temperature, it cooks 


Peas--15 seconds Broccoli in—1'/ minutes 
Fried chicken in—14 minutes 
You'll save money, too, through fuel saving— 


and the convincing way inexpensive cuts of 
meat masquerade as aristocratic, tender cuts. 


So-o—at the top of your list for a treat for 
your family, put chis Aristocrat of Pressure 
Cookers. Order yours now at your neighbor- 
hood department, hardware or housefurnish- 
ings store. 


Keep aluminum gleaming the easy way. 
Use Wear-Ever Cleanser. At all stores. 


Made of the metal that cooks best... easy to clean 


WEAR-EVER 


ALUMINUM PRESSURE COOKER 
—it can't be removed while pressure is on 


©1945, THE ALUMINUM COOKING UTENSIL CO., 
NEW KENSINGTON, PA. 





2. They'll SING at the table—your lucky family, 
when you SAVE the garden-fresh flavor and color 
of vegetables and the juicy tenderness of meats 
—the Wear-Ever Pressure Cooker way. 








WALL PAPER 


CLEANER 


For More Profit and Fast Turnover 


Sell CLIMAX rier CLEANER 


New Expanding Markets 


Millions of homes decorated with KemTone, 
Spred, Textolite and other flat tint resin-based 
water paints, require more frequent cleaning than 
wall paper. Cleaning with Climax is easier, faster 
and better than washing these new type finishes — 
and Climax Cleaner is recommended as the most 
satisfactory way to clean Accoustical Tile, widely 
used in offices, banks, stores, restaurants, theaters 
and even in homes. 


Controlled Quality 


All raw materials and all production of Climax 
Wall Paper Cleaner are tested and controlled by our 
own laboratory — insuring uniform cleaning and 
keeping qualities. 


Square Deal Packaging 


Climax is tight packed (excluding air) in 34-ounce 
glass jars with metal screw top. Climax Cleaner can- 
not dry out before use. Cleaner is visible through 
the glass and may be examined before sale by un- 
screwing the cap. Dealer is doubly protected — 
and so are consumers. 


Consumer Advertising 


Again this Spring as for many years past Climax 
Cleaner advertising will appear in the leading news- 
papers in upwards of 100 cities, week after week all 
through the season. More people see Climax adver- 
tising every year — and more people buy Climax 
Cleaner than any other brand. 


CLIMAX INDUSTRIES, INC. © 2080 West 110th Street, Cleveland 2, Ohio = 


Order and 
Display Early 


Because Climax is a fair-traded, dependable, 
quality product, protectively packed in glass, easier 
to display and sell and less perishable you run less 
risk of over-buying than of under-buying. Get your 
Climax Cleaner early for mass display and self- 
service selling. 
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“Ladies, ladies, please . . . there’s enough Chimney Sweep for everybody!” 
Yes, and everybody wants Chimney Sweep, America’s No. 1 Soot Destroyer. everywhere are ordering and ce-ordering Chimney Sweep to keep up with 
for Fulton Lewis, Jr., famous Washington commentator, now broadcasts for ever-increasing consumer demand. Order Chimney Sweep yourself. Order 
you and Chimney Sweep every Sunday night, 6:45 to 7:00 PM, EST, over our great 1896 Deal from your jobber right away. Then tie in and cash in 
188 Mutual Network Stations, coast-to-coast. Never before has a soot on Chimney Sweep's big Fulton Lewis, Jr., broadcast. Display Chimney 
destroyer been promoted by such a gigantic radio campaign. Never before Sweep—the $1.89 and $1 sizes—in windows and on counters. You'll pile 
such profits from a soot destroyer as from Chimney Sweep now. Dealers up handsome profits! 
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J p08 ‘ue = A oh READ WHY CHIMNEY SWEEP 
<ro™ SELLS ON SIGHT 


Cleans out soot from firebox 
flues, stovepipes, chimneys. Saves 
fuel—sgves heat—saves money 
Safe, non-inflammable. Regular 
use helps prevent chimney fires. 
Anyone can use it—simple and 
easy. For use in coal and oil fur- 
naces, coal and wood fireplaces, 
stoves. A proved volume - selle: 
nation-wide. 





















1 doz. 2-4b. cans. Retail value... .. $12.00 
2 doz. trish-size 12-02. cans. Retail value 6.96 
! You get back . . . $18.96 
© You pay only... 11.38 
: Your profit margin $ 7.58 



















oma ae Ce. ne mg ym My Per | List Price] Your Price} Retail 
i closures, ‘and newspaper ‘mats. Ail sesalutely. FREE! Ne. Size Case | Por Case | Per Case | Price 
‘ A | 48-0. Standard | 1 doz.| $12.00 $7.20 | $1.00 ea. 

12-02. Trial 2doz.| 6.96 4.18 | .29¢ea, 

6 ibs. Economy | 14 doz. 11.34 6.80 | 1.88¢0 
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lrs DUO-THERM’S WASTE STOPPER—a sim- 
ple, highly effective way of stepping-up neat- 
ing efficiency by blocking chimney-bound 
heat and putting it to work heating the 
owner’s home instead of all outdoors! 


Waste Stopper is scientifically de- 
signed to work in conjunction with 
the Dual Chamber Burner to give 
more heat from every drop of oil! 


A Simple Device! 


Duo-Therm’s WASTE STopPER is a six-inch 
metal cylinder with a slotted top, installed 
in a horizontal position in the upper part of 








Without Waste Sropper With Wastre StToprerR 
heat goes up the chimney heat detours through the 
and is wasted. cylinder and is used 





the heat chamber, and connected directly 
to the flue outlet. It is used in every Duo- 
Therm home space heater. 

An Economy Feature! 
In heat chambers not equipped with a device 








flere it is + 


another important fuel-saving 
feature developed by Duo-Therm! 





like WASTE StoppPER, heat is wasted up the 
chimney (See Figure 1). The result—less heat 
in the home, higher operating cost. 


With Duo-Therm’s money-saving WASTE 
STOPPER, many heat units which would ordi- 
narily be lost up the chimney are picked up 
and sent into the home as usable heat (See 
Figure 2). The result—greater efficiency — 
more heat from every drop of oil. 


Another Duo-Therm Sales Point! 


WasTE Sropper is another of the many im- 
portant reasons why Duo-Therm users will 
always enjoy maximum comfort, convenience, 
economy and performance. 


And another reason why Duo-Therm deal- 
ers will always have an exclusive story to sell. 


Duo-THERM 


DIVISION OF MOTOR WHEEL CORPORATION, LANSING 3, MICHIGAN 


America’s Largest Manufacturer of Fuel Oil Heating Appliances 





Copyright 1946, Motor Wheel Corporation 
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QUEEN = 


FARM SERVICE LINE 


YEAR-AROUND DEMAND! 


ALL-AROUND 
PROFITS! i 


usier, 
elling 


























news! The Queen 


ane is again complete— 








bive you day-in, day-out, sure, 






. Around the calendar there’s, a lively 
demand for Queen items. Farmers and dealers every- 
where acknowledge Queen’s superior quality — quality 
that lasts — satisfies — moves out of your store faster! 
Assure yourself a healthy slice of the greatest farm 
equipment profits in years with the Queen Line — the 


direct line to more money! 


Assure yourself of prompt delivery by ordering now. 


Write today for information. 


ALBERT LEA FOUNDRY CO. 


DIVISON OF QUEEN STOVE WORKS, INC. 
ALBERT LEA MINNESOTA 
JANUARY 3, 1946 11 


























Model 4302 
6-volt battery oper- 
ated controller with 

battery compartment. 





FARM FENCE CONTROLLERS 





Leading hardware dealers have 
increased their sales beyond 
expectations with Electro-Line. 


A complete line, five popularly 
priced models available—bat- 
tery, electric and combination 
— backed by effective na- 
tional advertising in leading 
farm journals creates- more 
profitable business for you.; 


Available Through 
Leading Hardware Jobbers 


ELECTRO-LINE PRODUCTS CORP. 


120 N. Broadway Milwaukee 2, Wis., U.S. A. 














BIGGER PROFITS for Dealers Who Stock This Fast-Selling 
Modern Line of ALUMINUM Poultry Equipment! 
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t the BIG MAMMA Flock Feeder 
ALUMINUM 






A Modernly 

Designed and Constructed 
Feeder—with Efficient 
Money-Saving Features 


Grows with fowls—can be used on ground or 
perch * Vee-bottom insures feed clean up * 
Wide flanges minimize waste * Exclusive perch 
and Vee design adjustable to any breed or size 
of pullets or hens—but when backs are turned, 
droppings can not go into feeder. This is im- 
portant—HELPS PREVENT DISEASE AND 
SAVE FEED. * Costs a little more than old- 
style galvanized feeders, but it's aluminum— 
cannot rust—lasts longer—easy to keep clean— 
saves its cost in feed and lower flock mortality. 


‘ 


RETAIL PRICE $5.95 fASKFO2 JO ca Us. | 





The BIG MAMMA Brooder 


The simple, safe, fireproof and odorless brooder— 
ALL-ALUMINUM and ELECTRIC! Size 30” x30” 
x12”, broods 100 chicks to fryer age. Designed 
by Agricultural, Air Conditioning and 
Aircraft Engineers—precision-built of 
finest airplane aluminum. Uses 100-watt . 
light globe, producing heat equivalent me, 

to 300-watt heating element in conven- irra ‘ 
tional-type brooder. Easy to keep clean 
—uniform heat—will not burn chicks. 


10,000 IN USE—STOCKED BY LEADING 
JOBBERS—WIRE US COLLECT FOR NAME 
OF NEAREST JOBBER. RETAIL PRICE $8.75. 


Gr > 
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Manufactured and Guaranteed by 
FARM EQUIPMENT CO. 
911 University Drive, Fort Worth 7, Texas 
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ANNOUNCES 


0 -U-tlass Milding 


| *WACUUM IN THE 74s PAIL 
WITH POSITIVE THE (i PULSATION 





Now! One of our greatest 






achievements. . .‘“Vac-U-Glass 







Milking’! It’s vacuum in the pail...in 






the g/ass pail... with positive action pul- 
sation. Eliminates need for pipe lines. Gives 






visible, sanitary milking into sparkling glass 





container...a great step forward in producing 






higher quality milk with a lower bacteria count. 






1. Clean-Easy has one-piece giass pails with smooth,round surfaces. 







2. Clean-Easy is a complete unit on wheels or on overhead track. 








3. Clean-Easy has an infallible pulsation action that produces 
an inflation massage as uniform as the speed of the motor. 
Operates the same whether machine is hot or cold. 







4. Clean-Easy has a simple, light, “see-through” 
claw with scientifically designed inflations. 






Write for complete details. It’s a 





moneymaker...this newest of all 






Clean-Easy Milking Machines. 


YWite Taclay 





as «6 









— BEN H. ANDERSON MFG. CO. 
MADISON 3, WISCONSIN, U.S. A., DEPT. 425 
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HAND CULTIVATOR 


Hoe and Plow 
Combined 


$12.95 








\ 


= 
wv a) 
Welghs ently 16 ibs. Easier to push. More accurate 
control. Patented 2-spoke wheel prevents clogging by wet 
earth. Rolls easily over sticks and stones. Narrow teeth 


permit eloser cultivation, eliminating all hand-weeding. 
- hoe prevents seooping seil away from plants. 


el jon. 
parts bright cadmium plated. Complete with 7 teeth, 
2 hees, | right plow (left if desired) and 2 leaf-lifters. 











Write for All prices list, f.o.b. factory 
yey NEW BACON MFG. co. Enables either Cultivator or Snow Skooter to 


and Name of 





HOME AND GARDEN TOOLS 


Nearest Jobber 5996 Woodward Ave. Detroit 2, Mich. Seaiehe boxes, etc. 








A Snow Skooter that is selling right now like hot cakes! 
And look at the array of tools for the Spring gardener! 
Get lined up now! Big sellers! Big profits! 


\ Combination — 
be Hill and Drill 
SC iti $11.95 


“Whirl-Away” 
SNOW 
SKOOTER 












New, easy way of cleaning snow off-side- 
walks. No more risks of over exertion! No 
more back-aches! Stand uP straight, just as 
you do when mowing the lawn. Just roll the 
Skooter along! Scoops up the snow and 
shoves it off to one side. Cleans a strip 21 


When used as a drill, It drops and covers the laches wide, fush-precied. 


seed in a narrow straight line, permitting close 
cultivation. Makes rows 6" to 20". When used 








as a hill dropper, it deposits the seeds “ a Carry-All 
+ wed inches long, 6, 9, 12, 18, 24 and 36 Attachment 
Sows all seeds, from the very tiniest size up to 

a small lima bean, Will handle pre-germinatec! $2 50 
seeds —also dry fertilizer. The Seed Selector a 


joverns amount of seeds regardiess of size. 
hanges from one seed to another by a turn of 
c thumb screw. 


used also as a wheelbarrow, for moving 
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LOMA PRODUCTS MOVE OUT- 



























Nothing moves merchandise like 
quality—plus a good name—plus ad- 
vertising. That's why L6ma products 
sell! And this Spring the demand for 
Léma will be bigger than ever! The Gar- 
den pages of a long list of newspapers 
will be telling Gardeners, throughout 
the entire selling season, the story of 
Léma Quality Plant Food...and Léma 
2-in-1 Dust! 

Get set, now, for the increased L6ma 
business that will be coming your way— 
see that you have enough of these fine 
products on hand to take care of all cus- 
tomers’ requirements. 


"5 SHRugs races 
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TENNESSEE CORPORATION 


61 BROADWAY, shige NEW YORK 6, N. Y. 


HARDWARE AGE 


... IN SERVICE 15 YEARS 


THIS Bull Dog Transmission Belt is operating on a Beater 
drive in a paper mill. This is a heavy duty job and the belt 
works under high stress. 


Bull Dog meets the severest requirements of endurance 


adaptability, long life, and minimum operating expense 


Bull Dog is widely used in paper and board mills 
stone-crushing plants, cement mills, the lumber 
industry, ore-crushing and refining plants 

brick plants, planing mills, and the textile 

industry. it is well worth your inves 

tigation for any driving need 


BOSTON WOVEN HOSE & RUBBER COMPANY 


WORKS: CAMBRIDGE, MASS., U.S.A P.O. BOX 1071, BOSTON 3, MASS., USA 


JANUARY 3, 1946 























ADD A WATERPROOFING DEPT. TO YOUR STORE 
{ Flic) ST START THIS IDEA OFF 
KAY-TITE With the FOLLOWING ORDER 


It will positively 


prevent the seep- 6-10 Ib. cans White KAY-TITE 


age of water. 








and 
_ “ 6-10 Ib. cans Gray KAY-TITE 
Any one can ap- § TOTAL SELLING PRICE $34.80 
| lie COST TO YOU __ 20.88 
For— YOUR PROFIT $13.92 
Walls and Floors ‘ 







FILL IN THIS COUPON 


Block Walls 
Block Walls 





' 
Walls bad e. . 
Oh, ae KAY-TITE COMPANY, West Orange, N. J 
ie 1 Please send us the $20.88 
is 
Stucco Surfaces : KAY-TITE DEAL 
Fish Ponds ' 
Pump, Boiler andElevator § F.O.B. our store 
' 
_— ' 
Field and Quarry Stone : 0 ener eee ere 
Also can be used as a mortar for pointing up brick and masonry, . PP Pe ee Tere Or TTT 
also to patch concrete. ' 
- . © BBGIOR ccccccesccccccvcvcces 
Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. Pee Pat ee. 
Bette eee e eee eeeee eee eeeeeeee 
Kay-Tite is packed in 10 lb. cans. It comes in Grey and White. & : 
A 10 lb. can will waterproof 100 to 150 sq. ft. . Jobber's Name ............... 
7 
Write for complete information. Send your Jobber’s name. B scbccteuhcess. seadwntsvannanes 
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tion effort permits. 


Never before have electric door chime sales prospects 
reflected such glowing profit opportunities for electrical 
appliance wholesalers and dealers—in every community. 
And, timed perfectly to your sales efforts, millions are 
already seeing the strong, consumer-attracting Rittenhouse 
advertisements in leading National Magazines—and in 
big-circulation, key-city Sunday Newspaper Magazines. 

In words and pictures, the Rittenhouse Broadside tells 
the story of a skillfully planned, up-to-the-minute mer- 
chandising program to make Rittenhouse Chimes the 
fastest selling, most profitable and appealing line of 
electric door chimes ever presented. 

Expertly engineered to afford new mechanical features 


Unila FOR YOUR COPY 


OF THIS VALUABLE CHIMES 
MERCHANDISING BROADSIDE 


/ 


RITTENHOUSE CHIME 
MERCHANDISING STORY... 


Rourrennouse—top name in the electric door chime 
industry—has stepped on the starter! Production of those models 
which will have the widest and most immediate ready sale because 
of their design and price appeal is going ahead at full speed. Other 
models will be made available just as rapidly as maximum produc- 
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SUNDAY NEWSPAPERS 
- « » advertisements in leading key-city 
Magazines—fer immediate sales volume. 


EXPERTLY DESIGNED DISPLAYS 
.. «for sales-fleor, windew and counter use. Color- 


ful, a 9 presp wPer Se 














that make possible undreamed-of tone richness and backed 
by the hardest hitting sales and advertising set-up in the 
history of chime merchandising, Rittenhouse gives you 
everything that makes for record sales and profits. 


Send for this Rittenhouse Broadside now. Note the 
striking beauty of the ten new 1946 models styled by 
America’s famous designer-stylist Norman Bel Geddes. 
Go over the important consumer-appealing Rittenhouse 
mechanical features. Weigh the sales power of the tre- 
mendous circulation, prestige-creating publications Ritten- 
house is using to help you sell. 


Join the Rittenhouse “Parade of Stars.”” Write us—TODAY. 


Watch for Rittenhouse advertising in America’s leading consumer magazines! 


hittenhouse America’s Finest Chime Signals 


THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, NEW YORK 
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The ORIGINAL Litter Carrier 


Among the many “firsts” credited to Louden in the 
barn equipment field, is the original Litter Carrier. Pat- 
ented in 1897, just thirty years after Louden invented and 
patented the first hay carrier—litter carriers not only 
make barn cleaning a whole lot easier, but cut barn 


work many hours per day. 








— lhe 


| Still Pevaz in 1946 





The MODERN Litter Carrier 


Famous Louden “Emancipator” Littercar. Fully 
loaded it can be raised and moved faster, quicker, more 
easily than any other. With its 40 to 1 ratio worm gear, 
a one pound pull lifts 40. Exclusive straight line chain 
draft, roller bearing twin wheel trolleys, triple trip-water 
tight tub, 12 bushel or % ton capacity. | 

















THE First NAME IN 


BARN EQUIPMENT 
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A COMPLETE LINE OF MODERN BARN EQUIPMENT 
Stee! Stalls and Stanchions—Water Bowls—Feed and Lit 
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Geen LOUDEN 


@ We don’t need to remind you that 
millions of farmers are ready now to 
build new farm buildings or to improve 
their old ones. 


But this is a good time to remind you 
that the dealer who makes the most sales 
and profits in this big market will be the 
dealer with the leading line. 


And since 1867, the first name in barn 
equipment, has always been LOUDEN. 


First in original inventions, Louden 
pioneered and introduced the world’s first 
piece of barn equipment . . . the original 
hay carrier . . . followed by the first 
flexible door hanger . . . the first litter 
carrier (above), the first practical all- 
steel cow stall, the first individual auto- 
matic water bowl for cows ... and many 
other firsts. 

LOUDEN is also first in thé minds of 
hundreds of thousands of farmers, having 
been consistently advertised in leading 
state and national farm papers plus all 


51 S..Court Street 








dairy breed publications . 
a year or two. 
century! 


. not for just 
. . but for over a half 


So right now . . . line up with Louden 
. .. the leader. You can be assured that 
with the Louden dealer franchise you'll 
not only get the new products of the 
future first, but also you'll find quick ac- 
ceptance and censtant demand. 


Write today for full details of the at- 
tractive, money-making Louden dealer- 
ship, and present deliveries. 


THE LOUDEN MACHINERY CO. 
(Est. 1867) 


Fairfield, lowa 
BRANCHES: Albany, N. Y. Toledo, Ohio 
St. Pavi, Mina. 
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EFORE the War, our own organiza- 
tion in the Philippines selected the 
pick of the crop of manila fibre. They 
bought, graded, and packed the fibre 
which was made into the famous CO- 
LUMBIAN TAPE-MARKED PURE 
MANILA ROPE. Naturally, the war 
destroyed that organization and its fa- 
cilities as a working unit. 
Today, we are busily rebuilding that 
organization and its facilities under the 
most extreme difficulties and Pure Manila 


ae 
‘ BG 
A “ged 


~ 


fibre under the Columbian label will be 
among the early ship cargos of fibre 
from the Islands. We cannot now tell 
you just when this will occur nor how 
soon Columbian Tiape-Marked Pure Ma- 
nila Rope will again be available. We do 
want to assure our customers that we 
are bending every effort to hasten the 
day when it will be plentiful enough to 
supply the great need for a high-quality, 
completely dependable rope. We believe 
that that day is not far off! 


COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, “The Cordage City,’ New York 
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Kromex 
MEANS BUSINESS ror you! 


More than 42 million 
style conscious people 
read the pages of the six- 
teen top-ranking maga- 
zines in which smart 
KROMEX advertise- 
ments—many in four 
colors—will appear. 


it’s the quality house- 
ware campaign of the 
year! Look for stepped- 


up delivery beginning in 
January! And look to 
KROMEX for some ex- 
citing news in the days 
just ahead. New prod- 
ucts! New style! New 
profit-makers! 


P.S. 


VISIT KROMEX AT THE HOUSEWARES SHOW 
Room 831, Palmer House, Chi- 
cago—December 30 to January 5. 
Also at many sectional trade 
shows throughout the country. 


Kromex 


ENDURINGLY 


BEAUTIFUL 
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\ Nationally-advertised Soilax sells 





itself! Turns over fast, too. Because 
your customers use Soilax for all 
household cleaning, they keep 
coming back for morel 


GET NATIONALLY-ADVERTISED 


SOILAX 


FROM YOUR JOBBER! 


ECONOMICS LABORATORY, INC. ST. PAUL, MINN. 
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nd plug set ° cold mold—for 
higher heat resistance. 

* Improved refractory materials. 


* Detachable hinge cove’: 
+ Bakelite heat-resistant accessories. 


¢ the popular, war price! 


* Cord @ 
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USES BY THE DOZEN 






Ought to be 
one to a home 


Here’s a one-pound “baby” cleaver that no 
home should be without. Tell you why. It’s 
more than a cleaver; it’s an all-round house- 
hold tool. 

Look what it does: Butcher’s meats, fish, 
fowl; tenderizes meats; minces vegetables 
and fruits; pulls nails; opens crates and 
boxes; slits cartons; splits kindling; sharpens 
garden stakes; prunes trees, shrubs. We 
make this little giant same as we make its 
big brother for butchers—finest tempered 
steel, hardwood handle, perfect balance. 

One to a home! That's the selling outlook 
for a tool as good and useful as this. Packed 
in colorful display carton for fast sale. 


Briddel! products are advertised to 
15,000,000 readers, every other Pp Q s | 
week, in The Saturday Evening 


~~ Briddell 


\--7 INCORPORATED 
hill, 
Crisfile IN METAL SINCE 1895 
CLEAVERS ICE PICKS ICE CHIPPERS + AWLS 


WRECKING BARS + ASH TRAYS - FISH SPLITTERS 
OYSTER TONGS & KNIVES + CLAM RAKES +- GRAPNELS 
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PREVIEW dc 
TOP-LINE 


Production Line! 


Beautiful new ap- 
relitelala-t Mihi la iols 
Top-Line dealers 
during the first 
quarter of 1946. 


ELECTRIC 


PWATER 
HEATERS 
= — ' 
FF ELECTRIC IRONS | 


mi ELECTRIC 
| CHURNS- 


VISIT OUR SHOW ROOMS 


at THE PALMER HOUSE 
1026-W and 1027-W- DEC. 30 - JAN.4 
Vi, 


TOP LINE 
Toys APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING. NASHVILLE, TENNESSEE 
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De Laval Milkers ---- 
Going Great Guns! 


De Laval Milker sales are at an all-time high . . . and the demand 
stretches far ahead into the future. The age of machine milking 


is here . . . and De Laval Milkers are preferred by good dairymen 
3 everywhere. Naturally, to the dealer such preference means more 
% and easier sales and satisfied users. 

: 

‘ De Laval Separators - -- - 


Tt he 
5 DE 


1 Se Pe ER eR Ss S 


Back From War! 


Production of De Laval Cream Separators has been rapidly stepped 
up as manufacturing facilities and men, which during the war 
period produced thousands of De Laval Centrifugal Oil Purifiers 
and other important special De Laval centrifugal machines for the — 
U. S. Navy, Maritime Commission and war plants, are again 
available for De Laval Farm-Size Cream Separator production. 
Thousands of dairymen who have been needing and waiting for 
new De Laval Separators will now be able to get them. 





The De Laval Speedway Milking Truck 
A Lively New Member of the Family! 


Here is the new De Laval Speedway Milking Truck 
. - expertly designed to help the dairyman carry 
out his fast milking program with the greatest con- 
venience and efficiency. Ruggedly built . . . fin- 
ished in white enamel . . . equipped with strong, 
rubber-tired wheels . . . the De Laval Speedway 
Milking Truck is furnished complete with De Laval 
Strip-Cup and four white enameled pails. There 
is a big and growing demand for the milking truck 
. it promises to be a “lively” member of the 


De Laval “family.” 


DE LAVAL SEPARATOR COMPANY 


NEW YORK 6 CHICAGO «6 SAN FRANCISCO 19 
165 BROADWAY 427 RANDOLPH ST 61 BEALE ST 
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WEARS 5y% TIMES LONGER than pre-war hog-bristle 
brushes, as shown by an independent laboratory wear 
test. After 1,000,000 strokes, hog bristle wear was almost 
nylon wear only 4 inch! 


one inch 


) 


i 





te ia ce ee 





LAYS DOWN SMOOTHER FILM than even best quality 
hog bristle brush! At left you see the ridges and furrows 


left by finest quality natural bristles in independent labo- 
ratory tests. Contrast smooth texture left by Rubberset 
Nylon at right. The explanation? Rubberset’s exclusive 
auto-grind process tapers filament to a soft, fine tip... 
results in smoother more uniform film! 
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WON'T SPLATTER PAINT! This sensitive instrument was developed in 
our laboratories to provide rigid test for uniform resiliency. Every Rubber- 
set Nylon Brush must meet our exact standard of ideal resiliency —meaning 
bristles that are neither too soft nor too stiff. Result: Rubberset Nylon is 
not “whippy”, won't splatter paint, will enable you to do better work 


with less effort. 








NEEDS NO BREAKING IN! You 
can see Rubberset Nylon’s chisel tip 
at left. This patented feature saves 
you tedious weeks of breaking-in 
time—brush comes already broken 
in, unlike ordinary brush shown at 
right. That’s why Rubberset Nylon 
is a perfect painting tool from the 
moment you start using it. Too, it 
cleans out in any regular paint solvent! 





PICKS UP MORE PAINT. Here’s 
why! Natural hog bristles (A) have 
characteristic curved shape provid- 
ing open spaces between bristles to 
hold paint. Ordinary nylon bristles 
(B) on the other hand, are straight, 
lie together with no open spaces. 
But Rubberset Nylon’s exclusive 
“permanent wave” (C) puts a series 
of scientifically-placed crimps in 
Rubberset filaments— providing 
maximum pick-up and delivery— 
more than es bristle, much more 
than ordinary nylon. 
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JANUARY 


*LOOK!” we can almost hear you saying, “For 
months now you’ve been telling us about this new 
wonder brush. And giving more facts, figures, dia- 
grams, etc., etc., than anyone ever gave before. 
That’s fine. But how about less etceteras and more 
Rubberset Nylons? Because the brush sounds good. 
Sounds so good that I'd like to try it myself. The 
question is: When do I get my share of this great 


new brush?” 





3, 1946 


Rubberset Company—Since 1873—56 Ferry Street., Newark 5, N. J. ¢ Factories: Newark, N. J., 
Gravenhurst, Ont., Canada ¢ Branches: Los Angeles, Cal., St. Louis, Mo. 


PERMANENT WAVE 





The answer: Nylon is still plenty scarce, and prob- 
ably will be for some time to come. That’s the 
bottle neck. We’re turning them out all right, 
though not nearly enough to meet the demand. But, 
say, when you do get your hands on a Rubberset 
Nylon Brush your own experience will demonstrate 


what we've been telling you—it does a better job 


faster and easier than any brush you ever handled. 


You'll be glad you waited. 


*Patent Applied For 
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There has been a steadily 
increasing demand for these 


VYlowrse PRODUCTS 


The Nourse name has stood for uncomprising quality 
for three generations. There are profits and repeat 
sales for you in handling this outstanding line. 








Every item in the Nourse 
Line is backed by the 
“Nourse Ironclad Guaran- 
tee.” Buy any size can or 
bottle of any Nourse prod- 
uct and use half of it. If 
not perfectly satisfied re- 
turn the unused half and 
your money will be re- 
funded. 


You can order all Nourse 
products from your Whole- 
sale Hardware Jobber. If 
he cannot supply you. 
order from the Nourse Oil 
Company direct. We will 
gladly ship through any 
Wholesaler you request. 


FREE 
Complete catalog of 
Nourse lubricants and 
Petroleum Specialties. 
Write for your copy. 









NOURSE OIL COMPANY 


KANSAS CITY 8, MO. 





Nourse Neatslene Harness Oil 
A special formula harness oil 
with guaranteed rat and mouse 


repellent qualities. 
Neatsfoot Oil 


Blue Label D.D.T. Household 


Spray 


Red Label D.D.T. Barn Spray 


Knok-Em Kold Fly Killer 


A Pyrethrum base cattle and live- 
stock spray. Kills flies on contact. 


Powdered Insecticide Contain- 


ing D.D.T. 


Crystal Spray Window Cleaner 
Rosewood Furniture Polish 
Ruby Red Floor Dressing 


Nourse Home Lubricant 


White Cream Separator Oil 


Windmill Oil 

Washing Machine Oil 
Stock Dip 

Medicated Hog Joy Oil 


















3 MILLION FURNACE REPLACEMENTS will be made 
—now, and during the first five years following the 
war. Your community will share in this highly re 
munerative business, and you can profit directly—both 
from installing new furnaces and from the sale and 
installation of “A-P” 3-Piece Automatic Regulator Sets. 
EVERYONE wants automatic heat control for hand- 
fired furnaces—and you're the one to supply your 
trade with this modern efficient “A-P” Automatic 
3-Piece Regulator Set: 


“A-P" WALL THERMOMETER 


Controls room temperature to a de- 
gree above or below setting. Easy to 
install. Attractive cover ¢ 
curate the 
manual setting controls steady heet. 


r 


ontains ac- 
Cc ient 





“A-P" LIMIT CONTROL 






AUTOMATIC PRODUCTS 
COMPANY 


—prevents built-up furnace heat from 
making room temperature greatly ex- 
ceed thermostat setting. 
Set dial according to sea- 
son and outside tempera- 
ture—stopping overheating and waste 
of fuel. 


2442 -C N. THIRTY-SECOND STREET 


MILWAUKEE 10, WISCONSIN 
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“A-P" DAMPER REGULATOR 


with unusual lifting power. A 
sturdy unit—corrosion resistant 
for basement installation — 
needs only once-a-year oiling. 
Aut tically relatches at next 
operation after stoking fire. 
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FOR HEATING © AIR CONDITIONING © REFRIGERATION 
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BEHR-MANNING, TROY,N. Y. 


(DIVISION OF NORTON COMPANY) 


RELIABLE COATED ABRASIVES SINCE 1872 
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profit item 


These popular-priced Junior 
Stilts sell like lightning 
wherever shown. Every child 
wants them—and they are 
priced to show you a hand- 
some profit. 

Made of hardwood, 6 ft. long, 
steps adjustable to different 
heights. Smart red top and 
bottom, black steps, attrac- 
tively varnished. Weight 414 
Ibs. per pair. Jobbers and 
dealers—write for prices. 


Send for CATALOGUE showing many 
other popular items now available. 


NOCKONWOOD INDUSTRIES, LTD. 


Dept. H, Bloomfield, lowa 








NOW-PIPE JOINT 
==, COMPOUND 


in Stick Form 


FOR ALL THOSE PIPE INSTALLATION 
AND REPAIR JOBS 


Always Ready For Instant Use 


ECONOMICAL 
HANDY ...CLEAN 


Just rub 3 of 4 strokes 
across pipe threads. It 
spreads and fills threats 








Tested and Fully Ap- 

proved by Independ- 

ent Laboratories 
and Industry. 


NO MESS 
NO BRUSH 


% Withstands gasoline, 
NO WASTE 


oil, butane, propane, 
Freon, air, water, 
steam, acid, gas, brine. 


% Lubricates and completely ASK YOUR 


seals pipe joint threads, 
nuts, bolts, gaskets, turn- 
buckles, etc. 


%& Contains no lead. Contains no in- 
jurious ingredients. 


Lake Chemical Company 


618 N. WESTERN AVE., CHICAGO 12, ILLINOIS 


Copr. 1945 
Lake Chemical Co. 











HEAVY DUTY POWER GRINDER 


A perfect tool for shop use that you can retail 
at an attractive price. Adjustable tool rests. 
Shaft %” turned down to ¥/2” at the ends. Will 
take wheels up to 6” in diameter. Weight 
about 12 lbs. 

Other Grinders for sharpening, grinding, pol- 
ishing or buffing—for home, shop or garage 
use. Also Popular Priced Saw Mandrels—all 
sizes for all purposes. Write for descriptive 
circular of our entire line. 


MAJESTIC TOOL MANUFACTURING CO. 
120 No. Jefferson Street, Chicago 6, Ill. 








The CHICAGO “V”.-BELT 
PULLEY DISPLAY 


will help You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


fish Your Jobber About — 


the No. 50 Display Board. A complete assort- 
ment of 24 pulleys in 12 popular sizes ranging 
from 134” up to 5” in diameters. 

All pulleys are for “A” belts and come in 14” 
and 5%” bores. 

The Display Board is finished in red, white and 
blue and has space in the rear for additional sizes. 


Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monrce St. CHICAGO 172, ILLINOIS 
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Redesigned to 
INCREASE YOUR SALES ' 


Master announces the new TUFBOY — an 
improved model of that long-time favor- 
ite Steel Tape Rule that lives up to its 
name — TOUGH! 


Here’s the sales builder you’ve been needing for 
your rule department. The same sturdy construction 
and accuracy for any kind of measuring — but with 
certain refinements that have instant sales appeal 
to the man who wants a handy pocket-size steel tape 
rule that has more than just good looks. 

Tufboy is the popular rule for all-round measur- 
ing jobs—for the maintenance man, the mechanic, 
the householder, the “hobbyist” It is the ideal tool 
for bench work, or for inside measuring. The case, 

Jighter and smaller, has been streamlined and nickel- tails at the same price as 

plated; the blade, of tempered spring steel, is etched heretofore . . . $1.25; with 

with figures and graduations that are easily read. extra 6-ft. blade at 65c, 8- 
ft. blade at 70c. 


MASTER RULE MFG. CO., INC. 
| I | | | | | | 815 EAST 136th STREET - NEW YORK 54 oT 
: | BRANCH: P.O. Box 1587, Oakland, Calif 


TRADE MARK 
0DOD,AND, TAF 5 


Tufboy, in its new dress, re- 
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BLACKSTONE CORPORATION, JAMESTOWN 6, NEW YORK 


iddtsliwainors wasuens...cavmer @D MIS 0000) ) 3 


PRODUCT OF 
AMERICAS OLDEST WASHER MANUFACTURER 


IUTOMATIC WASHERS...AUTOMATIC DRYERS 
st f ° e 
BLackstone YGyrebeaiiore LAUNDRY 








: INVADER : 


Hunting & Fishing 


KNIVES 


WITH GENUINE LEATHER SHEATHS 


“one = 4 |) 


5" BLADE. LIST 





GENUINE LIGNUM VITAE HANDLE 
(Rare Tropical Wood) 


Overall Dimension—11'/s Inches 5%" Hollow Ground—Like a Razor 
Steel Blade Runs Full Length No Rivets to Corrode or Loosen 
Ring Thong Locks Handle New Sawtooth Edge 
Case Hardened Steel New Bottie Top Opener 

Patents Pending 


DEALERS AND JOBBERS SOLICITED 


wv E.G. WATERMAN&CO. © x1: 


$2.75 LIST 25 BLEECKER STREET NEW YORK 12, N. Y. $3.00 LIST 














~ HERE's wHY! SiyinG AWAY 
“Ss CAN OPENERS 


ARE THE BEST ON THE MARKET 


SYNCHRO-MESH-GEARED (patented), floating 


knee-action construction . . . Enclosed Neoprene 


* ADVERTISED IN LEADING , cushion automatically adjusts to any size or shape 


MAGAZINES 
of can. Cuts a smooth, splinterless, drinking cup 


* INDIVIDUALLY. BOXED 
RETAILS edge every time . . . Tilts top for easy removal. 


* FULLY GUARANTEED % 
200 FRANK McCABE 


* PATENTED FEATURES SAYS: 


PREFERRED BY MILLIONS 
MORE SWING-A- 


WAY CAN OPENERS 
available for regular 
customers soon. 
Send in your 


($2.25 in Far West) 


”Syuchro- WMesh-Geared” 
CAN OPENER S | swinc-a-way steet PRODUCTS, 1439 Mdse. Mart, Chicago 54, II. 


HARDWARE AGE 





Patents Pending. 
T.M. Reg. U. S. Pat. Off. 
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few EKCO Pressure Cooker gives 
re Sthings to talk about... gives your cus- 
te advantages. First, it cooks to flavorful 


fection in minutes . . . then, it becomes a smart 


eae S 
larving dish (with a handsome serving cover!) that 


is the food piping-hot to the table without using 
a dishes. 

Easy to use—no loose parts, no cum- 

bersome handles—just a twirl of the knob seals the 


Just a twirl of the 
Fingertip Knob 
seals the cooker 


Just a flick of the 
Pressure Centro! 
keeps pressure from 
exceeding the 


proper level 


EKCO. Beautifully designed in polished aluminum with black 
plastic fittings. Size illustrated is full 4Y2 quart capacity. 


EKCO PRODUCTS COMPANY 


1949 North Cicero Avenue, Chicago 39 


the EKCO 


ean 
nA Tone 


*: Sieg ; 


ve 


pressure cooker 


*, Olea 
were 


wer. we, > 
“ ° 


o 


= 


itt Swart edt.s 





xk «& A yw ® 


e ou R STAR DIAMOND 
Line-up | DIAMALLOY 


Featherweight Adjustable 


WRENCHES 








This year as never before, your sporting goods 
customer will demand the best, and the 
dealer who is ready with Globe's complete 
line of quality merchandise will be able to 
fill this demand with baseball's best 
equipment. 

If there is no Globe distributor in your terri- 
tory, write today for full particulars. 

A tool for the particular mechanic, made by 
one of the largest manufacturers of war time 
tools for the government. 

Drop forged from special alloy steel care- 
fully hardened and tempered, individually 
tested, wrapped and sealed in individual 
cartons. 


Write for our new tool catalog. 


| DIAMOND CALK 
(e[L(0)[8}[E | Horseshoe co. 


SPORTING GOODS MFG. CO. 
251 CAUSEWAY ST., BOSTON, MASS. 
New York Office Philadelphia Office 
Empire State Bldg. Public Ledger Bldg. 


350 Sth Ave., N.Y. |, Independence Square 
N. Y. Philadelphia 6, Pa. 








HARDWARE AGE 





A NEW SOURCE OF PROFIT  qawne 
TO THE HARDWARE DEALER... Maen 


| DEPENDABLE 


10,000,000 BICYCLES NEED THIS 
LOW COST BICYCLE LIGHT GENERATOR ( 


MAREACLITE o/ 


¢. ~ Automatic Voltage 


ee Gone 


State and Municipal laws throughout 
the nation compel the use of ade- 
quately lighted head and tail lamps 
on’ all bicycles. The MAKE-A-LITE 
Generator provides the most effec- 
tive answer. 


a packaged unit for 
fast, easy sales 


MAKE-A-LITE has already proved to be a “hot” 
seller in bicycle, automotive and electric stores. 
Every bicycle rider is a prospect for this revolu- 
tionary bike light generator. 10,000,000 bicycles 
now in use offer a wonderful market for the wide; 
awake dealer. Ped 


MAKE-A-LITE providgs elec- 
tricity free of cost fof the bril- 
liant lighting of Bicycle head 
and tail lamp? It can also be 
used to erate current for 


old bajtéry lighted lamps. 


E vib new bikes with complete 
packaged Generator, Head- 
Ps lamp and Tail Lamp sets. 
Equip old bikes with complete 
sets, or with Generators only. 


Whether or not you now sell MAKE-A-LITE HEADLAMPS and TAIL LAMPS 
bicycle accessories, MAKE-A- Now available . . . designed for maximum lighting efficiency. 

on ae " Complete packaged sets of Generators with Head and Tail 
LITE will “pep-up” your sales. Sect tue onan tates. 


TO INSTALL 


ORDER FROM YOUR JOBBER 


MAKE-A-LITE DIVISION feirFicia tines. 
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HE best restaurants and chop houses 
broil their steaks, chops, fish because 
they know broiling brings out the finest 
flavors. But standard range broilers at 
home are too cumbersome to use, too hard 


to clean. 


Here’s the Buckeye Aluminum Broiler- 
ette (No. 9800) that is easy to use, and easy 


to clean. It’s 12 inches in diameter, made 





AT LAST! a smokeless-easy to clean broiler- 


the BUCKEYE Aluminum Broilerette 


in two pieces. The top has perforations 
that let juices and drippings into the bot- 
tom pan where they can’t smoke nor burn. 
Women like its simplicity, and will see 
other uses for it, too. Top piece can be 
used as a steamer or strainer, the bottom 
as a biscuit pan. Like all Buckeye ware 
it’s made of virgin rolled sheet aluminum, 
with rounded edges for easy cleaning. If 
your jobber can’t supply you write to... 
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THE FAVORITE “54” 
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WALL CABINET 





DRAWER BASE UNIT 


MATCHING Gaw 


Make Beautiful Kitchens 


. .. And Easier Sales 


@ A beautiful, modern Shirley kitchen 
arrangement doesn’t have to be sold all 
at once—though it can be—easily. 
SHIRLEY stéel kitchen cabinets and 
steel porcelain sinks are designed in a 
comprehensive line of matching units. 
They are “packaged” merchandise—to 
be supplied to your customer a single 
unit at a time, or in any group-combina- 
tions desired. An attractive combina- 


tion of them can be easily arranged to 
fit the most unusual types of kitchens— 
where oddly placed windows and doors 
make them architecturally difficult. 
Investigate the ‘Suir vey line. Write 
for literature and the name of your 
nearest distributor. See how you can 
profit by making SHIRLEY units one of 
your major appliance lines. 
SHIRLEY CORPORATION, INDIANAPOLIS 2, IND. 


STEEL KITCHEN CABINETS 


COPYRIGHT 946, SHIRLEY 2P., INDIANAPOLIS 
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ROYAL 


FIREPLACE 
FURNISHINGS 


GAS 
HEATERS 


LOOKING FORWARD 
TO SEEING YOU 
at the 


HOUSEWARES 
SHOW 


Dec. 30th thru dan. 4th 


PALMER HOUSE 
ROOM 795 








CHATTANOOGA Ay tp aed & MEG. co. 


CHATTANOOGA 6&6 TENN 





PROFITABLE 
HARDWARE STORE ITEMS 





Contoins no rosin. Made in stick and liquid. 





SHEPS NEATSLENE HARNESS 
t odes: 











over 30 years. Contains fish 
oll, pure neatsfoot oll, ond 
tallow. 














“BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef animals processed in Pe. A 


Omaha Packing Houses, comes the Pure Neotsfoot a 
$$$ 


SOFTEMS ono PRESFEVES 
LEatweR 











Oil used in SHEPS NEATSFOOT OILS. 


Made in three grades. Pure—Prime—No. 1 
Softens—Preserves Leather 


Sold by jobbers everywhere. Inquire of salesmen 


NEATSLENE COMPANY 


OMAHA 8, NEBRASKA 

















NOW AVAILABLE 
HAND GARDEN CULTIVATOR 


Heavy Duty, All Pur- 
pose, Handy 5-Prong 
| Cultivator. Sturdily 
| constructed, yet light 
| enough to be handled 
| by women. The two 
| longer front prongs can 
| be used independently 
by lowering position 
| when in use. 
J 
In one piece with ferrule attached from 10 gauge steel with 
hardwood !''x48" long handle. 


SPECIFICATIONS 


10 Gauge Carbon Steel throughout; One piece spe- 
cial feature of Prongs and Ferrule; 3 Rear Tines 3” 
Long; 2 Front Tines 334" Long; Overall Width of 
Tines 6"; Green Enamel Finish; Attractively labeled; 
Natural Hardwood Handle |" Stock 48" Long; Fer- 
rule Riveted to Handle. 


Standard packing 36 to carton. Weight 85 Ibs. 
Deliveries in about two weeks from receipt of 
erder. Consult Your Jobber 


RETAILS AT $1.15 


McROBERTS & TEGTMEYER 
55 Liberty Street, New York 5, N. Y. 

















‘“DIXIE’’ 


NOZZLE 


“Dixie” Nozzles are built for hard use. They 
are ruggedly constructed of brass rod and 
heavy wrought brass . . . and yet are moder- 
ately priced. The “Dixie” is one of a complete 
line of Nelson Noz- 

zles. All Nelson 

sprinkling equip- 

ment is sold only 

through Hardware 

Jobbers. 


PEORIA, ILLINOIS 
New York Showroom, 200 Fifth Ave. 
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FOR USE 


in Milk House e to Scald Chickens 
in Veterinary Hospital and Laboratory 
at a Trailer Camp e at a Lake Cottage 
for Kennel & Stable e for Janitor Service 
e in the Home Laundry e in fact. . 
WHEREVER HOT WATER IS WANTED 
QUICK AND THERE IS AN ELECTRICAI!. 
OUTLET . . . YOU CAN SELL THIS 
PREMIER P20 HOT WATER HEATER. 








2 
pee 


~ 


Faster than an 


open flame . . . safe as 





at 


a 


a pound of butter... sturdy as a 


a 


| . bull . . . the Premier Water Heater 
y/ snaps on when you hang a filled pail 

{ 

jon the cradle that is a switch! Remove 


\the pail and the current turns off. Genuine 


ie 
Year Round Seller! \Chromalox 1,500 Watt Heater is | 


\ submerged in the liquid. Hangs on / 


today for \wall like a picture; carry it/ 
a descriptive from place to place. 


folder, prices, Weighs 6 lbs. 


dealer discounts; or 
order a sample direct from this ad. The IT’S PORTABLE! 


Demonstration Panel in your store will 





help sell the Premier Water Heaters 


THE 
everybody is a prospect NATIONAL IDEAL 


COMPANY 
and it's light and portable! / 3 
906 North Summit Street 
Write today. TOLEDO 4, OHIO 
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like hot cakes. Remember . . . most 











BRIDGES 


» * 


ie 


: * 
SURFACES * DAM Gated 


AWNINGS * TARPAULIN if 


CHINERY: + MOTOR HOUSI 
PLATES + SIGNS + PIPES - 





* TRUCK 
BODIES + RAILWAY COACHES 


; 


~~ 
‘ F MEMBERS + 


. BARN ROOFS 


SY | SUBMERGED 
e 
finest 


r Cre 


Practically unlimited are the uses fo 
Aluminum Paint. Have @ supply with you 
DME is 4 quick-dryin 
32 


nly pure 
ives to maintain 
quality of OIL, PIGMENT, 4” s 
in SyNCHROME Aluminum Paint. 
covers most surfaces 

its resistance 


iS, TRAILERS - 


MRANE RUN- 
me \ 
*& FRAMES 


quality 
PAINT 


s-Lite SY NCHROME 
on every j° >! 


\\ 
T + STEEL 


One coat of 
with a chro 
make it the best 
r exterior surface. 
js ask your dealer for 4 free copy © 
Paint’, OF write us for 


Aluminum 


/ 


DENCE GARAGES » , : 
S + ATTIC WALLS + RECREATION ROOMS 


PAINT 


' poh satan a! proof 
\ THER RESISTING 


~ ONE GALLON 


ranonze pow 


a 


\/ 


s * PICKLING ROOMS -« 
« DYEHO | 
USES « SUGAR REFINERIES - WINDOW 


G 
G 
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spravit series 200 
compre or Pisplace- 
ove’ 


preseure 
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_ Dia prag™ 

M Sprayins F 
Equipret 

pe NU Sprayit 


¥.M. 
fect! palanced- 
, Show? with ty 
1 at capacity: 
* a —— 


spravit SERIES 320 

ston Tye compresee’’ Rated dis- 
9.58 C- 7M. Spre ing preseu f 
n type N Sprayit 
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placemen) 5S re 0 

ove 30 \bs- Show Gua- 
oe 


nd dealers 


spRAY {T line 
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ELECTRIC SPRAYIT CO. 


SHEBOYGAN, WISCONSIN 
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NN 
eABINE! 


Here is one of four “styled to sell” Bright 
Chromium Plated matched Cabinet Hardware 
sets, that is designed to the taste and needs of 
your customers. Included in these new stock 
assortments are only the styles and colors that sell 
best. Take advantage now of this most popular 
profit-packed line of Cabinet Hardware. It sells 
on sight and brings new customers and added 
sales to your store. 


modern designs in all price ranges 


Your choice of four attractively styled, sparkling 
finish designs in matched sets. All items are 
individually packed in printed envelopes, cartons 
of uniform size — complete with screws — 
neatly labeled. 





YOUR CHOICE OF FOUR 
DIFFERENT DISPLAY BOARDS 
Modern display boards that 
work for you night and day on 
your counters or in your store 
windows—sell hardware on sight. 
Four styles available with 
attractively arranged and 
mounted Cabinet Hardware in 
matched sets. Write today for 
mew descriptive catalog. 


NATIONAL LOCK COMPANY 


Cabinet Hardware Division 


Rockford, Illinois 








GOOD NEWS 


FOR YOUR 


CUSTOMERS 


RUBBERMAID N-DURENE 


HOUSEWARE 


Catld 4 lo 5 times longet 


Rubbermaid N-Durene Houseware is the kind of a 
line you like to sell . ... and a line that will sell. For 
Rubbermaid gives. your customers real value for 


their money. 





AARDWARE 


Distinctively stylea 
for quick sales 





Made with N-Durene, 


Bethich thete Wooster’s specially com- 


Siac tiene pounded synthetic rubber, it 
ts 4t i 

Tollet Top Trays lasts 4 to 5 times longer than 

natural rubber! It's more re- 

Stove Top Mats 

istant t t 

identities sistant to soap, grease, hea 


n ° 
Sink Strainers and water 


_ Dish Drainers Smartly styled Rubbermaid 
Plate and Bowl N-Durene is available in a 


Scrapers wide selection of attractive 





colors women prefer. 








Order now and get your share of the nice profit 
and goodwill that goes with Rubbermaid N-Durene 
Houseware. Regular national advertising is con- 


tinually supporting your sales program. 


Women look to Rubbermaid N-Durene 
for the finest in rubber houseware— 
a complete line, profitable for you to handle 


N-DURENE HOUSEWARE 


THE WOOSTER RUBBER COMPANY 


WOOSTER - OHIO 
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COMPACT 
CONSTRUCTION 


CLOSE COUPLED 
CONSTRUCTION 


FUNCTIONALLY 
DESIGNED HOPPER 


T 


MONO-TWIN 
ASSEMBLY OF FEED 
TUBE AND AIR DUCT 


These four major improvements are minutes flat using only a common 
but a fraction of the 24 Exclusive end wrench and a pair of pliers. Plan 
Features of the SMITHway Stoker... now to feature the SMITHway Stoker 
the stoker with the “Packaged Unit- ...a product of the world famed 
Drive” that can be replaced in four A. O. Smith Corporation. 


A. O. SMITH CORPORATION, Dept. H-1-46 
Milwaukee 1, Wisconsin 

Yes, I want further information on “America’s 

Outstanding Stoker’ and its 24 exclusive features. 

No obligation, of course. 


‘opyright, 1945, A. O. SMITH Corporation 


Name or Firm 
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ARE YOU CASHING IN ON 
THE HEATING SEASON? 


; REGISTER 


Feature Cin SHIELDS 








A ee (Bee |e [eee tee 


EQUIPMENT 


Sinclair Radiator Shields sell on sight. Housewives are buying Evidence increases of Steel-Fashioned growing 
them for every room in their homes for cleaner heating and to popularity—the preferred deluxe equipment 
save their drapes and walls. ° 
among home owners who seek quality first. 
Adjustable to fit any size of hot air register. Wall and floor Use the Walters line as one means to maintain 
models. Handsomely lacquered, steel construction. ss : a 
iain a a ee the leadership of your store in your city; it is 
| rs. | . . 
ee ee ae ee a ee | working for other merchants and will 
Order from your wholesaler or write to age: work for you. 


WALTERS / Ji“? 


ay sy seocggey o lt COMPANY 
Cass) Avenue and Broadway | TSG 7 [Liha | ATS hae 























[ Larson) 
No. 44 Spring 
Sash Hanger 


Easily installed from in- 
side. Sash can not blow 
off. Packed complete set 


ndiniysrenvan'™ §— | Sells Fast 
because 


It Kills Fast! 


Made with fortified Red Squill. Kills only mice—non-poisonous to pets. 
Clean, easy to use—no mess, muss of fuss. Self merchandising on at- 
tractive cards—one dozen |5c packages per card, your profit, 60c. 
Order a dozen cards from your jobber—display them for quick profits. 





\) 
\ 


AIT 4 


4 
AK 


Be Used 
with 
No. 55 
Sash 
Operator 


* 


RIGHT 


Hanger 
Installed 
on Sash 





13))1))) 110) ge }- 





Quirk’s For Rats— 


feature QUIRK'S 
Meee eres |, QUICK-DEATH 


100% Satisfaction "Finest bait we've ever used’’, 
Order it today writes Exterminating Co. 
15¢, 25¢, $1.25 package: 


| "I Made by Suirk— Dt Does the Work” 


Order from Your Jobber, or Write for Literature 


THE OHIO PRODUCTS CO., NORTH MADISON, OHIO 
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SEE YOUR JOBBER 





CHAS. O. LARSON CO. STERLING, 

















Every Day Thousands are Hearing 
about this New Product... 


In big national magazines, Sunday color 
magazine sections, top-circulation news- 
papers, thousands of people are reading 
about Hex — the new mothproofing 
treatment that really does a job! 

Why not let Hex do a fast-selling job 
for you? Make sure your order is in 
now. 





Write for free display material 


Made by a name that’s known... ag 


KOPPERS Bt te € 


WHITE TAR DIVISION 2 Th 
Sprayers available 8) 


KOPPERS CO., INC. . KEARNY, N. J. » 
WHITE TAR DIVISION : 


¥ 





Bele? 
bg ae ; 








re EX ON MOTHS / 
| tex purs THE H 


& 
FE & 
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rAuatalle Now! 


FOR IMMEDIATE DELIVERY 


Cash-in on the demand 


for this needed home appliance! 


Looking for a home appliance to sell right now? 
Then investigate Savy-U-time, the remote control 
system that converts ordinary “side-arm” gas 
water heaters into automatic units — efficiently, 
economically. Easy to sell! Easy to install! Re- 
quires little or no servicing. A real volume pro- 
ducer and profit-maker. The orig- 
inal system—and leader for 25 
years. Dealerships now open... 
write today! 











Sav-U-time 


BECOME A 
SAV-U-TIME DEALER 
Write today for complete 

details of Selling Plan. 


SAV-U-TIME Sales Company 
84 MANHATTAN STREET - ROCHESTER 2, NEW YORK 























On March 4,1946 we will be ready 
to ship the following stock sizes of 


METAL SCREENS 


GLASS SIZE SCREEN SIZE 


24x16 26% x 20 
24x24 2674 x 28 
24 x 26 2674 x 30 
24 x 28 26/4 x 32 
26 x 24 2854 x 28 
26 x 26 2874 x 30 
26 x 28 28% x 32 
28 x 24 30% x 28 
28 x 26 30% x 30 39.60 
28 x 28 30% x 32 40.80 
Write for Descriptive Sheet and Discounts 


LIST PRICE 
PER DOZ. 


$31.80 
34.80 
36.60 
37.80 
36.60 
38.40 
39.60 
37.80 


NATIONAL METAL PRODUCTS COMPANY 


: nna 











CHAMPION 


Sereen Latehes 


Ne. 4150 
Wrought 
Steel 


These much sought after latches are 
commendable because of their free bolt 
action and positive locking device. 


Customers like them — they operate 
smoothly and are easy to install. 


Keep stocked and hold trade. 


Nearly all Hardware Jobbers handle 
certain Champion products. If your Job- 
ber doesn't—then please write to us. 


THE CHAMPION HARDWARE COMPANY 








“TIME NOWso onven your 


GUEERINE 


TANK HEATERS 


"America’s Finest Line 


of Tank Heaters” 

Standard the country over! The favorite 
water tank heater for stockmen every- 
where, because they provide greatest pos- 
sible heat radiation below the water line. 
Siphon feed assures steady flow of fuel, 
steady heat. No wicks, or burner to get 
out of order. Used also for brooder stove, 
hot dip tanks, space heater, feed cooker, etc. 


Efficient! Economical! Oil Burning! 


Burns all kinds of fuel oil. Equipped with 
detachable fuel tank, weather shield, and 
adjustable smoke pipe with revolving hood. 
Complete line. All steel or cast iron. 
Order Now! Get In Ahead Of 
The Rush! Write For Descrip- 
tive Literature and Prices! 


GUGEROCIG MANUFACTURING COMPANY 


211 Main Street GEORGE, IOWA 


MODEL 
Cc s--5 


SELF - SINKING 
all cast iron model 
with 5” flue. Mod- 
els for every pur- 
pose. Retailing 
from $18 up. 
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MR. MANUFACTURER: 

Are you interested in having your products purchased, 
attractively displayed and aggressively merchandised 
by more than 70,000 of the Nation’s most forward- 
thinking Hardware Retailers in every nook and cor- 
ner of the United States? Let LIBERTY DISTRI- 
BUTORS tell you how to reach this goal. 
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MR. INDEPENDENT DEALER: 

If you’re not already lined up with the LIBERTY 
DISTRIBUTOR serving your area, be sure to get in 
touch with him at once. LIBERTY DISTRIBUTORS 
have “what it takes” to help you successfully meet 
your merchandising problems in the days ahead. Con- 
tact your nearest LIBERTY Member, NOW! 9 


HEADQUARTERS—Il4 NO 5th ST., PHILADELPHIA 5, PA. OFFICES: PHILADELPHIA, LOS ANGELES. 
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As naturally as they prefer a pinch of salt on their eggs for break- 
fast, so do Mr. and Mrs. America prefer to read advertising that's 
sprinkled with a bit of humor. 

Repeated surveys show that this is particularly true of Nicholson and 
Black Diamond file advertisements, which regularly reach millions of 
hardware-store patrons through the nation’s leading magazine — The 
Saturday Evening Post. (Four recently used ones are reproduced in minia- 
ture above.) In competing for the public’s attention among scores of 
advertisements of all sizes, Nicholson cartoon-type advertisements have 
always been right at or near the top in reader attraction. 

This advertising, Mr. Hardware Retailer, is for YOU. Additional help 
is being given your sales efforts through Nicholson and Black Diamond 
advertising in more than a score of other important “consumer,” “indus- 
trial” and “technical school” publications. 


Stock Nicholson or Black Diamond and you've the fastest selling line in the file industry 





} 3000 kinds, ents and sine gel 
; industrial, farm and ho : 


L. a ona 


for every purpose 


More than 3000 kinds, cuts and sizes 
for every industrial, farm and home use. 


oy, 
Ols svn, 
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NICHOLSON FILE CO., PROVIDENCE 1, R. 1. 


(In Canada, Port Hope, Ont.) 
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WHO IS HIS BEST FRIEND? 
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"Man's best friend" has to be kept out of trouble — yet he needs 
plenty of outdoor exercise. His best friend is the owner who 
gives him the freedom of a long runner — the protection of a t 
good, strong American Chain. When you say "How about a chain 
for your dog?" it's a friendly suggestion —and a possible i 
profit. Leads for small dogs are made of Spiralock or Tenso c 
Pattern chain. Lengths are 4 or 6 feet with swivel snap on one P 
end, a toggle bar on the other. Leads for larger dogs are made , 
in Tenso pattern only. All dog leads are packed one dozen 
to a carton. Order from your wholesaler. om 
, Aes 


“ Te ih ‘ - 
a x 


WP 3 4 
York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 


- | = * ss © - © DW 


HARDWARE AGE 


= 


Informal Editorial Comments ... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








1946 


Happy New Year—and It Should Be 
To All Hardware Distributors! 


HEN this issue of HARDWARE 

W AcE reaches you we will 

have begun the new year— 
1946. All members of the staff of this 
publication wish a very Happy New 
Year to all hardware men and their 
families and feel quite confident that 
it really will be a happy one. In 
fact, it should prove to be a very 
much happier New Year than has 
been experienced since Pearl Harbor. 

There should be new merchandise 
and even before that there should be 
a greater availability of the mer- 
chandise which heretofore has been 
scarce. The tax relief, effective Jan. 
1, 1946, should encourage such a 
program despite the many obvious 
handicaps imposed by OPA. Addi- 
tional relief, perhaps very gradual, 
should be coming from OPA without 
any very drastic moves which would 
invite further inflation—and, of 
course, every sane business man and 
private citizen knows that despite 
OPA we have already experienced 
considerable inflation. 

Trade conventions are being re- 
sumed and will find a greater-than- 
ever opportunity to inspire collective 
trade action for proper programs 
and against uneconomic moves by 
business and government. In this 
connection, it should be very defi- 
nitely realized that depending solely 
upon convention resolutions and ac- 
tion, especially for and against cer- 
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tain legislative movements, is both 
unfair and too often futile. Conven- 
tion action should be primarily the 
spur to encourage widespread indi- 
vidual action without which little can 
be accomplished. 

Wholesalers and retailers should 
clean out promptly any remaining 
“ersatz” goods. They should care- 
fully weigh their inventories and 
sales-profit experiences on all lines 
which were added for war-time ex- 
pediency which were not normally a 
part of their businesses. Many of 
these items should be continued but 
many more should not. 

During the war years many manu- 
facturers, and wholesalers, through 
no fault of their own, failed to give 
the kind of service which had been 
desired and even expected. Before 
post-war penalties are invoked 
against such firms, hardware dealers 
should make a fair appraisal of the 
situation, remembering that in their 
own local retail services to consum- 
ers they often failed to the same de- 
gree and they do not want to be 
penalized in the post-war period for 
such shortcomings which were far be- 
yond their own control. 

Both wholesalers and _ retailers 
must recognize the added strength of 
old competitors and of many new 
competitive factors which have al- 
ready dotted or will dot the mer- 
chandising horizon. Basically, such 


old and new competitors operate on 
the fundamental premise, which 
HarpwakeE AGE has long brought to 
the attention of its readers, that re- 
tail stores are essentially selling estab- 
lishments and that the buying and 
merchandising aid phases of the busi- 
ness must come from some well or- 
ganized central source of supply—in 
the hardware business from the 
wholesaler. 

It seems to us that better coordi- 
nation between wholesalers and re- 
tailers is no longer a sophistry but a 
cold-blooded business principle. And 
so we expect to see more and more 
whoJesale-retail merchandising pro- 
grams, many on a franchise basis— 
even though the franchise phase may 
be most informal. 

The problems of rehabilitating re- 
turning veteraris is going to be an 
outstanding 1946 problem for all 
business men. There are returning 
service men and women who never 
had jobs and who will not or cannot 
return to school just as there are 
many thousands who will not wish, 
for reasons of their own, to return to 
the jobs they vacated when they en- 
tered the service. There will also be 
a large group ready and anxious to 
return to their former fields of civil- 
ian endeavor. All of them will need 
help in their efforts to re-establish 
their civilian status. They will need 
sympathetic understanding in order 
that they may rehabilitate themselves. 
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Their great and patriotic services 
merit all that business men can do 
for them. Our national economy de- 


mands it. And it may often prove 
most difficult both for the returning 
veteran and his employer. 

Even so, 1946 marks the start of 
our way back on the road to peace- 
ful and more normal endeavors. 











Many things hardware men learned 
during the war years should prove 
invaluable to them in the post-war 
era. 

Every type of business must soon 
become more “cost-conscious” and 
stop thinking of abnormal expenses 
as “being paid out of 10 cent (or 
less) dollars” because of tax proce- 


HAPPY NEW YEAR TO ALL HARDWARE MEN AND THEIR FAMILIES! 


Tydings-Miller Repeal Recommended 





dure. Unwarranted extravagances, 
born of war-time high sales volumes, 
can sink even the most sturdy busi- 
ness ship. It is especially true that 
wholesale and retail distributing busi- 
nesses may very easily and rapidly 
become highly successful or dismal 
failures because of their control, or 
lack of control, of costs factors. 









By Federal Trade Commission 


HERE is no doubt in our mind 

but that hardware distributors 
favor continuance of fair-trade legis- 
lation. Our own opinion is that it 
should be continued indefinitely. We 
have always favored it and always 
will and are confident that a great 
majority of our readers will agree 
with us. There are 45 states with 
suitable fair-trade laws—only Mis- 
souri, Texas and Vermont are, with- 
out them. 

Such state fair-trade laws neces- 
sarily can only be effective on an 
intra-state basis. For that reason, the 
federal Tydings-Miller Law was 
passed. It permits inter-state fair- 
trade contracts subject to the respec- 
tive laws of any particular states 
involved. In a measure, the Tydings- 
Miller Law, better known as an en- 
abling act, is actually the heart of 
fair-trade legislation and fulfillment. 

Currently, the Federal Trade Com- 
mission, with the concurrence of the 
Department of Justice, favors and 
essentially recommends repeal of the 
Tydings-Miller Law. This is so stated 
in an official press release dated De- 
cember 13, which unfortunately re- 
ceived comparatively little press 
attention. 

The chances are that some consid- 
eration of a “repealer” on this basic 
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In Report to Congress 


and sorely needed federal legislation 
will at least have a hearing after 
Congress reconvenes on Jan. 14, 
1946. While it is probable that no 
quick action without consultation 
with the Interstate Commerce Com- 
mission will take place, it does seem 
that the Tydings-Miller Law is in 
jeopardy. 

It is certain that many well-organ- 
ized lobbies, which have always op- 
posed fair-trade laws, will be very 
much “on the job” to encourage re- 
peal of this basic law. 

Unfortunately, the drug trade, 
which has been to a great extent the 
chief sponsor of state fair-trade laws, 
is somewhat responsible for this de- 
velopment. An effort by this group 
to pass a fair-trade law for the Dis- 
trict of Columbia brought up the 
entire subject for review by the FTC 
with the result that the District of 
Columbia Committee in Congress 
now has a review from the Federal 
Trade Commission which urges re- 
peal of the Tydings-Miller Law on 
25 separate counts. 

Repeal of the Tydings-Miller Law 
would be a tremendous blow to all 
fair-trade legislation and the prog- 
ress that has been made under such 
auspices. A great many hardware in- 
dustry fair-trade contracts would be 














almost completely nullified by such 
action, as neither manufacturers, nor 
even the larger distributors, could 
enforce more than a partial adher- 
ence to these principles without the 
federal enabling law. 

Companies whose fair-trade inter- 
est has always been only luke-warm 
would find in such repeal an escape 
which they would not otherwise at- 
tempt. Such a development could 
very easily break down all of the 
splendid progress that has been made 
in connection with fair-trade laws, 
and actually lead to their repeal in 
many of the 45 states now providing 
this protection. 

Every hardware distributor and 
manufacturer who really believes in 
fair-trade legislation should immedi- 
ately contact his two Senators and 
Representative and state his views 
most emphatically. Every hardware 
convention should take the same ac- 
tion. It took a long time to get 45 
states to pass fair-trade laws and a 
longer time to pass the Tydings- 
Miller Law, without which the po- 
tency of fair-trade legislation is great- 
ly diminished. It would not, how- 
ever, take long to repeal this law and 
such action should be fought by every 
means at the disposal of hardware 
men and their fellow merchants who 
believe in such legislative protection. 
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yarm A NEW YEAR’S MESSAGE TO MYERS DEALERS 


ould It’s planning time for farmers and suburban folks. They are deciding now 
the how their money will be spent. 


They know Myers Water Systems best. Years of sound national advertising 
al in in farm and home magazines has taken care of that. They want Myers most. 
ding Neighbors keep telling them about Myers dependability, and about the 
excellence of your service. 


Your prospects know you as Headquarters for Pumps and Water 
Systems. They are ready now for you to recommend the capacity 
they need, the type of Myers they should choose, how they can 
plan to use it to fullest advantage. It’s time to gear your Myers 
tie-in advertising for spring —time to start seeing prospects — 
» ac- time to START SELLING. 


ings- ek THE F. E. MYERS & BRO. COMPANY 
p> Dept. F-18, Ashland, Ohio 





ion. Water Systems « Pumps « Sprayers « Hay Unloading Tools 
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“They shall beat their swords inte plough 
shares, and their spears into pruning hooks” 


E LECTRICITY is do- 


ing jobs for Joseph Motz on the 
160-acre dairy farm he operates in 
Trumbull County, Ohio, for 18 cents 
3 hour that he formerly did by 

and, thereby making it possible for 
him to devote the time saved to other 
income producing enterprises. Typi- 
cal of 85 per cent of the farms in 
America that produce approximately 
half of the country’s farm products, 
the Motz’ farm is one of millions 
that make up the rural electrification 
market, the successful development 
of which means more prosperous 
farmers. 

Westinghouse is very much inter- 
ested in the development of the farm 
electrification program and has been 
closely associated with it for over 25 
years. During this time the number 
of farms receiving “high line” ser- 
vice has grown from a few thousand 
to over 2,500,000 or to more than 43 
per cent of all the farms. This pro- 
gram has developed to the point that 
today both agriculture and the elec- 
trical industry stand at the threshold 
of a new era; the electrification of 
America’s agriculture. 

The many people of Westinghouse 
who have been following the electri- 
fication development of the farms are 
firmly convinced that electricity can 
do for agriculture the same that it 


The seventh of a series of articles illustrating the 


huge and profitable sales possibilities the farm 
market offers on electrically-operated equip- 
ment and appliances. The actual savings of 
time and money described herein should furnish 
ample sales ammunition for convincing farmers 
of the present day value of electric power. 


has done for industry; that farm 
electrification can make money, not 
only in raising the income, but 
through labor-saving and lower pro- 
duction cost. These productive uses 
will also provide the electrical con- 
venience that can contribute so much 
to better living on the farm. 


Research Program 


With this idea in mind, a research 
program has been established in co- 
operation with the Ohio Public Ser- 
vice Company and Joseph Motz, a 
farmer in the territory served by this 
utility. The purpose of this research 
project was to find out exactly where 
electricity makes money on the farm 
in order to be able to make definite 
recommendations from a background 
of actual experience. The Motz’ farm 
did not have electric service prior to 
the setting up of the project. This 
made it possible to obtain complete 
records of doing chores and tasks on 
the farm and in the home without the 
help of electricity; consequently a 
comparison could be made of these 
various activities as they are electri- 
fied. 

Cost account records are being 
kept by Mr. Motz and his family 
covering man-hours and production 
costs involved in carrying on their 
various activities. The Doane Agri- 
cultural Service, Inc.. of St. Louis, 








Mo., one of the country’s leading 
farm management organizations, is 
supervising the collection of records 
and analyzing the results on a farm 
management basis. The Ohio Public 
Service Company is making time and 
motion studies of all farm work be- 
fore and after the application of elec- 
tricity. 

Mr. Motz is paying all power and 
equipment costs out of his income on 
a definite pay-as-you-go-basis. This 
is one of the primary factors in the 
program; namely, to find out ex- 
actly where electricity, when prop- 





A direct saving of $5.97 and 71, 
man-hours resulted during the 
first haying season when scythe 
blades were sharpened upon the 
farm instead of in the town. 
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erly applied, can pay for itself and 
make a good return to the farmer. 
In this way a farm can become com- 
pletely electrified, over a period of 
years, including so-called convenience 
items with a relatively low initial in- 
vestment. 

In analyzing the records of the 
past year’s activity some very inter- 
esting factors have been revealed. 
While it was not expected that this 
electrification project would show 
much of a profit until some major 
equipment had been installed, never- 
theless, it did show a small profit in 
the first two months. Savings of 
$17.57 was credited to electricity for 
doing farm tasks, which, after the 
electric service bill of $10.92 was 
paid, left a net operating profit of 
$6.65. This profit was realized al- 
though Mr. Motz used only 46 per 
cent of the power allowed by the 
minimum bill. The profit should be 
greater when the farm gets the bene- 
fits of increased use of electricity. 


An Example of Saving 


An outstanding example of pos- 
sible savings in time and money 
through the use of a 1/3 h.p. utility 
motor to operate a sickle sharpener 
during haying season was revealed in 
these records. By actual comparison 
it cost but 3 cents for electricity and 
three man-hours to sharpen the sickle 
electrically on the farm for the entire 
season as against $6 for machine 
sharpening in town and 1014 man- 
hours for touching up by hand on 
the farm. No time was charged 
against taking the sickle into town to 
be sharpened and of picking it up 
later as it was assumed Mr. Motz 
could do this along with other farm 
errands. Experience has proved, how- 
ever, that an occasional special trip 
was necessary. Regardless, the direct 
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saving amounted to $5.97 cash plus 
74¥_ man-hours per season. On this 
basis, the grinder could be paid for 
in three haying seasons since it cost 
but $15.30. From then on it would 
contribute to the over-all profit of the 
farm and the savings effected could 
be applied toward the purchase of 
other farm equipment. The motor is 
used to operate a fanning mill, a 
concrete mixer, a grinder to sharpen 
ploughshares, ensilage cutters and 
farm tools in addition to operating 
on the sickle grinder; therefore, its 
cost of $17.50 is prorated over these 
operations. However, if its cost were 
added to that of the sickle grinder, 
both could be liquidated in less than 
six haying seasons. 

The analysis reveals that the dairy 
contributed only 26.3 per cent of the 
farm profit, yet it consumed 46.5 per 





and their spears into pruning hooks.’... . ii, 4; Michah, Iv, 3 





By W. D. HEMKER 
Supervisor, 
Rural Electrification Section, 


Westinghouse Electric Corp., 
Pittsburgh, Pa. 





cent of the labor. It further shows 
that the average production per cow 
was 5548 lbs. of milk and 266 lbs. of 
butter fat which is below that con- 
sidered profitable. In an effort to 
improve the efficiency of labor, a 
deep well pump and drinking cups 
were installed. This eliminated the 
time consuming job of pumping and 
hauling the water and watering the 
cows by hand during the five winter 
months, resulting in a saving of 175 
man-hours for the five-month period. 
The time saved can be used to take 
care of additional cows or to do 
other productive work. 

The records show that it required 
4.66 man-hours to produce 100 lbs. 
of milk during January, February 
and March of 1944 when the cows 
were watered by hand and 3.80 man- 
hours during the same three months 

















in 1945 when the cows were watered 
automatically. If full credit can be 
given the water system, it means that 
automatic watering has saved 44.4 
minutes for every 10 gal. of milk pro- 
duced. 

With continuous water before cows 
in water cups it was found an aver- 
age of 10.6 gal. of water was con- 
sumed per day per cow and that the 
average milk production per day 
from 11 cows was 221.62 lbs. When 
the cows were watered twice a day 
by hand these were 6.9 gal. and 
216.10 lbs. respectively. The cows 
consumed 53.6 per cent more water 
and produced 2.55 per cent more 
milk a day when water was continu- 
ously before them. Based on milk 
production during the winter of 1944 
and figured on the basis of the five 
months, the use of water cups would 
have increased the milk income 
$36.35. 

The total cost of the entire water 
system was $282.07 and it makes a 
direct saving of 174% days work or 
175 hours during the five winter 
months. Valuing labor at 64 cents 
per hour, which was actually received 
from labor on the Motz farm during 
194A, the time saved alone would be 
worth $112. Add to this the in- 
creased milk check of $36.35 and the 
total represents the yearly value to 
the Motz’ family if they utilize the 
time saved to increase the volume of 
the farm output. The pump power 
consumption is .397 kw. hours per 
day. At three cents per kw. hour the 
five months pumping would oost 
$1.79. The depreciation would be 7 
per cent of $282.07. Allowing $5 per 
year for maintenance, the net per 
year by using the water system for 
the dairy would be $121.82. Based 
on this the water system as used for 
the dairy would pay for itself in a 
little over two years. 

The records further revealed that 
the family annually carried 10.76 
tons (258,126 gal.) of water to the 
home for drinking and cooking pur- 
poses, covering a distance of 49.2] 
miles to accomplish this task. Future 
plans call for piping the water to the 
home to eliminate this arduous task. 

A complete analysis has been made 
of the farm accounts to determine 
the weak points as well as the good 
factors in the over-all farm opera- 
tions that might be used as a guide 
for improving the 1945 operations. A 





Cooling milk on the farm is done 
with cold well water pumped into 
the cooling pit electrically. The 
milk is strained as it is poured 
into the can in the cooling pit. 


summary of the labor distribution 
and enterprise contribution to the 
farm profit appears in Table I. One 
of the farm accounts is that of elec- 
tric power which was available dur- 
ing the last eight months in 1944. A 
review of the time saved because of 
its use shows the following: 


Man-Hours 


Item Saved 


Water System 


35 hours per month pumping 
water and watering cows— 





Sharpening Sickles 

12 sickles, 134 hours each. ..... 18 
Washing Clothes 

3 hours saved per week. 12 


hours per month, 8 months.... 96 
Ironing 

1 hour per week, 4 hours per 

month, 8 months ............. 32 
Lights 


3 hours saved per month clean- 
ing and filling lamps, 8 months. 24 
Cleaning Wheat ............-.. 5 


EET 


A total of 245 man-hours was saved 
during the first eight months use of 
electric power at a cost of $44.10 for 
the electrical energy. In other words, 
electricity was “hired” at a cost of 
18 cents per man-hour. The over-all 
farm operation gave a labor return 
of 64 cents per man-hour. There- 
fore, the electricity netted 46 cents 
to the operation for every hour saved. 
This net saving did not come di- 
rectly to Mr. Motz and his family in 
the form of money, but it made it 
possible for them to handle their 
crops more timely, give more atten- 
tion to their livestock, perhaps do 
certain jobs that otherwise would 
have been neglected. Also, it helped 
relieve some of the drudgery so more 
thought could be given toward_or- 
ganizing the farm operation for 
greater efficiency and, let us say, a 
fuller farm life. 

















SOME iii ciicccdeses...... @ 
TABLE I 
1944 Lazor DIsTRIBUTION AND PROFIT 
Per Cent 
Hours of Per Cent Contributed 

Accounts Labor Of All Labor To Farm Profit 
ET isa sin hn ka bean res pes 3,192 46.5 26.3 
ED + <00tsabos> aaa: 872 12.7 19.0 
SEN Gi as Kank Ake mdhdek 739 10.8 14.2 
eka ibenkcatn ah res . 3.3 20.1 
SD <a vu.dbciasnve ees oo pe 190 2.8 evan 
SE is. scihics wt i chim ia Ske he 175 2.6 8.6 
RR Re BOs Ao> Bee: 135 1.9 4.5 
ED 4. Auchan ceonayiene 118 1.7 Iwas 
EE Ania daar csi h oof alla a 108 1.6 5.5 
ES dino sume pera nndende 31 0.5 1.6 
NY nied Guclas ech are ott 10 0.1 
ED «cba be 63a nena’ 66 0.9 
EE a a ch a's 5.0-talang s 139 2.0 
SE, ain hn aap ocean ented 11 0.2 
AR ae 108 1.6 
Electric pump ............ 169 2.5 
Maintenance improvements.. 216 3.1 
Maintenance; tractor, ma- 

chinery, equipment ...... 234 3.4 
Maintenance; land & pastures 99 14 
Miscellaneous ............. 25 0.4 

pe eee 6,860 100.0 100.0 
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Martin Uses Paint to Sell Paint 


Color scheme of department, color 
panels and other aids all serve 
to attract attention of customers 


i Martin Hardware, 


West Union, Iowa, believes that if 
beauty is an important reason for 
painting, paint can best be sold in a 
department that illustrates that prin- 
ciple. With this in mind, Nathaniel 
J. Martin, proprietor, keeps his paint 
section looking as attractive as any 
part of his modern store. 

Key feature is a display panel 
showing the prospective customers 
the various colors of enamel as they 
appear on a finished job. This alone 
arouses lively interest as is evidenced 


by the number of questions asked 


about the type of paint used, num- 
ber of coats, and how the surface is 
prepared. 

In the department every can, small 
or large, serves its part in the all- 
over display effect. Each can is in 
its place at all times. Counter space 
is arranged so as to permit traffic to 
flow towards the wall display. Ac- 


- cessories and paint bulletins and 


folders are always at hand. Through- 
out the store, the wood framework 
and the pillars at the doorway are 
painted a clean white and red, a 
decidedly attractive color scheme. 
This serves as a fine introduction 
to centering a customer’s attention 


upon paint. In the sales presentation 
the quality idea is stressed. The pros- 
pect is told that quality paint goes 
farther; requires fewer coats and 
saves on labor costs; sales facts that 
are always impressive. 

Helping the customer to select the 
right paint and the right amount for 
the job is the next necessary step in 
concluding the sale. By adroit ques- 
tioning, the salesman is usually able 
to find out the exact requirements. 
With this knowledge the salesman is 
in better position to sell the proper 
materials and tools that will give the 
customer the best results. 


The red and white fixtures catch the eye, the color panel and stock do the rest. 
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The passer-by can't 
mistake the name of 
this store. The neon 
sign and the letter- 
ing at the top of 
the building take 
care of that. During 
the Christmas sea- 
son, the upper win- 
dows display Santa 
Claus, wreaths and 
Yuletide greetings. 


Charles W. Harrison 


. president, left. presents 


each employee with a holiday gift of cash. 


The glassware sec- 
tion, running quarter 
of the length of the 
main floor. proved its 
worth during the war. 
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Where There’s 


. local weekly news- 


paper editor said: “Charlie has the 
best, most completely stocked hard- 
ware store for miles around.” The 
young salesgirl in the corner drug- 
store said: “I’d like to work for him 
—he’s so pleasant and generous to 
his employees.” And the veteran real 
estate agent said: “Everyone in town 
likes Charlie. He’s built up a hand- 
some business on customer goodwill 
and an excellent employee-manage- 
ment relationship.” 

These working residents of Mil- 
ford, Conn., a typical tradition- 
steeped New England town of some 
25,000 (including surrounding trad- 
ing centers) that hugs the shoreline 
midway between Bridgeport and New 
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The employee rest room, com- 
plete with telephone and a 
kitchenette, where the per- 
sonnel can relax and ho!d 
informal get-togethers. Note 
the bulletin board which is 
upon the rear center wall. 


Goodwill, There's a Way 


Haven, were speaking of Charles W. 
Harrison, president-treasurer of Har- 
rison & Gould, Inc., The Hardware 
Shop, that started back in 1907 (in- 
corporated in 1910) with $500 capi- 
tal in a 20 by 50 ft. room and today 
does a $200,000 annual volume in a 
modern 15-room building on the 
main thoroughfare, 36-38 Broad St. 

Mr. Harrison would be the first to 
disclaim such neighborly praise, but 
he does admit his store tries to 
“please patrons with diversified stock, 
from front to back door.” 

This “front-to-back-door” area, 


The gift section is in the froni 
part of the main floor. It quickly 
attracts incoming customers with 
its brightness and varied stock. 
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Harrison & Gould, Inc., has profited by making 
firm: friends of both customers and employees 





Every toy in the toy room is neatly displayed and is shown to 
best advantage by being placed upon the very edge of the shelf. 


covering almost an acre, is hard- 
ware mecca for the several hundred 
customers Mr. Harrison estimates 
come in daily. There are indi- 
vidual stock rooms for nails, paint. 
glass and crockery, gift and paper 
goods, housewares and _ brushes. 
There are separate display rooms for 
lamps, toys, hardware, paints and 
hardware. And then, of course, there 
is the low-ceilinged main floor, con 
veniently departmentalized. Each 
room is spacious, neat, well stocked 


and lighted. 


The Rest Room 


Uppermost in the minds of em- 
ployees, however, is their own room 
on the second floor where they may 
go during the day to relax and to 
serve themselves refreshments from 
the immaculate kitchenette. There is 
even a phone connection there for 
long-distance calls — “saves them 
from having to come down to the 
main floor for their personal calls,” 
says Mr. Harrison. 

“We often meet here for informal 
get-togethers,” he adds. 

On the wall of this recreation-rest 
room a typewritten notice similar in 
tone to the following frequently ap- 
pears: “Now that Mrs. has been 
with us three weeks and has become 
more or less acquainted with our 
stock and method of doing business, 
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we trust you have become acquainted 
with Mrs. and that you also 
have liked her businesslike manner 
and personality. ... ” 

These letters, believes Mr. Harri- 
son, justify themselves in the “family 
atmosphere” they help create. He 
writes in friendly, confidential vein, 
calls his personnel “boys and girls,” 
doesn’t hesitate to inject such phrases 
as “I have nothing but praise and 
admiration to offer.” 

This is but the first step in how. to 
win employees, Mr. Harrison has dis- 


covered. He also has a company 
bulletin, gives all employees a 25 per 
cent discount on merchandise and 
holds luncheons and summer outings 
for them. “Let’s# meet at Journey’s 
End next Sunday for a family party,” 
he invites them via bulletin-board 
note. 


The Personnel 


Alfred E. Gould retired from the 
partnership last September, and the 
personnel now consists of Fred G. 
Hammer, Mr. Harrison’s assistant, 
who resigned two years ago from 
Sargent & Co. “to take a little rest 
after 46 years’ service there”; Ruth 
E. Burgess, secretary, a 33-year mem- 
ber; John B. Sanford, a director for 
the past two years; Charles W. Harri- 
son, Jr., 28-year-old son of the presi- 
dent who was discharged in Novem- 
ber as a sergeant in the Army; Jack 
Delp, Mr. Harrison’s son-in-law, also 
recently discharged from the Army, 
and 20 members of the sales staff, 
most of whom have been there some 
time. 

“My ‘family’ did a fine war-time 
job,” states Mr. Harrison. “The gift 
departments’ glassware and crockery 
carried us over the lean period of 
1939 and 1940. But during the war, 
the tool and factory supplies section 
was the mainstay. We had high pri- 
orities and constantly fed the plants 
and small machine shops in the vicin- 
ity with our lines. Of course, this 

(Continued on page 79) 


Here’s the store front in 1918—quite a difference from the one on page 60. 
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FIC Urges Tydings-Miller Repeal 


Report based on 1939 study just presented to Congress urges repeal 


or increased policing personnel as an alternative. Federal Trade Com- 
mission claims resale price maintenance used chiefly by makers of 
products possessing “characteristics of a monopoly nature.” Depart- 
ment of Justice claims act does not serve purposes for which its passage 








| an oft- 


repeated Government position, the Fed- 
eral Trade Commission has presented 
a report to Congress favoring repeal of 
the Tydings-Miller resale price main- 
tenance amendment to the anti-trust 
laws, and as an alternative recommends 
the authorization of additional person- 
nel for both FTC and the Justice De- 
partment to adequately police resale 
price maintenance contracts. 

The report based on a special study, 
made in 1939 but not released until the 
five volumes were presented to Con- 
gress on Dec. 13, states that in the 
absence of effective Government super- 
vision in the public interest, resale 
price maintenance, legalized to correct 
abuses of extreme price competition, is 
subject to use as a means of effecting 
enhancement of prices by secret agree- 
ments and restraint of competition by 
coercive action on the part of interested 
cooperating trade groups of manufac- 
turers, wholesalers, and retailers in 
such ways and to such an extent as to 
make it economically unsound and un- 
desirable in a competitive economy. 


Against Policy of Laws 


The maintenance of retail prices at a 
fixed and uniform level, prior to the 
passage of the Tydings-Miller amend- 
ment in 1937, the Commission empha- 
sizes was against the policy of the anti- 
trust laws, and prior to the enactment 
of the amendment, a contract aimed at 
obtaining this result was illegal. 

Continuing, the report attempts to 
show that the purpose of the amend- 
ment is not to legalize contracts whose 
object is to prevent price cutting for an 
ulterior purpose, since the antitrust 
laws do not condemn such contracts. 
The Tydings-Miller amendment legal- 
izes contracts whose object is to require 
all dealers to sell at not less than the 
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was urged upon Congress. 


Washington Bureau 
of Hardware Age 
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resale price stipulated by contract with- 
out reference to their individual selling 
costs or selling policies. The Commis- 
sion believes that the consumer is not 
only entitled to competition between 
rival products but to competition be- 
tween dealers of a single product. 

Resale price maintenance laws—that 
is, laws declaring certain kinds of re- 
sale price maintenance contracts, and 
providing that nonsigners of such con- 
tracts with knowledge thereof should 
be bound by the price stipulations 
therein—are now on the statute books 
of 45 states. Missouri, Texas, Vermont, 
and the District of Columbia do not 
have such laws. Such a bill for the 
District of Columbia is now before 
Congress. 


Progress in Hardware Trade 


FTC declares that while resale price 
maintenance has made more progress 
in the hardware trade than in the food 
trade, such progress has been slight, 
and that in terms of volumes of sales 
covered it is of little consequence. Ac- 
cording to the Commission, this is indi- 
cated by the fact that, of the large 
number of manufacturers making 
branded hardware items, relatively few 
have placed products under resale 
price maintenance contracts. 

The number of manufacturers who 
had placed products under resale price 
maintenance in one or more of 43 states 
in 1938, ranged from 12 in Mississippi 
to 37 in California, and of the 44 states 
in 1939 the range was from 18 com- 
panies in Alabama to 40 in California. 
Of the 49 companies having products 
under resale price maintenance in 1938, 
27 had such contracts effective in from 
1 to 5 states, and 12 companies had 
contracts effective in from 41 to 44 
states, while in 1939, of the 53 com- 









panies having products under resale 
price maintenance, 23 had contracts 
effective in from 1 to 5 states and 19 
in from 41 to 44 states. 


The Commission report further says: 

“The trade-marked or branded hard- 
ware articles that are usually sold un- 
der resale price maintenance contracts 
are mostly specialty items such as sport- 
ing goods, electrical appliances, small 
household hardware, fishing baits, fish- 
ing rods and reels, cooking utensils, 
kitchen wares, electrical goods, such as 
electric shavers and electric clocks and 
small garden tools. Articles of hard- 
ware to which resale price maintenance 
is not applicable are those articles with 
no particular identity, those having a 
slow turn-over, those involving contract 
specifications and services of installa- 
tion, and those involving trade-ins. 
With respect to the latter, the practical 
difficulty of determining the true value 
of a trade-in furnishes a means of 
evading the minimum resale prices 
whenever desired on products so cov- 
ered and the realization of this has 
done much to discourage the adoption 
of resale price maintenance by other 
manufacturers of products usually in- 
volving trade-in when sold at retail. 


Association Attitude 


“The attitude of state and local retail 
hardware associations toward resale 
price maintenance is reflected in the 
lack of success in organizing State Fair 
Trade’ Committees for the purpose of 
promoting the movement. It was dis- 
closed that of the 35 state associations 
affiliated with the National Retail Hard- 
ware Association, not more than 12 
appointed a committee. A managing 
director of one of the state associa- 
tions located in the middle west stated, 
in substance, that his association had 
never appointed a fair trade committee 


(Continued on page 84) 
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Pictures represent 
profits to the gift 
department and they 
are well displayed. 
Here we see them in 
a variety of sizes. 
Small ones are seen 
on the shelf before 
the sidewall case. 


Attractive Gift Shop 


: years ago, T. 


Kaveny & Co., Waukon, Iowa, was 
principally known as a fam imple- 
ment and hardware firm. Today, 
thanks to the foresight of Mrs. Sarah 
Kaveny, this firm also has a reputa- 
tion as one of the finest gift shops in 
eastern Iowa. 

Iowa farmers are very prosperous 
today. They have been prosperous in 
past decades as well, for the state has 
some of the finest land in the nation. 
Farms are large and productive. Mrs. 
Sarah Kaveny realized all this 12 


Chinaware is always the center of 
attraction and is shown near the 
front of the store—some in side- 
wall cases and some on counters. 
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Mirrors make money 
for Kaveny’s at all 
times and some sell 
for as much as §20. 
Displayed upon this 
panelled board wall 
in many shapes and 
sizes, they attract 
plenty of attention. 


years ago when she arranged for a T. Kaveny & Co. features well rounded 

gift section in the implement and Kyte , ‘ . 

hardware store. lines that help to pyramid profits 
Her idea was that Iowa farm 

women, together with women in the 

small towns would want gift items to 

brighten their homes, if they could 

buy them in a nearby small town. 

So she began to build her gift de- 

partment with various lines of pot- 

tery, glassware, gifts, pictures and 

similar items. Today, her gift shop 

attracts not only residents of the area 

but tourists who have heard of it 

and its stock. 
Dinnerware is a popular and prof- 

itable item at this store. Sample 


Small gifts, items, such as figurines, candle- 
sticks and vases, are shown in showcases. 
Customers can’t help but see these items. 
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This section of the gift department resembles a jewelry store. That's one 
reason why it has proven exceedingly popular with the feminine population. 


stock is displayed attractively near 
the front, some of it counters, some 
on shelves. A few sample tables out 
near the main window carry other 
sample items in a dining room setting 
which appeals to bot:: town and farm 
women. 

Prices on dinnerware range up- 
ward from $5.95, with some purchas- 
ers buying $25 and $35 sets. Farm 
folks especially like the 32- and 54- 
piece sets, with some families buying 
two services for six. 

Glassware moves very well in this 
department. From the simple refresh- 
ment glasses to the more expensive 
goblets, the customer has an excellent 
selection at Kaveny’s. This is a line 
which is proving increasingly popu- 
lar with town and farm women alike. 
With improvement in homes, women 
generally in rural settlements appear 
to be buying more glassware and 
other distinctive items. 


Pottery Popular 


Pottery of various sorts also sells 
well. It is given excellent display on 
both counters and shelves. The large 
building has plenty of space and the 
gift department has lots of room for 
effective counter displays. Mrs. Kav- 
eny and her manager, Mrs. Stell Lee, 
have numerous displays that attract 
women shoppers. 

Pictures and mirrors are two lines 
that attract many customers. These 
items are displayed on the walls for 
the most part where they can be seen 
easily by practically all women who 
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enter the store. Mirrors range up- 
ward in price from $3, with some 
selling for $20 and more. Picture 
prices range upward from $1.50. 

In addition to the above mentioned 
lines, the gift department also stocks 
books, toys, greeting cards, linens 
and soaps. Some silverware and 
handbags are carried. In the months 
to come other items may be added 
to the stock. 


It Builds Goodwill 


“Our stock is so arranged that we 
have a good trade 12 months of the 
year, states Mrs. Lee. “Patrons are 
coming to us regularly from consid- 
erable distances and we do our best 
to please them. We spend a great 


deal of time with each customer if 
necessary to see that she gets just 
what she needs. This helps build 
good will.” 

Even in a rural area like Waukon 
(population 3000) there are many 
hobbyists why buy pepper and salt 
shakers, tiny figurines and articles 
of that type. They are also helpful 
in recommending the store to their 
friends. 


Ample Display Facilities 


The store has two fairly large 
sized display windows at the front. 
In addition, there are six small win- 
dows facing the side street. These 
windows have been given a specially 
attractive appearance. The sidewalls 
of the windows have been decorated 
and gift items are displayed there, in- 
cluding plaques and figurines. This 
is especially appealing to women 

Near -the store is a center street 
parking area where many farmers 
leave their cars when shopping. Farm 
women do not fail to notice Kaveny’s 
when they come to town because of 
the attractive windows. 

Gift shop merchandise has found 
its way into many hardware and 
other stores throughout the Middle 
West. It has opened a new avenue 
for sales in numerous rural areas. 

Attractive gift merchandise—such 
as can be found at Kaveny’s—is do- 
ing much to make women in small 
towns and rural areas more conscious 
of home decoration values and possi- 
bilities. This trend appears to have 
considerable retailing significance. 


Here's another table bearing gifts: Back of it are gifts for the youngsters. 
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Enthusiasm for sports is now at 
an all-time high. Surveys show 
that, more than ever before, the 
American people are hunting 
and fishing, playing baseball, 
tennis, golf, basketball—in fact, 
participating in all sports. 
Naturally, sports enthusiasts 
look to retailers of their com- 
munities not only for sports 
equipment, but for expert ad- 
vice 23 well. The need for proper 
guidance in buying -sporting 





goods has literally created a 
brand-new profession. To show 
how sales and profits can be in- 
creased by an experienced sport- 
ing goods salesmen and by mod- 
ern merchandising methods, 
Remington has prepared a new 
sound motion picture entitled 
“The Swing to Sports.” This 
new film highlights the impor- 
tant steps in the successful 
operation of a sporting goods 
department. 








EXPERIENCED SPORTING GOODS SALESMAN BOOSTS SALES 


The new Remington motion picture, 
“The Swing to Sports,” places particu- 
lar emphasis on the need for a well- 
trained, well-informed sporting goods 
salesman who is an enthusiastic follower 
of sports and the outdoors. In the pic- 
ture he is referred to as “‘the customer’s 
coach’. . . for he is an experienced 
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sportsman who knows the best hunting 
and fishing spots, keeps up to date on 
the rules and regulations governing all 
sports, and aidscustomerswith all prob- 
lems relating torecreation. And, because 
“the customer’s coach”’ knows what he 
is talking about, he inspires the confi- 
dence of customers. 





RETAIL HARDWARE 
| CONVENTIONS SHOW NEW 
REMINGTON MOTION PICTURE 





Narrated by Sports Announcer BILL STERN 


f _ BRIDGEPORT, 


+ CONN., JANUARY 
3, 1946. With a na- 
tion of people becom- 
ing increasingly 
sports conscious, the 
new Remington 
sound motion pic- 
ture, ‘*The Swing to Sports,”’ is of partic- 
ular interest at this time. The picture, 
narrated by radio’s famous sports broad. 
caster, Bill Stern, emphasizes the need 
for a complete sporting goods depart- 
ment, and shows how such a department 
can be successful and profitable. Many of 
you will remember the previous Reming- 


| ton pictures, which were shown all over 


the country. We believe that this new 
picture will prove just as valuable to you 
as those which have preceded it. 


PRODUCED IN COOPERATION WITH 
NATIONAL RETAIL HARDWARE ASSOCIATION 


**The Swing to Sports,” which was pro. 
duced in cooperation with the National 
Retail Hardware Association, is now 
available for showing to any trade group 
—dealer meetings, jobber meetings, state 
retail hardware conventions, and other 


trade meetings. Jobbers and dealers will 
find this new film valuable in developing 
their sporting goods departments to in- 
sure a rapid turnover of the sports mer- 
chandise. If you would like to arrange to 
show this new picture, or if you wish a 
folder describing the film, drop a line to 
Promotion Division, Remington Arms 
Company, Inc., Bridgeport 2, Conn. 
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A New Day 
In Industrial Leadership 


Our basic responsibility is to pro- 
mote a steady rise in the American 
standard of living and our basic 
standard of conduct is competition. 
The right to work is a basic right. 


By IRA MOSHER 


President, 


Russell Harrington Cutlery Co., 
Southbridge, Mass. 
Chairman of the Board, 
National Association of 
Manufacturers 


ic the nation’s 


outlook? Are we at an 
crossroads? Can full production and 


economic 


full employment be expected in the 
months and years ahead? Or, must 
we return to the conditions of despair 
and futilitv which gripped the nation 
in the 1930's? 

Let’s suppose that these questions 
were asked of representative govern- 
ment or labor leaders. Their answet 
is on the record. To these men, the 
future of our nation is full of “ifs.” 
They have made plain their lack of 
faith in America, and in the Amer- 
ican way of life. We see it in esti- 
mates of unemployment during rc 
conversion, and later; in their fears 
of relaxing wartime controls and re- 
sponsibilities of government; in the 
pictures they conjure up of boom 
and bust in the years ahead; and in 
the industrial strife of their making 
that is plaguing the land. 


The Optimistic View 
Suppose, however, we ask the same 
questions of representative industrial- 
ists. From them, I can assure you. 
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will come a confident picture of the 
nation’s future. Industrial leaders, 
the country over, feel sure that we 
are headed in the direction of full 
production — full employment — an 
ever better living for more and more 
Americans. These men are not “kid- 
ding” themselves. They know that 
there are and will continue to be 
roadblocks and ambushes along the 
way. But, they have faith and vision 
and courage. They do not doubt 
but what we will hurdle the road- 
blocks and clean out the ambushes 
without losing our stride. 

My year (1945) as president of 
the National Association of Manu- 
facturers has given me opportunity 
to appraise the thinking of. a large 
cross-section of the nation’s indus- 
trial leaders. More than anything 
else, | have been impressed with their 


2s f = 


“We work for an ever-increasing vol- 
ume of goods and services of better 
quality. produced at lower unit costs. 
We thus foster, encourage and partici- 
pate in scientific advancement; strive 
for the maximum in technological im- 
provement and increased efficiency, 
and seek improved and cheaper meth- 
ods of distribution.” 


IRA MOSHER 


faith in the future of America. It is 
an active, aggressive faith—the kind 
that will inevitably be out in front in 
shaping the destiny of the nation in 
the years ahead. It is, in fact, the 
faith of inspired leadership that 
knows its goals and its responsibil- 
ities, and is confident of its ability 
to deliver the goods. 


Looking Back 


Thus, there is real reason for ela- 
tion for all those who cherish the 
American way of life and all of its 
freedoms. If we look back but a few 
vears, we see an industry which had 
been battered by a great depression 
and then exposed to an hostile bu- 
reaucracy which eroded its responsi- 
bilities and laid siege to the basic 
principles on which its freedom 
rested. We all remember too well 
the constant efforts to smear the in- 
tegrity, vision and ability of indus- 
trial leadership. And we all know 
too well how successful those efforts 
were-—how great numbers of the 
American people did lose faith in this 
leadership—and how a cyclical de- 
pression turned into a state of eco- 
nomic stagnation that many thought 
would be permanent. 

The war shook this nation out of 
its economic lethargy, and its mis- 


(Continued on page 80) 
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TOOLS 22 


the Backbone of the Hardware Business 








tools are the symbol of hardware.- oO 
| Tewe Temper Tools are modern ch i 


= No. 1 


TRUE TEMPER HAMMERS: The Dynamic Line 


| 
—Balanced power for driving and pulling. 
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* No. 2 


TRUE TEMPER HATCHETS: The famous Tommy 
Axe, Tomahawk and Dynamic Hatchet— 
Power Centered. 


— “ — ——— moos 
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% No. 3 
TRUE TEMPER AXES: The Perfect and Flint 
Edge—Preferred above all others. 





TRUE TEMPER SHOVELS: Solid Shank and 
Forged Shank Dynamic. Both taper forged in 
one piece from a bar of steel. 


ee 





“Millions of users know and prefer Tote” 
Temper Tools. Each year we tell more mil. 
lions through advertising in the re 
America’s finest magazines about 
the added quality, value, and utility, | 
and direct them to see and buy 
‘True Temper Tools in their Home 
Town Hardware Store. 
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©. ‘Millions of users know and spades Temper 
~ KNOWN VALUE tools. Each of the 8 major lines. 
oe Sete SOtnste es a | 


* No. 5 
TRUE TEMPER STEEL GOODS: For over 100 
| years—“The Standard of Comparison.” 


* No. 6 


TRUE TEMPER RODS AND BAITS: The Rod of 
Champions—The Lure of Experts. 


nr — 





& No. 7 
“TRUE TEMPER HEDGE & PRUNING SHEARS: 
The complete line. New in design, value and 
utility. 


“% No.8 ~ 4 


|e TRUE TEMPER SCYTHES, WEED AND GRASS 


TOOLS: The only line produced by modern 
| methods, with modern equipment. 


Ms 


Tools Create the Kanne Sales Volume and the 


"Best Profit of Any Hardware Line: Ss 6 ce 


Ase colton 3% 2 hardware store to buy a True Temper 


lammer. e he left he 
bought—fasteners, Sib igs aint, $3.50— 
putty, 10¢—paint 1.50—thinner, 
$0c— total $6.47 er able volume 
created by the man's desire for a True 
Temper Hammer which he could buy 
only at the Hardware Store. 


THE AMERICAN FORK & HOE CO. 
Cleveland 15, ee Makers of 





TT) TEMPER Prasat 


THE KNOWN VALUE EIGHT STAR LINE 
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Cc. F. NEWPHER 


E., more years than | 


care to recall, I have had the very 
pleasant privilege of visiting com- 
petitors’ plants in the United States 
and Canada, comparing methods, ob- 
serving machine developments and 
handling facilities, discussing the 
metallurgy and technicalities of the 
fastener industry, and comparing 
notes on all the ramifications of pro- 
duction. This is probably the only 
way in which one can gain a broad 
background and education on the 
numerous manufacturing problems 
incident to making bolts, nuts, rivets 
and screws. To the companies that 
sent me on these missions and to the 
friendly competitors who extended 
their hospitality to me I will always 
be grateful, for no college or any 
other means of training could ever 
have benefited me as did these visits. 

As a crowning experience along 
similar lines, I now find myself in- 
debted to our government for the op- 
portunity to visit England and Ger- 
many, to see at first hand a little of 
the British factories, and then to go 





Reprinted by special permission of the 
American Institute of Bolt, Nut and Rivet 
Manufacturers. 
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the German fastener Industry 


Roy Harmon Smith, president of Lamson & Sessions Company. 

Cleveland, Ohio, and Mr. Newpher were selected by the United 

States government to survey the German fastener industry to 

determine whether it had developed new products, metallurgy, 

methods of anything else which this country could use. This is 
the story of what they discovered. 


through Germany intensively and see 
its fastener industry, as well as the 
destruction and chaos that necessari- 
ly followed the war. 

The red tape incident to the trip 
was tremendous, but I finally flew to 
England in the middle of June and 
was joined shortly thereafter by Roy 
Smith. While flying over land is an 
old story to me, the thrills of this 
first ocean hop will never be forgot- 
ten. Additional red tape had to be 
cut in London, and we had the expe- 
rience of living in that great and dif- 
ferent city for another couple of 
weeks before we flew to Germany. 


The British-Occupied Zone 


Arriving in Germany at Bad 
Oeyenhausen we made connections 
with our British teammates, Arthur 
Hawkins of Guest, Keen and Nettle- 
folds and Tom Parker of Acton Bolt 
Company. Together we toured a 
great portion of the British-occupied 
zone where the fastener industry was 
located, going through plants, inter- 
viewing technical men, observing 
products and investigating every pos- 
sible subject that seemed to be of in- 
terest. 


Returning to London, we gave a 
full report to the Technical Indus- 
trial Intelligence Committee of the 
Foreign Economic Administration, 
the branch of the United States Gov- 
ernment which had sponsored our 
trip, and with but slight delay made 
the return flight to New York and 
thence to Washington. 


This is a brief outline of an ad- 
venturous trip which actually was 
filled with novel experiences too nu- 
merous to attempt to cover in Fast- 
eners, although they will be the basis 
of my thinking and conversation for 
-many moons to come. 

The German fastener industry gave 
little or no evidence of practical utili- 
zation of the tremendous technical 
ability we have always ascribed to 
that race. Fasteners apparently have 
been accepted as a very minor prod- 
uct by the Hitlerites, and little or no 
attention had been paid to the indus- 
try as a whole. Fastener technicians 
were freely drafted into other indus- 
tries, skilled workmen were taken 
away from plants, and specifications 
that cheapened the quality of bolts 
were blithely written and enforced. 

Head and shoulders above any 
other plant that we visited was that 
of Bauer - Schaurte, whose main 
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Vice President, 
National Screw & Mfg. Co., 

Cleveland, Ohio 


















































plant was located in Neuss and who 
also controlled several other plants, 
notably one in Schwartzenbek. Dr. 
Schaurte, well known in this country 
through his visits to many of our 
major plants in the past 20 years, 
described the manner in which their 
industry had suffered due to lack of 
appreciation. It was not until March. 


1944, that the German high com- From the center of a 5-ton bomb crater in the center of the Bauer & 
mand recognized the fact that fast- Schaurte cold nut plant. Everything in a 100-ft. radius was leveled. 
eners were important and attempted 

id - to prod the industry into greater pro- 

as duction but by that time it was far 

1u- too late and literally nothing could 

St- be done. 

sis In discussing the industry, it is 

or almost necessary to divide my com- . 
ments to cover the products produced 

ve by cold heading as one subject and 

li- those produced by hot methods as 

al another. 

to 

i Not Badly Off 

d- 


On cold headed products, the Ger- 








a man industry is not too badly off. 
xe There was universal complaint on the 
i, quality of wire; the surface finish 
a was poor, the wire seamy and the 
“a exigencies of war had made most 
Its alloy steels scarce. They had been , -— 
d forced to confine most of their bolt- Looking toward the bomb crater from the surrounding frimge of area. 
an making either to high carbon or a 
at high manganese steel about the 
n equivalent of our 1335. The coils 
are light, averaging about 85 lb. per 
1 coil, which, of course, meant frequent 
q set-ups on the cold headers. Diam- 
4 eters also were limited; only one com- 


pany was heading %4 in. diameter 
rod, the others being limited normal- 
ly to % in. or &% in. diameter. This 
one company, being a unit of one of 
the large steel companies, was able 
to get coils weighing 250 lb. This is 


Right—Another view looking toward 
the bomb crater. Note coil in roof 
truss and the sheets placed over 
machines for temporary protection. 
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in contrast to American practice 
where coils up to 450 lb., and in a 
few instances 600 lb., are used. 

It must be remembered that no 
bolt company was drawing its own 
wire. the wire being normally pro 
duced by small plants using small 
billets 1 in. to 14% in. square and 6 ft. 
to 12 ft. long. hot rolling these to size 
and then drawing the rod down into 
wire. In driving through several sec- 
tions of Germany we saw many of 
these small plants, although we did 
not visit any of them. 

The cold heading machines ranged 
from good to indifferent. Trimmers 
and roll threaders were fair to good 
although we found many antiques 
still employed. German cut threading 
equipment would be considered woe- 
fully obsolete in the United States. 
All in all, their manufacture of bolts 
by cold processes could not be con- 
demned too severely. 

There was little or no effort made 
for line production, and no transpor- 
tation facilities. conveyors or han- 
dling devices to save labor. This, of 


course, is a prevalent condition in 
Europe, where cheap labor , robs 
labor-saving devices of their value, 
and high productions from machines 
are not so necessary. Of course, in 
many cases in the United States we 
get higher quality along with the 
higher production, as the machines 
that are rigid enough to turn out 
large quantities of product also turn 
out a better and more uniform prod- 
uct. 


Ignorant of Niceties 


We found abysmal ignorance in 
Germany concerning many of the 
niceties of bolt manufacture that 
have grown into common use in the 
United States. Tungsten carbide dies 
for extrusion, for Spheroidizing was 
an unknown term. Surface finish. of 
a wire did not seem to register. In 
fact, the only variation from lime 
coating was found in one plant mak- 
ing a particularly hard product, 
where the wire was copper-coated. 

One salient feature of their meth- 
ods, particularly on one of the better 


Like the old gray mare, the plant of Bauer 
& Schaurte ain't just what she used to be. 


grades of aircraft studs and bolts, 
was the common use of a rotary roll 
threader known as the “Pee-wee.” In 
our country we would hardly damn 
the machine with such a discouraging 
name. Unfortunately, the machine 
seemed to live up to its name, since 
there was universal complaint that 
the machine was too light. But we did 
find it in very common use and ap- 
parently there are some inherent ad- 
vantages to rotary roll threading that 
should be better recognized in the 
United States. 

When it comes to hot heading, the 
German industry is really bad. Their 
methods are almost inconceivable in 
comparison with those current in the 
United States. At the same time, the 
product was extremely poor. We did 
not find a single continuous hot head- 
er or a single hand rod header. and 
very few forging machines. Hammer 
headers were used freely and the 
product, with one or two exceptions. 
was incredibly bad. 

As an example of poor practice 

(Continued on page 78) 
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SHE LIKES 


SHE LIKES 


COLORS 


PAINTS : 
VARNISHES 
ENAMEL? 


NEW PAINT MAGAZINE FULL 
OF SALES BOOSTING IDEAS! 


Better get to know these two ladies—the one who prefers matching colors 
and the one who likes contrasting colors! For, together, they make up 

your entire paint market! Get to know their style and color 

preferences in decoration, how to attract them by window displays, 

how to design your store layout for their convenience, how to appeal to them 
most effectively in your own advertising promotion. This is 

the sort of information you'll find in Martin-Senour’s 

new paint magazine, “The Color Beam.” You'll learn, too, about 

the amazing new Martin-Senour colors developed especially for you to 

sell to the two basic types of paint customers—“Companion” and 
“Correlated” Colors . . . the smart popular colors that come in flat, semi-gloss, 
high gloss, and enamel that match . . . and also contrast with 

each other harmoniously. To receive every issue 

of “The Color Beam,” write your Martin-Senour jobber or the 

Martin-Senour Co., 2520 Quarry Street, Chicago 8. 


reauty OO PAINT — WITH MARTIN-SENOUR 
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Show Poultry Goods, Snow Shovels and 


Wood Cutting Items in Early February 

















BUY BETTER 


POULTRY 








EQUIPMENT 
FOR BETTER 
RESULTS 
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POULTRY 
EQUIPMENT 
WINDOW 


MERCHANDISE: Feeders, 
glass jar fountains, gal- 
vanized waterers, double- 
wall fountains, heated 
fountains, brooder stoves. 
glass substitute for hen 
houses, brooder wafers, 
brooder thermometers, 
chick and chicken feeders, 
lice killer, chick food, lice 
powder dusters, insulated 
fountains, buttermilk feed- 
ers, stove pipe, etc. 


BACKGROUND: Center 
panel of bright red corru- 
gated board or painted 
wallboard. Side panels of 
bright yellow material. 
Cut-out letters of bright 
yellow. 
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SNOW SHOVEL 
WINDOW 


MERCHANDISE: Snow 
shovels of several types, 
snow pushers, ice scrapers. 


WOOD CUTTING 
EQUIPMENT 


MERCHANDISE: Cross 
cut saws of several sizes, 
one man saws, single bit 
axes, double-bit axes, 
wedges. hand axes, boy 
scout axes, axe sharpen- 
ing stones, wood saws. 


BACKGROUND: Center 
panels of bright yellow 


corrugated board or paint- 
ed wall board. Side strips 
of bright red material. Cut- 
out letters of bright red 
material. 











TOOLS TO HANDLE 


ICE anpDSNOW 


AF STURDY AND 
DEPENDABLE 


















































ITS TIME TO 
CUT WOOD 
HERES WHAT —. 
YOU NEED | 
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% Ashort but complete line of qual- 
ity aluminum paints made with 
Alcoa Albron pigments 


:7 National advertising to back 
them up 


7 And the biggest aluminum pairt 
sales promotion in history! 





To fill a long-felt need in 
aluminum paint merchandising 





ALUMINUM COMPANY OF AMERICA 
1984 Gulf Building, Pittsburgh 19, Pa. 
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HERE is little question but 
what it is essential that people 
in the hardware business 
should possess mechanical ability if 
they are to enjoy the business and 
progress in it. A person with me- 
chanical ability will be able to train 
himself in many things because he 
will have a natural curiosity about 
them and will want to find out all 
there is to know about them. 

There is a lot of training a person 
can do for himself. Much of this can 
really be called experience. When 
an employee purchases a quart of the 
store’s paint for use in his own home, 
he obtains, when he uses it, some 
training and experience that he will 
call upon when next he sells the prod- 
uct to a customer. He will also re- 
member some of the mistakes he 
made and will be sure to warn the 
customer of the things not to do. He 
will be able to talk more authori- 
tatively on the .product and he will 
have more confidence in the mer- 
chandise from such an experience. 


Encourage Employees 
should 


ployees to experiment with new prod- 
ucts. A sample of the item should be 
taken for this purpose and each em- 
ployee given an opportunity to use 
it under situations of his own choos- 
ing. Ordinarily, a large portion of 
this training can be done at the 
store. 


Owners encourage em- 


In order to sell some types of ap- 
pliances, the salesman must have a 
certain dexterity in doing certain 
operations if the customer is to be 
impressed with the simplicity of thé 
item. This usually calls for some 
practice on the part of the employee 
and it is most important that a sam- 
ple of the article be available for this 
purpose. The sale of the appliance 
can easily be lost if the salesman does 
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Self-Training 


not carry off the demonstration prop- Encourage them to do it and stress 

erly. this type of work at store meetings. 
Most employees are anxious for an It will produce dividends both for 

opportunity to do this “self-training.” the salesman and for the business. 


> wa = 


."Robbery Seldom Pays” 


The above title is not used in the same sense as “crime does not pay.” 
Robbery, in this case, simply means taking a part from some article 
of merchandise or from a set in order to make a sale. The robbing of 
merchandise is often done by inexperienced or careless salesmen and is 
usually done to help some good customer out of a difficult situation. It 
is a custom that is seldom justified. 

If this robbing of merchandise is practiced in a store it soon results in 
a large number of articles becoming unsaleable. The employee usually 
intends to replace the item in its entirety by ordering the short piece 
at once. 

Sales may be made but sales may also be lost as a result of this prac- 
tice. Subsequent customers may be inconvenienced by the existence of 
shortages and extra work is usually the result. The best thing to do if an 
item is “robbed” is to remove it from sale at once. It will avoid future 


difficulties. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. Each 
question correctly answered is worth 20 points. A grade of 100 is excellent; 
80 is good; 60 is fair; 40 is poor, and 20 very poor. The correct answers to 
these questions will be found on page 138. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 

1. A high school student working part time is paid 45 cents per hour for 
the actual time worked. A new state minimum wage order states that these 
workers must be paid at rate of 5744 cents per hour. Figure the percentage 
increase in wage costs. 

2. Customer wants to purchase inlaid linoleum for kitchen 9 ft. by 12 ft. 
Material is 9 ft. wide and sells at $1.30 per running foot. Figure cost of job. 

3. Dealer sells $150 gas range. One-third down payment is made in cash, 
balance to be paid in 10 monthly installments. Carrying charges are $9.50. : 
Figure the amount of the monthly payment. 

4. Tire chains cost a dealer $3.85 per pair. He sells them at $5.75. Deter- 
mine margin in per cent of selling price. 

5. A customer wants to purchase a set length hand lift pump for a well 
where lowest water level is 28 ft. Can such a pump be used in this situation 
and why? 

(Answers on page 138) 


HARDWARE AGE 








Hardened Steal Cots 
Pigted to Buster 


VER 
quan THIS CARD © 


PROFITS NOW—IMMEDIATE DELIVERY 





O’Malley 2X Faucet Repair Sets come packed 12 units to 
a carton, in a colorful, attention-creating carton dispenser, 
ready to display and go to work making profits for you. 























This impulse item has won the praise and confidence of 
thousands, because it is easy to use—precision-made to fit 
without trouble, and low in price. It’s an excellent year- 
‘round seller—a fast-moving Spring, Fall, and Winter item 
for keeping faucets in repair by preventing fuel and water- 
wasting leaks. 





This O’Malley 2X Faucet Repair Set repairs faucets of 34”, 
14", 32", and 34," sizes. These fee sizes a be taken care of HARDWARE CO. 
with two cutters... small cutter for the average size faucet 
up to 5", and the larger cutter for 34” faucets. Each set 
complete on self-selling display card with five high grade 
bibb washers. 











Sold by leading jobbers in the United States and Canada. Order from 
them direct... if your jobber does not carry the O’Malley line, send us 
his name and address. Jobbers write, wire or phone for details. 





EDWARD O’MALLEY VALVE COMPANY 


Home Office New York Office Canadian Representative 
7604 GREENWOOD AVENUE 1133 BROADWAY DORKEN BROS. & CO. 
CHICAGO, ILLINOIS Eastern Sales Mgr., Harry M. Peterson 408 McGILL ST.,. MONTREAL, CANADA 
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The German Fastener Industry 
(Continued from page 72) 


and product, their railroad track bolt 
resembles a round-readed rivet with 
a long key coming down one side. 
This was produced in one plant by a 
very crude drop hammgry, the bolt 
blanks being inserted oné by one into 
a die, while the helper heaved on a 
belt running up over a shaft, raising 
and dropping the hammer to form 
the head. Others were produced on 
what is known as a Vincent press, 
which has a large Acme thread screw 
to drive the heading punch against 
the work, the screw going up into 
the top of the bed frame and being 
driven by a large bevel friction wheel 


| contacted by two bevel friction pin- 
| ions, one to do the work and the 


other to reverse and raise the tool. 


| These Vincent presses produce a 
| pretty fair product but are painfully 


slow. These track bolts were then cut- 
threaded. We would ‘guess that the 
production from two or three men 
would not be over 3000 or 4000 bolts 
at best for the heading operation 
alone. A similar crew in this country 
would turn out about 10 times as 
many bolts. 

It is regrettable that we could not 
bring back more information of tech- 
nical interest. Our report is in the 


| process of being circulated by the 
| government and is available to all our 


industry. At the same time, those of 
us who fought during the war period 


| to emphasize the importance of fast- 
| eners can look back at the job done 
| in the United States with a great deal 


of satisfaction. The dearth of fasten- 
ers must have contributed to ‘the 
downfall of Germany. 


Good Production Methods 


It was my observation, however, 
that wherever the Germans had actu- 
ally realized the importance of a 
product, they had developed good, 
rapid methods of production. We 
found stop nuts, pipe fittings and 
numerous aircraft accessories that 
were beautifully made and beautiful 
ly finished, with a plentiful supply of 
them existent. Wherever the German 
technical men had been put on a job, 
they had done well, but by no stretch 
of the imagination had they done 
much for the fastener industry. 

It is difficult to realize the destruc- 
tion of industry in Germany. Bauer 


& Schaurte at Neuss had eight raids 
and it is true that some of these did 
little or no permanent damage. On 
the seventh raid, in January, 1945, 
a single five-ton bomb landed in the 
middle of their cold nut plant. It ab- 
solutely leveled all machinery and 
swept the floor clean, except for de- 
bris within a radius of 100 feet. 
Nothing was left standing—no col- 
umns, girders or roof trusses in this 
entire area. At the fringe of the area 
were twisted columns and entangled 
roof trusses; all roof covering was 
blown off of the entire structure, leav- 
ing what few machines were still 
standing exposed to the elements. 
Coils of nut stock were blown up into 
the roof trusses and uncoiled into one 
of the worst tangles imaginable—and 
we all know what a tough job it is to 
straighten a short length of nut stock 
to enter’ it into the machine. 


Continued Destruction 


Since the blast, which carried on 
through to other departments and 
raised havoc, the machines have been 
standing exposed to the elements, as 
they have no grease and the only 
building material available for tem. 
porary protection was a few corru- 
gated sheets salvaged from the roof 
structure which have been arranged 
over some machines to partially pro- 
tect them from direct rainfall. But 
with the humidity that seems to be 
prevalent in Germany, corrosion, rust 
and destruction have continued ever 
since the bombings. 

Dr. Schaurte hopes to get into pro- 
duction at some future time, possibly 
three to four months, and produce 
about 400 tons of product per month, 
whereas he normally produced about 
4000 tons per month of product. An- 
other bolt plant, Funck & Huenk, was 
probably 70 per cent ruined, and it 
would be impossible to produce bolts 
there for some time to come. 

Over and above all of the damage 
due by bombing, tremendous destruc- 
tion was done to these plants by slave 
labor as it was freed. They jimmied 
up the works wherever possible, 
knocking off vital parts of machines, 
breaking up the dials on scales, burn- 
ing records and drawings, and doing 
every imaginable deed to prevent that 
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particular plant from getting back 
into production. While this seems at 
first thought to be wanton destruc- 
tion, it is quite likely that these peo- 
ple did not know just what the situa- 
tion was, and so they wanted to put 
that plant out of business as soon as 
possible, so that if by some quirk of 
fate the Germans once more occupied 
that territory, the particular plant in- 
volved would never be able to move. 


Having sketchily viewed parts of 
England and a great deal of Ger- 
many, I frankly do not believe that 


any of us at home can appreciate | 
fully that we have been at war. The | 


discomforts we suffered are nothing 
in comparison to England’s experi- 
ence. 
that war brings 
thing is certain—we must never have 
any bombing in these United States. 


Where There's Goodwill, There's a Way 


(Continued from page 62) 


war boom will gradually fade out.” 

But the prospect doesn’t seem to 
faze Mr. Harrison, for, as he ex- 
presses it, “I am very optimistic 
about the future. There are great 
possibilities for the hardware field 
for at least the next 10 years. We'll 
keep some war items, add new peace- 
time ones.” 

Harrison & Gould’s goodwill win- 
ning is equally as effective as its high 
standards of employee-management 
relationship. This past Christmas, as 
usual, key customers received gifts. 
(“Stock was heavy—business good,” 
said the boss.) “We have found out 
that giving Christmas merchandise to 
wives has many a profitable New 
Year return,” claims the owner. 

And, too, during the war the store 
maintained a twice-weekly two-truck 
delivery service that, according to 
Mr. Harrison, “built up telephone re- 
quests.” The idea from here on in 
is to make this a daily feature. 

Advertising in the local press and 
this letter to customers further en- 


hance his standing in the commu- | 


nity: “It gives me pleasure to write 
a ‘thank-you’ letter to those who dur- 
ing our 38 years of business in Mil- 
ford have favored us with their good- 
will patronage. 


“When our store was smaller, it 
was always a happy day for the writ- 
er to be on the floor to greet our cus- 
tomers and friends. This spirit of 


friendliness will be carefully cher- | 


ished. . . . Our hopes and plans for 


the future are very bright, for our | 


business will be conducted on the 
same high level of integrity that it 
has in the past... . ” 


Plans are the stuff out of which | 


progress is made, and part of those 
“plans for the future” include “cut- 
ting up the store into departments,” 
as Mr. Harrison puts it. “Then,” he 
says, 


place will be more efficient. 


“This last 


The parking space at the rear of the store is another convenience for patrons. 
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The suffering and desolation | 
is appalling. One | 





“we'll have the right merchan- | 
dise at the right time, and the whole | 


factor—efficiency—is | 
important and we do everything pos- | 





CLEMSON 


BROS., INC. 


will soon present 
its 


ee 
es 


precision 
lawn 
machine 


Model D-17 for 1946 


New in design and embracing 
original and startling features, de- 
veloped and tested during the war 
years, it will be even better than 
the previous Geneon machine that 
won a reputation as ‘America’s 


finest Grass Cutting Instrument.” 


“Another step ahead by 


CLEMSON” 
Gul CLEMSon 


CLEMSON BROS., INC. 
MIDDLETOWN, NEW YORK 
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SELL 


VULCAN 


ELECTRIC 
GLUE POTS 


The water jacket 
and the factory-set 
thermostat main- 
tain glue tempera- 
ture at 145° to 150° 
(the heat recom- 
mended for best 
results). 

Complete with 6 ft. 
Underwriters’ list- 
ed heater cord. 


FOR EITHER 110-120v 
or 220-230v 


AC or DC 
(specify which) 


5 
PRACTICAL 
SIZES 


By the same expert maker 


VULCAN 
ELECTRIC SCLDERING TOOLS 


Mercury 
ELECTRIC SOLDERING IRONS 


VULCAN 


ELECTRIC COMPANY 
DANVERS, MASS. 


Makers also of WULCAN Electric Sold. 

ering Tools for productive use, Elec 

trie Clue Pots, Solder Pots and other 
Electric Heating Devices 








sible to foster it. We have an ac- 
countant from an agency come in 
once a month to go over our books. 


| When he’s finished, we know exactly 





| vival. 


how each department stands and 
what the monthly and yearly com- 
parison data are.” 

Mr. Harrison then revealed how 
this “cutting up” will work. His son, 
for example, will probably soon take 
over the electrical department; Mr. 
Hammer possibly the sporting goods 


department. They will handle their 





own personnel and buy all merchan- 
dise. So it will go all through the 
store, with each appointed head op- 
erating on his own but directly re- 
sponsible to Mr. Harrison on the 
final count. 

That’s the way Harrison & Gould 
operates in Milford, and the odds are 
that the editor, the salesgirl and the 
real estate agent will have the identi- 
cal high opinion of Mr. Harrison and 
his store in the bright hardware fu- 
ture he predicts. 


A New Day in Industrial Leadership 


(Continued from page 68) 


guided ways. The ability, vision and 
courage of industrial leadership were 
again recognized, and were called 
upon for a mighty effort by a people 
face to face with the issue of sur- 
The character of response is 
the story of wartime production 
which needs no re-telling here. It 
is the message for the future that we 
are concerned with now. 


Some Miss the Point 


But some have not understood the 
message. The full significance of 
what it took in human effort and hu- 
man leadership to get the war job 


| done has not been grasped by many 


government and labor leaders. 
Actually, the more that industry pro- 
duced for war, the more pessimistic 
these leaders became on what it 


| wouldn’t produce for peace. Before 


victory was in sight, their greatest 
concern became the extent of unem- 


| ployment that could be expected dur- 
| ing reconversion—-and later, In their 








| hundred billions of dollars 


despair over the future, they said 
such things as, “The worst the Japs 
could do to us would be to fold up 
soon after the Germans are beaten.” 

During the war, the government 
had to spend in unprecedented 
amounts and did. No true Ameri- 
can “kicked” about that. We were 
spending to save the lives of those 
who were doing the fighting for us— 
not to mention our own collective 
national neck. So, the debt piled up. 


_ with bonds to match. All told, the 


government spent in our behalf some 
200 billions of dollars more than it 
took in through taxes. The savings 
of workers and all other American. 
and of corporations are those two 
- the 


_ bonds that we have not bought di- 


rectly have been bought indirectly 
for us by banks and insurance com- 
panies. But, it is all our saving— 
and our debt. 

It is also purchasing power, with 
but little for civilians to purchase, 
resulting from its creation. Thus, 
the balance of pluses and minuses in 
the equation depends on vision. The 
shortsighted just see the purchasing 
power—and think it’s something we 
can’t have too much of. The far- 
sighted see the debt with but little to 
purchase and think it is time to stop. 


These government and labor lead- 
ers are shortsighted. They like the 
idea of more money floating around 
than there are goods to buy—they 
apparently sincerely think that is the 
right kind of antidote for the unem- 
ployment which only they see in the 
offing. It does not seem to occur to 
them that the real antidote is full 
production, as soon as possible. So, 
first they fumed and fussed at the 
thought that wartime spending would 
have to stop at all—and were par- 
ticularly morbid over the possibility 
that the spending would stop abrupt- 
ly should a second victory quickly 
follow the first. Then, they began 
casting around for a substitute—or 
at least a partial one—for the further 
piling up of government debt and 
government generated purchasing 
power. 

The substitute that they hit upon 
is preservation of wartime levels of 


2 2 @ 


“Freedom of enterprise is indispensable 

to the nation’s welfare. Enterprise can- 

not remain free without competition. 

With full and effective competition. 

free enterprise insures the highest 

standard of living that people can en- 
joy on this earth.” 
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“We respect the dignity of American | 


workers; have faith in their loyalty to 
the American system of free enterprise, 


and are confident in their fundamental | 
desire to give a full day's work for a | 


full day's pay.” 
x *k * 


“take-home” pay. In effect, the pro- 
posal is that industry pay out now 
and take a “catch-as-catch-can” 
chance on recouping the resulting 
losses in later years. This has given 
rise to the industrial strife now 
sabotaging the peace. Any pretense 
that the pay demands being made are 
based on the controlling factors of 
production in peacetime is but a 


sham. They take no account of effi- | 


ciency or of unit costs of production 
or of selling prices of civilian goods 
in a peacetime market. The “take- 
home” case is purely and simply a 
drive to maintain purchasing power 
without regard to consequences. 


The Reconversion Record 


These purchasing power fanatics | 


will not have their way. The na- 
tion’s future must and will not be 
cast away in inflation. Industrial 


leadership is on the march. The steel | 


of its will has been hardened in the 


furnace of responsibility to the peo- | 


ple. Industrial leaders are confident 
that, regardless of the built-up labor 
unrest which now seems so serious 
and of the phoney economics on 
which it is based, we will not miss 
out on the opportunity facing the 
nation. 

Support for this confidence is al- 
ready found in the record. After both 
the Germans and Japs had been 
beaten, government and labor econo- 
mists handed out dourful estimates 
of the numbers who would be unem- 
ployed by the end of the year, and 
through a long, drawn-out reconver- 
sion, as they saw it. The NAM and 
other business groups and spokesmen 


protested, and made the counter esti- | 


mates which have borne up so well 
in actual experience. Unemployment 


not caused by industrial strife has | 
been held down to fractional levels— | 


though we are nearly through with 
the task of reconversion. Jobs are, in 
fact, going begging for the lack of 
takers in many parts of the nation 


today. The faith of industrial lead- | 


ers has stood the first test. We have 
made a good start. 
I can report that. despite many 


JANUARY 3, 1946 








RED BRAND FENCE 





YES, RED BRAND fence is back in production, with 
ail its long-lasting features that made this fence so popular 
before the war. 


Wartime restrictions on the height, gauge, and amount of 
zinc coating of farm fence have been lifted for some time, 
so it is again possible to make fence up to RED BRAND 
standards. 


Actually, fence coming off the Keystone production lines 
for the past several months has been full RED BRAND 
quality, though not carrying the RED BRAND trademark. 
So practically all Keystone fence in dealers’ stocks today 
is top quality—fully deserving the RED BRAND label. 


But now that our manpower situation has eased somewhat, 
and with a more plentiful supply of critical materials, we 
are again able to put the familiar red top-wire trademark 
back on RED BRAND fence . . . complete assurance that 
value is delivered in full measure. 














Weve really got 
S. At 
and prove it 


every day 
THE QUALITY QUARTET 


Fs SALES APPEAL 





PATENT CEREALS COMPANY 
GENEVA, N. Y. 

















pitfalls along the way and knotty 
problems to be faced and solved, the 
outlook for industry and business 
(and the nation) is good not only 
for 1946; it is excellent for the years 
ahead. But, what I see is more than 
just better days; it is an opportunity. 

In my opinion, we stand today at 
a great milestone in the nation’s his- 
tory. From here out, we of indus- 
trial management have the privilege 
of taking the lead in showing the 
world, as well as the doubting Thom- 
ases at home, that a nation of free 
people and free enterprise can pro- 
duce as fully and as effectively for 
peace as it can for war. It is a privi- 
lege, created by the will and the 
needs of the people, for which we 
must be humbly grateful. 


Rules By Which We Work 


I, therefore, think the time is par- 
ticularly fitting for all of us to take 
stock of the basic responsibilities 
which we seek to discharge and of 
the guide rules by which we work. 
That, I have done rather briefly as 
follows: 

1. Our basic responsibility is to 
promote a steady rise in the Ameri- 
can standard of living. We work for 
an ever-increasing volume of goods 
and services, of better quality, pro- 
duced at lower unit costs. We thus 
foster, encourage and participate in 
scientific advancement; strive for the 


| maximum in technological improve- 


| ment and increased efficiency, and 


seek improved and cheaper methods 
of distribution. We make every effort 
lo secure equitable division of the 
increments of progress between the 
public—through lower prices; our 
employees — through increased 
wages; and capital—through fair re- 
turns on investment and legitimate 
fewards for risk-taking. 

2. Our basic standard of conduct 


is competition. Freedom of enter- 


_ prise is indispensable to the nation’s 


welfare. Enterprise cannot remain 
free without competition. With full 
and effective competition, free enter- 
prise insures the highest standard of 


| living that people can enjoy on this 


earth. We thus reject all forms of 
monopoly, vested interests, and spe- 
cial privileges. We support the active 
and full enforcement of anti-trust and 
fair trade practice laws. 


3. The right to work is a basic 








right. We are committed to the prin- 
ciple of full employment, and will 
bear our full share of responsibility 
for establishing and maintaining 
those conditions under which it is 
possible. We respect the dignity of 
American workers; have faith in 
their loyalty to the American system 
of free enterprise; and are confident 
of their fundamental desire to give 
a full day’s work for a full day’s pay. 
We devote ourselves to providing the 
best possible working conditions and 
the highest possible wages, consistent 
with equity to the public and to in- 
vestors, for all employees—organized 
and unorganized. We honor the right 
of employees to organize and bargain 
collectively, and we engage in collec- 
tive bargaining with freely author- 
ized representatives of employees in 
good faith and all sincerity. We are 
against inbred leadership. We will 
keep the stairways of opportunity 
open so that all employees may ad- 
vance in accordance with their abil- 
ity, integrity, ambition and industry. 


We Are Ready 


Leaders of industry and business 
are in truth carrying the torch of 
liberty for all the nation’s people 
today. For, as was so clearly seen 
by our founding fathers, the basjc 
freedom from which all other free- 
doms flow is freedom of enterprise. 
Through our leadership, the nation 
can have full production—full em- 
ployment—and freedom. If we keep 
our faith and our courage high, as I 
know we will, the conditions of the 
1930’s need never return to this land. 
This is our opportunity. We are 
ready and on our way. 
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ATKIN 


JANUARY 3, 1946 





Atkins No. 18 Folding Pruner, one of Atkins’ 
complete line of keen-cutting pruning saws 
for every pruning requirement. 


an ATKINS First! 


rofit- Maker 





The man who comes into your store and asks for an Atkins 
Saw by name is a steady, sure source of profit-making sales 
for you. This is the man who has discovered that Atkins Saws 
are the finest his money can buy. This is the man who has 
found that Atkins Saws have the “feel” he likes... the keen- 
cutting qualities he needs...and the edge-holding rugged- 
ness he demands. . 


There are many men like him throughout your trading era. 
Capitalize on their existing preference for Atkins by han- 
dling the line. 


If, at any given time, you are unable to supply the exact 
saws your customers want, remember that we're doing alf 
we can to boost production and to speed shipments to you 
in the shortest time possible. 


E. C. ATKINS ANDB COMPANY 


410 §$. IMlinois Street, Indianapolis 9, Indiana 













to make a survey of the hardware deal- 
ers, to ascertain whether minimum 
prices were being maintained, for the 
principal reason that merchants in the 
hardware business were not thorough- 
ly sold on the resale price maintenance 
law.” 

In its conclusions on the hardware 
trade the FTC points out that hard- 
ware manufacturers who are reluctant 
to place brands under resale price 
maintenance unless their competitors do 
likewise “face no nationwide pressure 
from dealers favoring resale price 
maintenance,” as do other industries, 
including drugs, food, tobacco and 
liquor. In the staple and heavy hard- 
ware and building material trades, re- 
sale price maintenance is largely in- 
applicable. 

In the farm machinery, radio and 
household electrical appliance business, 
says the report, the trading of used 
articles as part payment for new ones 
permits dealer price competition, 
through the medium of the trade-in, 
that makes the effective enforcement of 
resale price maintenance by the manu- 
facturers almost impossible. Plans of 


FTC Urges Tydings-Miller Repeal 


(Continued from page 63) 


wholesalers and retailers to bolster the 
enforcement of resale price mainte- 
nance by agreements to limit trade-in 
values that will be allowed and agree- 
ments to deny supplies to price-cutters 
have generally met with little success 
because important manufacturers have 
refused to cooperate in such plans on 
the grounds that they will not cooper- 
ate in carrying out dealer agreements 
of questionable legality. 

The Commission makes no definite 
conclusions as to the effect of mini- 
mum resale price maintenance upon 
the profits of manufacturers, becayse 
of the relatively few commodities that 
have been placed under such contracts, 
namely, food, drugs, tobacco, liquors, 
malt beverages, and hardware. 


Contracts Profitable 


The only conclusion which appears 
fully justified, FTC reports, is that 
manufacturers whose nationally adver- 
tised products possessed characteristics 
of a monopoly nature, due to consumer 
preferences created in various ways, 
made the largest use of resale price 
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Cap Screws 
Set Screws 
Machine Screws 
Wood Screws 


Stove Bolts 
Wing Nuts 


ih Shhavone Gl andl Seba Co 


Boston. OM. 
ANNOUNCES 


A new packaged line of fastener assort- 
ments, galvanized steel or brass. Com- 
plete stock of basic sizes in streamlined, 
convenient, profitable form. Saves space, 


GS time, and customers. 


Sheet Metal Screws 


ORDER DIRECT OR THROUGH YOUR FAVORITE JOBBER 


Cap Nuts 

Knurled Nuts 
Semi-Finish Hex Nuts 
Cotter Pins 

Lock Washers 

Flat Washers 
Shakeproof Washers 











maintenance. These manufacturers al- 
legedly made the largest rates of profit 
both before and after placing their 
products under resale price contracts. 

Some of the general conclusions of 
the Federal Trade Commission made 
by the report follow: 


FTC Conclusions 


1. Leader merchandising, for the con- 
trol of which resale price maintenance 
was advanced, is a form of price com- 
petition that obviously may be used for 
unfair or deceptive trade purposes, par- 
ticularly when used by large concerns 
to eliminate weaker competitors. As a 
corrective of objectionable features of 
price competition, however, resale 
price maintenance makes no distinc- 
tion between price competition that is 
economically unsound or is unfairly 
used in trade, and price competition 
that is economically sound and in the 
public interest. 

2. Both state and federal resale price 
maintenance laws are entirely permis- 
sive in their application to manufac- 
turers merely granting permission to 
them to place their identified products 
under price maintenance if they so de- 
sire. In practice, however, resale price 
maintenance serves as a focal point for 
dealer cooperative effort to bring pres- 
sure to bear on manufacturers to place 
products under price maintenance at 
prices yielding dealer margins satis- 
factory to cooperating organized dealer 
groups. In some lines of trade, where 
the individual manufacturer has faced 
strongly organized dealer group pres- 
sure, the extent of his freedom of 
choice as to whether he will place his 
brands under resale price maintenance 
has been extremely limited. 

3. Commodities to which resale price 
maintenance is most extensively ap- 
plied are those possessing distinctive 
characteristics in the minds of custom- 
ers. Included among such commodities 
are the following: proprietary articles 
produced under secret formulas or un- 
der the protection of patents or copy- 
rights so that the manufacturer can 
determine whether there shall be du- 
plicates of them on the market; 
trade-marked, branded or otherwise 
identified products that are advertised 
directly to consumers so that there is 
developed a widespread belief that they 
are superior to less well-known com- 
peting brands in quality, construction 
or performance; products that are so 
trade-named and advertised as to con- 
ceal from the majority: of consumers 
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the fact that identically the same sub- 
stance, or article of equal quality, may 
be purchased under other names, and 
often at distinctly lower prices; and 
standard articles and specialties sold 
under well-known brands that over 
long periods have come to stand in 
the minds of consumers as marks of 
a particular degree of quality, me- 
chanical excellence, durability, etc. As 
to such commodities, the question arises 
as to how far the distinctive character- 
istics may be developed and still leave 
the commodity in the free and open 
competition required by the law as a 
prerequisite to its price maintenance. 





4. Even though branded commodities 
may possess some or all of the charac- 
teristics fitting them for resale price 
maintenance, other factors may make 
the brand owners reluctant to maintain 
dealer prices. Manufacturers of staples 
generally have been reluctant to place 
their brands under price maintenance 
unless competing manufacturers do 
likewise. Manufacturers whose prod- 
ucts sell at prices yielding narrow mar- 
gin of profit per unit sold hesitate to 
undertake the responsibility and added 
expense of enforcing minimum resale 
prices. Manufacturers of brands that 
are sold by different types of dealers 
such as cash-and-carry and credit-and- 
delivery stores, generally hesitate to 
maintain a uniform minimum price for 
all types of dealers because to do so 
may entail loss of volume from one or 
more of the different dealer groups. 

5. One of the principal arguments 
advanced for the legalization of resale 
price maintenance was that it was 
needed to enable manufacturers to con- 
trol undesirable leader merchandising 
and “sales below cost.” Proponents 
emphasized extreme price wars and the 
impression was created that before re- 
sale price maintenance became effec- 
tive many nationally advertised brands 
were sold, especially by chain stores 
and other large distributors, at or be- 
low invoice cost. In general, sales be- 
low invoice cost are exceptional, says 
the report. The records of chain stores, 
department stores, and super markets 
examined in the present inquiry indi- 
cate that although the average prices of 
such large distributors often were 
lower than those of independent stores 
before resale price maintenance became 
effective, those lower prices yielded sub- 
stantial average gross margins over 
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Can Opener! 


Dazey De Luxe Can Openers are rolling 
off the assembly line... bright and 
shiny—better than ever—- the can openers 
American homemakers have been wait- 
ing for! Guaranteed five years. 5,000,000 
enthusiastic users. First in the field, 
always best—for quicker turnover and 


greater profits... pick a DAZEY! 








CUSTOMERS WANT THE 


LUFKIN 066 “RED END” RULE 





To make an instant hit that leads to a quick sale, 
show your customers the Lufkin “066” Red End 7 
Folding Wood Rule. Black graduations show ‘ 
up clearly against the white enameled hard- 
wood sections. Strike plates. Smooth- ¢ 


working concealed joints. Distinctive . 
red ends help to identify the 4 
Lufkin “066’—the finest fold- me 


ing wood rule made. It pays \ZHe 
to sell Lufkin. THE LUFKIN § \Z GS 


RULE CO., SAGINAW, \ZGo" 
MICHIGAN, New. we 
York City. Ry Aa 
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FOR DURABILITY 


a fo) - Yai -leo}t- 


GARDENE-< LAWN 
AND Gis TOOLS 





10-N Norcross Garden Grower 
A very popular seller 
+ « « @Verybody wants 
one. Sturdy ; high qual- 
ity throughout. Plow 
attachment. Leaf 
guards. Priced 
right. 


Va 





55-N Five Prong Cultivator 


Always in demand. Stands 
up under hardest use. 4 ft. 
selected hard - wood handle. 
iacquered clear 






(25-N) 


V-Point Weeder—Asparagus 
Knife 


Superior in quality and attractive appear 
ance. Sells on sight. 


-=— D> 


SEE YOUR INDEPENDENT JOBBER 


The spring supply of these popular tools 
will be limited, due to continued material 
scarcities and heavy demand. 


C. S. NORCROSS & SONS 
BUSHNELL, ILLINOIS 
| QUALITY GARDEN TOOLS SINCE 1891 an 
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WHITE MACHINE WORKS 
FORT WAYNE 1, IND. 








invoice cost of goods in all market 
areas visited. 


6. An important defect in the Tyd- 
ings-Miller Act is that the right to 
enter into minimum resale price con- 
tracts is not explicitly limited to the 
brand owner or to a distributor author- 
ized by him to place the manufacturer’s 
product under such contracts. In those 
States having laws which also omit this 
explicit limitation, the resale price 
maintenance contract has been used in 
attempts by cooperating groups of 
wholesalers, or of both wholesalers and 
retailers, to fix prices to be maintained 
for branded goods without the consent, 
and sometimes against the will, of 
manufacturers or producers who own 
the brands. Such wholesaler-r:‘ailer 
contracts likewise are being interpreted 
by some groups as enforceable under 
the nonsigner clause, likewise without 
the consent or assistance of the brand 
owner. So used, resale price mainte- 
nance obviously may be perverted from 
its announced purpose of protecting the 
brand owner’s interest against unre- 
strained dealer price competition, and 
be made the means of effectuating price 
enhancement and restraint of dealer 
competition by horizontal agreements 
among dealers, the existence of which 
it may be difficult to prove. 


Does Not Serve Purposes 


7. As the result of its investigations 
in antitrust cases, the United States 
Department of Justice has stated that, 
as an amendment to the antitrust laws, 
the Tydings-Miller Act does not serve 
the purposes which were urged upon 
Congress as a reason for its passage in 
that it sanctions arrangements incon- 
sistent with the purpose of the anti- 
trust laws, and becomes a cloak for 
many conspiracies in restraint of trade 
which go far beyond the limits estab- 
lished in the amendment. The conclu- 
sion of the Department of Justice is 
that the actual effects of resale price 
maintenance have been those which are 
to be expected from private price fix- 
ing conspiracies unregulated by public 
authority, whether or not they enjoy 
the sanction of law. The department 
has further stated it to be its belief 
that if its Antitrust Division had suff- 
cient men and money to examine every 
resale price maintenance contract writ- 
ten under state and federal legislation, 
and to proceed in every case in which 
the arrangement goes beyond the au- 
thorizations of the Tydings-Miller 
amendment, there would be practically 
no resale price maintenance contracts, 
and that, in the absence of such whole- 
sale law enforcement, the system of 
resale price legislation fosters restraints 





of trade such as Congress never in- 
tended to sanction. 

The Federal Trade Commission, 
which shares with the Department of 
Justice the function of enforcing the 
antitrust laws, likewise finds both its 
personnel and funds insufficient to ade- 
quately investigate and proceed in all 
matters involving possible use of resale 
price maintenance contracts in viola- 
tion of law. 


Price Competiton Control 


8. The essence of resale price main- 
tenance is control of price competition. 
Lack of adequate enforcement of the 
antitrust laws leaves a broad field for 
the activities of organized trade groups 
to utilize it for their own advantage 
and to the detriment of consumers, says 
the report. The expenses of state and 
local fair trade committees, all of which 
are trade managed and trade financed, 
tend to increase or to prevent decreases 
in distribution costs. Manufacturers 
and dealers alike contribute to the ex- 
pense of these committees for shoppers 
and investigators to obtain evidence of 
violations of prices and to pay lawyers 
employed by the committees in prose- 
cution of cases. Manufacturers joining 
in such proceedings for the enforce- 
ment of their contract prices likewise 
must incur additional investigational, 
legal and other expense, and accused 
dealers must either fall into line or in- 
cur similar legal and other expense and 
loss of time in contesting cases before 
courts whose dockets already often are 
overcrowded. 

9. The demonstrated ineffectiveness 
of purely voluntary resale price main- 
tenance agreements to control the price 
competition of the dealers who re- 
frained from signing contracts led to 
the amendment of the California law 
of 1931 by the addition of the section, 
commonly known as the “nonsigner 
clause.” This clause makes the price 
stipulated in any contract lawfully en- 
tered into under the act binding upon 
all dealers in the state by declaring 
that any person, signer or nonsigner, 
who wilfully and knowingly advertises, 
offers for sale, or sells any commodity 
at a price less than that stipulated in 
any contract entered into under the 
law, commits an act of unfair competi- 
tion actionable at the suit of any person 
damaged thereby. This clause, which 
effectively throttles all competition from 
nonsigners, has been copied in the laws 
of each of the 45 states that have en- 
acted resale price maintenance laws. 
For commerce terminating in these 
states the Tydings-Miller Act exempts 
this throttling of local dealer competi- 
tion from the prohibitions of the anti- 
trust laws provided the contracts by 
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which it is accomplished are legal in 
the respective states. 


Congressional Prohibition 


In passing the act, however, Con- 
gress forbade competitors to agree upon 
the prices to be maintained in inter- 
state commerce. The prohibited agree- 


ments may be either among competing | 


dealers, or among competing manufac- 


turers. Wholesalers’ and retailers’ com- | 


mittees have sought to induce manu- 
facturers, often by coercive methods, 
states the report, to place their prod- 
ucts under resale price maintenance 
contracts. Efforts to police the dealer 
price structures are collective under- 
takings, which often include both sign- 
ing and nonsigning dealers who, tacitly 
at least, agree to cooperate with the 
issuing manufacturers in the mainte- 
nance of minimum prices. Because a 
single price fixed commodity is subject 
to the inroads of competitors fixing 
lower prices, a manufacturer seldom 
will establish and enforce a system of 
vertical prices unless he knows that 
competing manufacturers are likewise 
fixing and enforcing prices at known 
levels. Although competing manufac- 
turers cannot lawfully agree with each 
other respecting prices, they can ac- 
complish the same result through re- 
sale price maintenance by making iden- 
tical resale price agreements, declares 
the report. 





Don’t Clamp a Rifle 
When You Test It 


ON’T try to test the accuracy of a 

rifle by firing it tightly clamped 
in an ordinary vise, cautions Merton 
A. Robinson, chief ballistician of the 
Winchester Repeating Arms Co., divi- 
sion of Olin Industries, Inc. 

Shooting under this condition tends 
to produce inaccuracy. When a rifle 
is fired, the barrel and its mechanism 
heat up and expand. Unless the barrel 
is free to expand without cramping, the 
bullet won’t go where it is aimed. 


Scientific Rests 


All ammunition manufacturers test 
their product in rifles, rifle barrels, or 
the special testing barrels called 
“Mann” barrels, which are fired from 
mechanical rests, Mr. Robinson points 
out. These rests are scientifically de- 
signed to “bed” the barrel so carefully 
that cramping is eliminated. The ac- 
tual firing from a properly designed 
mechanical rest simulates the firing of 
a rifle from a man’s shoulder but elimi- 
nates human error. 
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That’s the opinion of .all 
who have previewed the 


NEW 


Can-O-Mal 


(TRADE MA 


See it for yourself ...see why this new RIVAL 
ORIGINAL is being proclaimed 


The Most Beautiful Can Opener 
Ever Made 
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Thompson Succeeds Noblitt as President, 
Noblitt-Sparks; Directors Elected 


Glenn W. Thompson, vice- 
president, Noblitt-Sparks Indus- 
tries, Columbus, Ind., recently 
was @lected president of the com- 





GLENN W. THOMPSON 





pany to succeed Q. G. Noblitt. 
Mr. Noblitt became chairman of 
the board on Jan. 1. 

Starting as a salesman in 1924 
with the Arvin division of the 
company, Mr. Thompson became 
vice-president five years later 
when Frank Sparks, former part- 
ner of Mr. Noblitt, resigned to 
enter the educational field. He 
later became president of Wabash 
College. 

Others elected officers by the 
board of directors are: Harlan B. 
Foulke, vice-president*in charge 
of the automotive division; Fred 
E. Daniel, vice-president in charge 
of purchasing, and Dee S. Len- 
festy, who succeeds Mr. Daniel as 
secretary, production manager of 
the Columbus plants. 

Members of the board consist 
of the above officers and Frank 
Sparks, Paul H. Davis, Robert 
Miller, Merle Sidener, Earl Booth, 
C. C. Noblitt and B. F. Hamilton. 








A. M. SASGEN HEADS 
GRAND SPECIALTIES 


At a board meeting in Chi- 
cago directors of the Grand 
Specialties Co. elected A. M. 
Sasgen as president and treas- 
urer to succeed his father, the 
late Michael J. Sasgen. Mr. 
Sasgen has for many years been 
vice president and general man- 
ager of the company and his 
election as president insures 
continuation of the policies and 
trade relations established by 
his father. 

SYLVANIA ACQUIRES 

WABASH COMPANY 


Sylvania Electric Products, Inc., 
New York City, has announced 
that the Wabash Appliance Corp., 
manufacturer of photoflash and 
incandescent lamps, has merged, 
effective Jan. 1, with the Wabash 
Photolamp Corp. and Birdseye 
Electric Corp. to become a 
wholly-owned but independently- 
operated Sylvania subsidiary. A. 
M. Parker remains as president 
and general manager of Wabash 








with headquarters at Brooklyn, 
N. Y. Sales staffs, sales policies, 
product brands and distribution 
outlets remain unchanged. 





FORSBERG MFG. CO. 
NAMES WEBER CO. REP. 
IN 11 WESTERN STATES 

The Forsberg Mfg. Co., Bridge- 
port, Conn., said recently that 





The Walter Weber Co., Los An- 
geles, Calif., has been appointed 
sales representative in all mar- 
kets for its products, including 
hack saw frames and blades, 
drills and other hand tools. 
Eleven states will be covered: 
Arizona, California, Colorado, 
Idaho, Montana, Nevada, New 
Mexico, Oregon, Utah, Wyoming 
and Washington. 


EXECUTIVE CHANGES 
IN AMER. TRANSFORMER 


The American Transformer Co., 
Newark, N. J., has announced the 
following changes in its executive 
personnel: Walter Garlick, Jr., to 
be vice-president in charge of 
sales and related activities; A. A. 
Emlen, to be vice-president in 
charge of engineering and re- 
lated activities, and W. R. Smith, 
to be works manager, relieving 
Mr. Emlen of all supervision and 
responsibility in connection with 
factory operations. 





CELANESE CORP. 
GETS NEW PLANT 


Acquisition of a new plant at 
Belvidere, N. J., for the produc- 
tion of chemicals, plastics and 
related products has been an- 
nounced by the Celanese Corp. of 
America, New York City. Present 
plans call for an ultimate expen- 
diture of more than $10,000,000 
and an employment of about 750 
persons in the first phases of the 
operation. 








J. J. DONOVAN 


who has joined the Ekco Prod- 
ucts Co., Chicago, and will be 
in charge of housewares sales in 
the New England area. 

For the past five years Mr. 
Donovan has been with Schick, 
Inc., as sales representative for 
the New England territory. Pre- 
vious to that, he acted as a fac- 
tory sales representative for the 
McGraw Electric Co. 








HALL HDWE. CO. PLANS 
1-STORY ADDITION 


The Hall Hardware Co., Min- 
neapolis, Minn., reported recent- 
ly that it plans a one-story addi- 
tion, covering a 200-ft. frontage 
on 4th St. at 7th Ave., and work 
will begin immediately. 








A national price will be sug- 
gested on all home appliances 
made by the Westinghouse Elec- 
tric Appliance Division, distrib- 
utor executives meeting at Mans- 
field, Ohio, were told at the first 
sales convention held by the 
Westinghouse division in four 
years. T. J. Newcomb, sales 
manager, said that the new 
standard price will be effective 
for the 48 states and the District 
of Columbia. The new policy re- 
places the former four price zone 
plan in effect during the prewar 
years. 











National Price Policy Set 
For Westinghouse Appliances 


“The approved price on the 
1946 B-7 household refrigerator 
is $179.95,” he continued. “We 
have adopted this as the national 
price and it will be nationally 
advertised as such. Such a price 
policy will eliminate confusion 
in the public’s mind. They will 
know the Westinghouse price on 
all products, no matter where 
they live. Setting up a standard 
national price will also minimize 
the possibility of inflationary 
prices and gives the consumer a 
yardstick to determine fair sale 
prices.” 
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Ray-O-Vac Co.’s Sales Organization to Be 
Headed Jointly by Ryan and Vea 


The Ray-O-Vac Co., Madison, 
Wis., reported recently that its 


sales organization will be headed 


J. C. RYAN 


jointly by J. C. Ryan as sales 
manager and Norman D. Vea as 
sales promotion director. 

At the same time, company 
officials said that R. J. Williams 
will continue as manager of the 
jobbing division and W. C. 
Weeks, recently discharged from 
the Navy will return to the 
managership of chain store sales. 
Contacts in the electronic field 
will be directed by Dave Cook, 


manager of manufacturers’ sales. 











Mr. Ryan was formerly gen- 
eral manager of the Signal Bat- 
tery Co., Milwaukee, Wis., a com- 
pany wartime subsidiary, and 
Mr. Vea is a veteran executive of 
Ray-O-Vac. 

At the recent sales conference, 
the company’s 65 representatives 
were told that Ray-O-Vac Leak- 
proof Flashlight Batteries are 
now available “in unlimited quan- 





N. D. VEA 


tities,” and that production and 
sales would “double those of pre- 
war years.” 








REESE, SULLIVAN BACK 
WITH ARMSTRONG CORP. 
AFTER MILITARY DUTY 


L. O. Reese and Thomas Sul- 
livan have returned from the 
armed forces to the Armstrong 
Products Corp., Huntington, 
W. Va. 

Mr. Reese, who has been in the 
Navy since 1942 as a lieutenant, 
resumes his duties as vice-presi- 
dent and general manager. 

And Mr. Sullivan, former sales 
manager, will act as a special 
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field representative. He was over- 
seas for 20 months as a lieutenant 
in the Navy’s armed guard 
service. 


DUDLEY ROBINSON HEADS 
ALBANY HDWE. & IRON 
APPLIANCE DIVISION 

Dudley H. Robinson has been 
appointed to direct the activities 
of the major appliance division 
of the Albany Hdwe. & Iron 
Co., Albany 1, New York, whole- 


sale concern. Mr. Robinson re- 





turns to the company after three 
years of active duty with the 
Navy. His new assignment is 
occasioned by postwar expansion 
in the activities of the company’s 
recently created appliance divi- 
sion, for which modern display 
room has been set up and new 
office space provided on the 
third floor of the  concern’s 
quarters. Mr. Robinson formerly 
was company secretary and man- 
ager of its retail building at 
39.43 State St., Albany. 


L. C. SMITH GUN CO. 
IS NOW DIV. OF 
MARLIN FIREARMS CoO. 


The L. C. Smith Gun Co., Inc., 
Fulton, N. Y., has been organ- 
ized recently as a division of the 
Marlin Firearms Co., New Haven, 
Conn., with Roger Kenna as 
president. Frank Kenna is vice- 
president of the new company. 

Mr. Kenna continues as vice- 
president in charge of sales and 
advertising of the Marlin com- 
pany and will divide his time 
between Marlin’s New York City 
offices at 17 E. 42d St., and New 
Haven and the Smith plant at 
Fulton. 

Officials of Marlin said that the 
new corporation replaces the 
Hunter Arms Co., the assets of 
which Marlin recently bought. 
The Fulton plant is now -¢in 
operation and is making the L. C. 
(Elsie) Smith side-by-side shot- 
gun to supplement Marlin’s line 
of shotguns and rifles. 


_—— 





ROGER KENNA 


DENSLOW TO HEAD 

SPECIALIZED DIV., 

COLEMAN CO., INC. 
The Coleman Co., Inc., Wich- 
ita 1, Kan., reported recently 
that Ford H. Denslow is the 





F. H. DENSLOW 


new head of the specialized dis- 
tribution division. 

Mr. Denslow, associated dur- 
ing the war with WPB in the 
consumers’ durable goods divi- 
sion, was formerly with the mer- 
chandising divisions of General 
Electric and General Motors. 

According to company officials, 
he will direct the study of dis- 
tribution methods and spend 
“most of his time” calling on 
retail outlets to suggest ways of 
displaying and selling company 
appliances. 


CASSIDY, MIAL ARE 
V.P.’S, JOHNS- 
MANVILLE CORP. 


L.M. Cassidy and T. K. Mial 
have been elected vice-presidents 
of the Johns-Manville Corp., 22 
E. 40 St., New York City. 

Mr. Cassidy, 2 vice-president of 
the Johns-Manville Sales Corp. 
since 1940, will be in charge of 
all sales, and Mr. Mial, a vice- 
president of the same organiza- 
tion since 1931, will head long- 
range development, reporting to 





L. H. Brown, president. 
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Beauty Package 












































For Your 
Paper Specialty Department 


MMitapaco HANDY PACK 


Each of these eye-stopping” bargain beau- 
ty packages” carries interesting illustra- 
tions to show your customers timely sugges- 
tions for table settings as well as the variety 
of Place Mat or Doily designs available. 


Two styles of packages — one containing 
100 MILAPACO Doilies, 5", 6", 8” 10” 
or 12” in size, and the other package 
containing 100 Place Mats with the full 
size design shown on the carton cover. 


PRODUCTION of MILAPACO Handy 
Packs is being increased as rapidly as the 
paper supply situation permits. And new 
paper products for the future are being 
readied at MILAPACO. Look for them! 


MILWAUKEE LACE PAPER 
COMPANY 


Established 1898 


1306 East Meinecke Avenue ° Milwaukee 12 Wisconsin 


Branch Offices and Warehouses 
98 Bleecker St., New York 12, N.Y 


1018 Sante Fe Ave., Los Angeles 21, Calif 















Boston and New York Representative 
Named for General Mills Appliances 


The Home Appliance Depart- 
ment, General Mills, Inc., 400 
Fourth St., So., Minneapolis 15, 
Minn., has announced the ap- 





FRANK CLOPECK 


pointments of William S. Owen 
and Frank Clopeck as Empire 
district manager and New En- 
gland district manager, respective- 


ly. Mr. Owen will make his head- 
quarters in Syracuse, N. Y., and 
Mr. Clopeck opened his offices 
in Boston, Mass., Jan. 1. Prepara- 
tory to national distribution of 
the new home appliances, Gen- 
eral Mills will open 12 additional 
district offices throughout the 
country. 

Spending 19 years in the elec- 
tric appliance business in New 
York State, Mr. Owen was for- 
merly associated with the John- 
son Electric Corp., Langdon and 
Hughes Electric Co. and the 
Gould Farmer Electric Co. 

Mr. Clopeck, following World 
War I, in which he was one of 
America’s few aircraft pilots, 
joined the Aluminum Goods Mfg. 
Co. and spent 23 years merchan- 
dising housewares, the last 10 as 
district sales manager for the 
New England states. He was at- 
tached to the aluminum section 
of the WPB during World War 
II. An officer and charter member 
of the New England Housewares 
Club, Mr. Clopeck was chairman 
of the 1941 New England House- 
wares Show. 








WAGNER ELECTRIC 
BRANCH CHANGES 
Wagner Electric Corp., 4600 
Plymouth Ave., St. Louis 14, Mo., 
has announced the following 
changes in service branch per- 
sonnel: Forrest G. Wilson, for- 
merly a salesman at the Dallas 
branch, has been appointed man- 
ager of the Indianapolis branch; 
H. F. Zahn, formerly manager of 
the Atlanta branch, has been 
made manager of the Philadel- 
phia branch; C. G. Jackson, for- 
metly manager of the Boston 
branch, takes charge in Atlanta, 
and J. K. Miller, formerly a New 
York branch salesman, has be- 
come manager of the Boston 

branch. 


J. K. BORCH RESUMES 
SALES AGENCY 
AT OSLO, NORWAY 


Jack K. Borch returns to Nor- 
way in January to resume, under 
his own name, the sales agency 
he had operated there and in 
Sweden for leading hardware 
manufacturers. His headquarters 
will be at Kongensgate 15, Oslo, 
Norway. When the Germans in- 
vaded Norway he returned to the 
United States where he served 
the U. S. Government as chief, 
Amendment and Extension Divi- 
sion as well as on the trade rela- 
tions staff of F.E.A. He re- 





signed from this activity on Dec. 
1, 1945. 

Mr. Borch will represent in 
Norway and Sweden the follow- 
ing American hardware firms: 
Millers Falls Co., Greenfield, 
Mass.; Greenfield Tap & Die 
Corp., Greenfield, Mass.; Wayne 
Pump Co., Ft. Wayne, Ind.; 
Rennous-Kleinle Division, Pitts- 
burgh Plate Glass Co., Baltimore, 
Md., and others. 

Mr. Borch expects to sail 
about Jan. 15. In the meantime 
he has headquarters at 25 Beaver 
St., New York City from which 
point he would like to negotiate 
for one or two additional non- 
competing lines including house- 
hold specialties. 
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assistant general sales manager. 


M. G. O’Harra, right, Norge vice president and general sales 
manager, congratulates H. L. Clary upon his appointment as 


Clary, Asst. Sales Mgr., Norge Division, 


Borg-Warner; 4 Others Promoted 


The Norge division of Borg- 
Warner Corp., 670 E. Woodbridge 
St., Detroit, Mich., said recently 
that personnel changes affecting 
Howard L. Clary, E. J. Kanker, 
E. R. Bridge, C. H. MacMahon 
and Ellis Redden have been 
made. 

Mr. Clary is now assistant gen- 
eral sales manager; Mr. Kanker, 
market research director, a new 
company post; Mr. Bridge, mer- 
chandise manager; Mr. Mac- 
Mahon, advertising-public rela- 
tions director; and Mr. Redden, 
sales promotion manager. 

All regional managers, said 
M. G. O’Harra, vice-president 
and general sales manager, will 
report to Mr. Clary, who was 
formerly sales promotion mana- 
ger. He has been in the appli- 
ance business since 1927 and has 
been with the company since then 
with the exception of the three 


years he spent with WPB since 
1942. 

My. Kanker, until this promo- 
tion assistant to Mr. O’Harra, will 
work directly with Howard E. 
Blood, Norge president. Mr. 
Bridge, erstwhile refrigeration 
sales manager, has been with the 
company since 1934. His suc- 
cessor has not yet been an- 
nounced. 

Mr. MacMahon, who will bring 
sales training and promotion and 
publicity under his wing, has 
been, successively, salesman, re- 
gional manager, product mana- 
ger, eastern sales manager and 
advertising manager and has been 
associated with Norge since 1934. 
And Mr. Redden, who succeeds 
Mr. Clary, was until this move 
the sales training manager. He 
has had 20 years’ experience in 





sales work. 








UNITED MACHINE TOOL 
BUYS MOWER DiIV., 
RED CROSS MFG. CO. 


The United Machine Tool Co., 
15 Putnam St, S. W., Grand 
Rapids, Mich., recently bought 
the lawnmower division of the 
Red Cross Mfg. Co., Bluffton, 
Ind., according to Chris Kommer, 
partner of United. 

Mr. Kommer said that manu- 
facturing activities will begin at 
the company’s plant after arrange- 
ments are made for greyiron cast- 
ings and wood handles. 

United Machine Tool Co., for- 
merly owned by Mr. Kommer and 


stampings. 





Donald Dille, was started in 
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1942 and makes tools, dies and 


HELFER IN DETROIT 
FOR MANNING, BOWMAN 


L. C. Helfer has been named 
representative in the Detroit 
area for Manning, Bowman & 
Co., Meriden, Conn., manufac- 
turer of electrical table appli- 
ances. 

Mr. Helfer, long associated 
with the many phases of the 
housewares and appliance in- 
dustry, has been identified with 
the trade in the Detroit area 
for years. 











SYMBOL OF QUALITY 


SINCE 1897 












































#92 Finn or "Trout" Knife, 3" blade. Men 
usually complain their wives appropriate this knife 
for their pet paring knife, and dealers know it to be 
their fastest selling number. Now available for im- 
mediate shipment in either stag or imitation pearl 
handles complete with sheath. Price $12 per 


Sie” 
SYMBOL OF QUALITY 


QUEEN CUTLERY COMPANY 


47 EAST 34th STREET 
NEW YORK 16, NEW YORK 
























































You don’t have to “‘plug it in — hitch 
it to a belt —- or couple it to a drive 
shaft.” This is a man power tool 
goes wherever the man goes 
and works wherever a 
man can put his two 
hands on the handles. It 
is an on-the-job tool 
multiplies man power to 
cut bolts (*4"° annealed 
bolts in the thread) rods, 
wire, cable, chain, etc. 
Cuts in one quick handle 
movement — saves time 
and delays. 


A size and model for all normal 
uses. Special heads for special 
operations such as bending, 
crimping, etc. 

Ask for catalog and free tool 
maintenance book. 


H. K. PORTER, INC., EVERETT 49, MASS. 
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MARTIN, UNION FORK 
& HOE CO., HAS NEW 
HDQTRS. IN MASS. 
Walter A. Martin, district sales 
manager for the Union Fork & 
Hoe Co., 9 Buttles Ave., Colum- 





W. A. MARTIN 


bus, Ohio, in New England and 
the eastern border countries of 
New York, has recently estab- 
lished headquarters at 50 Morn- 
ingside Road, Needham, Mass. 

Prior to joining the sales divi- 
sion in 1937, Mr. Martin spent 15 
years in various manufacturing 
departments of the company. 
During the war, he served as 
night superintendent of the Bayo- 
net division at Rome, N. Y. , 

Later he was superintendent of 
the finishing division at Frank- 
fort, N. Y. 


SALT LAKE HDWE. CO. 
PLANS BOISE BLDG. 
The Salt Lake Hardware Co., 
wholesalers, Boise, Idaho divi- 
sion, plans for July, 1946, the 





construction of a $280,542 four- | 
story warehouse and office build- | 
ing, with an adjoining one-story | 
structure. } 
Company officials say that the | 
building, built of brick and with | 
the “latest streamline design,” | 
will have a freight elevator and | 
a steel spiral chute, plus facili- 
ties for unloading five carloads 
of merchandise at one time on 
the truck side of the building. 
It is also reported that the 
new establishment will have 
employee rest and lunch rooms. 


ALLEN IN ST. LOUIS 
FOR PHILIP CAREY 


Clarence M. Allen has been 
appointed branch manager in 
the St. Louis, Mo., office of the 
Philip Carey Mfg. Co., Lock- 
land, Cincinnati 15, Ohio. He 
was formerly assistant branch 
manager in the Cleveland office. 

Mr. Allen has been asso- 
ciated with the company since 
1922 when he went to Carey’s 
Pittsburgh office following his 
graduation from Pennsylvania 
State College where he majored 





in business administration. Prior 
to going to Cleveland in 1942, 
he served the company in various 
sales capacities. 





Cc. C. ABERCROMBIE 
SALES MANAGER 
FOR KING HDWE. 


C. C. Abercrombie has been ap- 
pointed sales manager of the 
King Hdwe. Co., wholesale con- 
cern of Atlanta, Ga. He was for- 
merly buyer of agricultural im- 
plements and other heavy hard- 
ware. 


STANDARD HARDWARE 
BUYS KEIL COMM. 
REFRIGERATOR HDW. 


The Standard Hardware Mfg. 
Co., Washington and Canal Sts., 
Bristol, Conn., recently acquired 
the manufacture and distribution 
of the commercial refrigeration 
hardware line of hinges and 
catches formerly produced by 
Francis E. Keil & Son, Inc., New 
York, N. Y. Standard has an- 
nounced its intention of offering 
through the trade both a satin 
finish and polished chrome line in 
its entirety. 

At the present time Standard 
is planning its production to offer 
as high a quality produce as was 
manufactured by the former 
owner and to re-design and 
streamline some of the items 
within a short time. Demands at 
the moment are taxing production 
facilities but the new owner states 
he hopes to be caught up within 
the next few months, and says 
“in view of he planned additions 
to our plant now in process of 
being completed, better distribu- 
tion should be available shortly.” 





CELANESE PLASTICS 
SHOWS NEW PLASTIC, 
FORTICEL, AT MEETING 


Celanese Plastics Corp., divi- 
sion of Celanese Corp. of 
America, 180 Madison Ave., New 
York City, announced its new 
plastic product, Forticel, at a 
luncheon held recently in the 
Hotel Ambassador, New York 
City. Forticel is made from cel- 
lulose and propionic acid and, 
according to Bjorn Andersen, 
company technical director, has 
the “best balance of desirable 
characteristics” of “all the cellu- 
losic compounds produced.” He 
said that it is odorless and that 
articles made of Forticel can be 
printed and lacquered “without 
fear of tackiness.” At this meet- 
ing, there was a display of prod- 
ucts made from the new plastic, 
including an airplane steering 
wheel, a radio housing and eye- 
glass frames. 
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BROWN, McMAHON WITH 
ALUMINUM GOODS MFG. 
AS SALES REPS. 

Thomas G. Brown and Thomas 


McMahon recently were named 
sales representatives with the 











T. G. BROWN 


Aluminum Goods Mfg. Co.,| 
Manitowoc, Wis. 

Mr. Brown, for eight years 
with the American Thermos 
Bottle Co. as salesman in the 
southeastern states, will cover 
North and South Carolina, Geor- | 
gia and Florida and headquarter | 
in Jacksonville, Fla. 





THOMAS McMAHON 


Mr. McMahon, for many years 
an automotive parts salesman, 
will service territory in Massa- 
chusetts, Connecticut and Rhode 
Island. 


5 MIL, PROGRAM FOR 
PHILIP CAREY MFG. 


Announcement of a $5,000,000 
plant modernization and expan- 
sion program for The Philip 
Carey Mfg. Co., Lockland, Cin- 
cinnati, Ohio, was made recently 
by R. S. King, president. 

Included in the program are 
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nati, Ohio; Middletown, Ohio; 
Perth Amboy, N. J.; Plymouth 
Meeting, Pa.; and Lennoxville, 
P. Q., Canada. Plans include the 
erection of several new plants at 
Lockland, Perth Amboy and Ply- 
mouth Meeting. The capacity of 
the Miami Cabinet Co., Middle- 
town, Ohio, manufacturers of 


those plants at Lockland, Cincin- | 


| 


athroom cabinets and other bath- | 


room accessories, will be doubled 


to provide a greatly augmented | 


line of this equipment. 
At Lennoxville, P. Q., the plant 
will be equipped to produce a full 


line of asphalt products and to in- | 


crease production of the asbestos 
insulation line. The Lennox- 
ville plant is already making roll 


roofing, asbestos paper, air cell | 


pipe covering, air cell board, ex- 
pansion joints and asphalt planks. 
The large Carey research labo- 
ratory, at Lockland, is to be 
doubled in size. 

Besides this $5,000,000 expan- 
sion program, additions to the 
plants at Lockland and Perth 
Amboy, begun during the war 


years, are about ready to start 


operation. 


CALIF. WIRE CLOTH 
TO DIRECT CF&l 
WEST COAST SALES 
The California Wire Cloth 
Corp., West Coast subsidiary of 


Corp., will manage sales and 
service operations of CF&I on 
the Pacific Coast, it has been 
announced by E. P. Holder, pres- 
ident, CF&I. California Wire 
Cloth thus will direct the sales 
of all products of the following 


| companies: The Colorado Fuel 


and Iron Corp., Wickwire 
Spencer Steel Division, Wick- 
wire Spencer Metallurgical 
Corp., Coburn Trolley Track 
Division, and American Wire 
Fabrics Corp. The territories 
served by the new sales set-up 
will comprise the states of 
Washington, Oregon, California 
and Nevada. 


COGSWELL REJOINS 
MASTER METAL 


Master Metal Products, Inc., 
291 Chicago St., Buffalo 4, New 
York, has announced the return 
of Charles Cogswell after five 
years’ active duty in the Marine 
Corps. Mr. Cogswell, a It. col. 


now on terminal leave, will as- | 


sume management of sales in 
the territory comprising De- 
troit, Cleveland, and Chicago, 
devoting his efforts exclusively to 
“Sanette” waste receivers, ‘“Mas- 
ter” tool, cash, bond and’ security 
boxes; folding and deluxe bar- 
becue grills. 


| the Colorado Fuel and Iron | 

















Little Giant 


MINNOW TRAP 





IMMEDIATE 
DELIVERY 


Here's a new and better minnow trap 
that sells like hot cakes. “It gets the 
bait that gets the fish.” Every fisher- 
man—commercial minnow sellers too 
—are prospects. Nothing else like it 
on the market . . . made of “Extra- 
Tuff” hand blown glass with heavily 
galvanized iron fittings. Here’s a 
typical H-I volume sales-maker—one 
of the thousands of profit builders in 
the great new H-I line for “every fish- 
erman and every kind of fishing.” And, 
best of all, it's available, now, in un- 
limited quantities. 


JOBBERS, DEALERS — WRITE FOR SPECIAL PROPOSITION 





HORROCKS-IBBOTSON 


UTICA, N. Y. 


Manufacturers of the largest line of fishing tackle in the world 

















INTERNAT’L DETROLA 
SELLS TOOL INTERESTS 
TO GISHOLT MACHINE 


The machine too] manufactur- 
ing interests of the Internationa! 
Detrola Corp., Detroit 9, Mich., 
have been sold to Gisholt Ma- 
chine Co., Madison, Wis., accord- 
ing to C. R. Feldmann, president 
of Detrola. 

The sale includes transfer of 
the manufacturing of Faster- 
matic turret lathes and superfin- 
ishing machines, but excludes the 
equipment, lands and buildings 
of Detrola’s Elkhart, Ind., plant, 
which are to be prepared imme- 
diately for machining and assem- 
bly work under subcontracts, says 
Mr. Feldmann. 

In addition to retaining the 
Eikhard facilities to do contract 
machining and assembly, Detrola 
also will continue to operate 
its commercial welding division 
which occupies separate struc- 
tores on the plant’s site. 





DEVORE REJOINS 
WOODWARD HDWE. 


Jack Devore on Jan. 1 resumed 
calling on the trade in New 
Jersey, New York and Pennsyl- 
vania for the Wm. W. Wood- 
ward Hardware Co., wholesalers 
in Newton, N. J. Mr. Devore re- 
turns to the company after 
serving with the armed forces. 
At the time of his discharge 
he was a technical sergeant and 

+ 4s entertainment director and 


| personnel consultant made 18 
| crossings of the Atlantic, to 





England, France and the Mid- 
dle East on the U. .S. Army 
Transport, George Washington. 





CONLON CORP. NAMES 
CAMPBELL W. PA. DIST. 
SALES MANAGER 
C. J. Campbell has just been 
appointed district sales manager 
of the west Pennsylvania territory 





with the Conlon Corp., 19th & | 
52d Ave., Chicago, IIL, reports | 
I, N. Merritt, vice-president and 
general manager. 

Mr. Campbell, who will head- | 
quarter in Pittsburgh, Pa., for- | 
merly represented the Meadows 
Corp. in the same area and more 
recently served the aluminum 
section of WPB. 

He has been with Westing- 
house Electric Co., Mansfield, 
Ohio; Easy Washing Machine 
Corp., Syracuse, N. Y.; and Ben- 
dix Home Appliances, Inc., South 
Bend, Ind., in various sales ca- 
pacities. 


MATHIS, SALES REP., 
ECLIPSE MACHINE DIV., 
BENDIX AVIATION 


Andrew S. Mathis, Jr., rcently 
was named sales and service rep- 
resentative with the Eclipse Ma- 
chine division, Bendix Aviation 
Corp., Elmira, N. Y., for the 
southern states. For the past 
three years, Mr. Mathis has been 





in war work. 





PAUL COOLIDGE 


who has been appointed Balti- 
more district manager for the 
Proctor Electric Company, Phil- 
adelphia, Pa. 


Mr. Coolidge returned to 
Proctor after having been con- 
sultant in the Chief of Ord- 
nance Office, Washington, D. C., 
where he was responsible for 
all Lend-Lease matters pertain- 
ing to tank and motor trans- 
port vehicles. Prewar, Mr. Cool- 
idge was the Proctor special 
representative for the Wash- 
ington, D. C., district. As Bual- 
timore district manager, he is 
responsible for the merchandis- 
ing of Proctor appliances in 
Maryland, North Carolina, Vir- 
ginia and Washington, D. C. 





NEW PLANT FOR PITT. 
PLATE GLASS CO. 


The Pittsburgh Plate Glass 
Co., 632 Duquesne Way, Pitts- 
burgh, Pa., has announced that 
construction is beginning on a 
new $1,750,000 paint plant at 
Springdale, Pa. A complete line 
of paints, varnishes, enamels and 
synthetic resins will be manufac- 
tured. 

The plant is expected to be in 
operation by next August with 
more than 200 new employees, 
and will be the eighth factory of 
the company for the production 
of paints. 

The plant will consist of a 
main building for manufacturing 
paint, an office building having a 
wing for a laboratory, a varnish 
and resin manufacturing building 
and a heating plant, with a total 
floor area of approximately 200,- 
000 sq. ft. 


AUVIL, CALDWELL 
FORM A-C SALES CO. 


John Auvil, manufacturers’ 
agent, together with C. C. Cald- 
well have formed the A-C Sales 
Co. with office and display and 
sample rooms in The Central 
Union Bldg., Wheeling, W. Va. 
Four outside salesmen will be 
employed. The new company will 
represent manufacturers of hard- 
ware, housewares, and allied lines 
in West Virginia, Maryland, 
Pennsylvania, and Ohio. 








SCENES FROM 


REMINGTON ARMS’ MERCHANDISING FILM “THE SWING TO SPORTS” 





Primarily directed to hardware and sporting goods dealers the new sound film, “The Swing to Sports,” issued by Remington fame Co., Ine. 
o 


rs Cartridge Division, demonstrates ways dealers can increase productiveness of their stores by taking full ad 
a A ~ with emphasis on progressive demonstration methods. Modernized merchandising methods 
of heading hardware store sports departments with sportsmen well grounded in all 
language. In addition to the store scenes there are thrilling scenes of outdoor 
camping and skating. Narration is by Bill 
Iidg., Broadway and 57th St., New York City, a 


sports interest. New types of display units are shown, 
play a major part in the film. — - on ma ag A. 
branches of sport and able to speak the pros ve customer's 

rti events—hunting, fishing, golf, swimming, trap and skeet shooting, tennis, badminton, hiking, 
ine. Produced by the Jam Handy Studios, General Motors B' 


Stern, noted 


94 


sports commentator. 
preview showing was held for wholesalers, dealers and editors on Dec. 18. 
made through the Promotion Division, Remingten Arms Ce., Inc., Bridgeport, Conn. 
leading rele, tells a customer all about a new gun in a modern hardware store. 





Arrangements for showing the film te wholesalers and dealers may be 


(Left) Charles Lang, Hollyw 
(Right) Mr. Lang talks baseball with a young sports fan. 


ood movie star, who takes the 
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NYew/..THESELL-ON-SIGHT” 
SCRAP-TRAP! 





With The Once-A-Month, 
Every-Month Repeat Sale 
You've Been Wanting! 


Every dealer dreams of getting hold of an item 
like Scrap-Trap. For every woman can see at 
sight what it is—and knows at sight that it ends 
one of her messiest, most hated jobs—getting rid 
of garbage. And once a customer has bought a 
Scrap-Trap, she’s a regular customer for Scrap- 
Trap Bags. Your first profit is only one of many 
profits off the sale! 


WHAT IT Is! 


Scrap-Trap is a handy frame, into which you 
fasten a waxed Craft bag. Attach it at a conven- 
ient height anywhere in the kitchen and it takes 
all the garbage, bones, peelings, plate scrapings. 
Water-proof and drip-proof. 


HOW IT WORKS: 


Bag attaches to frame and clips in place. Frame opens 
at a touch, and locks open while you deposit gar- 
bage. Release spring and frame snaps shut, odor- 
proof. When bag is full, detach from frame, fold 
top over, and put bag in outside garbage pail. Never 
get hands dirty, greasy, wet from handling sink- 
strainer or inside garbage pail! 


THE “PROFIT-REPEATER™ 


Scrap-Trap bag sales repeat an average of once a 
month. You supply one 30-bag unit in original 
sale; folks buy these units from you thereafter. Fam- 
ilies usually use one bag a day. Only moisture-proof 
Scrap-Trap bags really work with Scrap-Trap—so 
users have to come back to you! 


Get started with Scrap-Trap without another day’s 
delay! Dealers coast to coast are finding it one of 
the hottest sellers they’ve had—national advertising 


ARBEE PRODUCTS CO., 


GREATER KANSAS CITY KANSAS CITY 17, 
FOOD TERMINAL KANSAS 
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is forcing demand. Send us your inquiry without delay 
so you can cash in! We'll send details of quantities, 
price, generous discounts, by return mail. Fill out and 
mail coupon before you turn the page. 


HANDY DEMONSTRATOR WITH EACH 4-DOZ. ORDER! 
—DOES SELLING FOR YOU! 


Set it up with mass-display and it tells Scrap-Trap’s story— 
fast. Women get the idea and you do no selling—they buy/ 


Use This Coupon Now To Speed Getting Scrap-Trap 


Arbee Products Co., Dept. H 8 

Greater Kansas City Food Terminal, 

Kansas City 17, Kansas, 

Gentlemen: I want to handle Scrap-Trap! Send me com- 
plete details of prices, discounts, and ways you help me sell! 
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Immediate Delivery! 
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Replacement Coils 


FOR SERVICE AND REPAIR 
OF ELECTRIC RANGES 
AND SMALL APPLIANCES 


These fast selling, highly dependable "JIFFY" replace- 
ment coils are now available in unlimited quantities. 
"JIFFY" coils are made from a high grade nickel chrome 
alloy which is totally resistant to alkaline solutions, prac- 
tically all acids, corrosion and heat. All "JIFFY" coils are 
cut to resistance and not to length to insure greater 
accuracy and long life. Special resistance coils can be 
supplied to meet specific requirements. 


“JIFFY” has available compact, economical kits 
of various units which can be used readily for 
repair of most appliances and electric ranges. 
We will furnish gladly on request a list of these 
kits ... their contents and prices. 


THE HARTFORD ELEMENT CO. INC. 


Street 
CONNEC 


274 Windsor 
HARTFORD e 


TICUT 





New officers and an executive 
committee were elected at the 
recent annual meeting of the 





B. C. NEECE 





| Vacuum Cleaner Manufacturers 
| Association which was held in 
| Cleveland, Ohio. 


Neece Elected Pres., Vacuum Cleaner 


Mfgrs. Assn.; 


Other Officers Named 


The officers elected for a two- 
year period included: B. C. 
Neece, vice-president of Landers, 
Frary & Clark, New Britain, 
Conn., president; A. E. Norris, 
president of Regina Corp., Rah- 
way, N. J., vice-president; and 
C. G. Frantz, president of The 
Apex Electrical Mfg. Co., Cleve- 
land, Ohio, secretary-treasurer. 

And the members of the execu- 
| tive committee are: E. V. Ek- 
| man, chairman of the board, 
Electrolux Corp., New York City; 

R. J. Simmons, vice-president, 
| Birtman Electric Co., Chicago, 
| Til.; J. H. Nuffer, president of 
| the Air-Way Electric Appliance 
Corp., Toledo, Ohio; and H. W. 
Burritt, president of the Eureka 
Vacuum Cleaner Co., Detroit, 
Mich. 

The Policy Committee also 
recommended an “increased scope 
of activities,” including the form- 
ing of a publicity committee to 
increase vacuum cleaner interests. 














| Sports Products, MacGregor-Goldsmith 
Form 25-Yr. Club for Vet Associates 


Organization of the 25-Year 
Club of Sports Products and 
MacGregor-Goldsmith, Cincinnati, 
Ohio, sports equipment manufac- 
turers, reveals that a total of 91 
associates in the companies have 
been employed from 20 to 50 

| years with aggregate years of ser- 
vice totaling 2510 years. 

| By popular ballot, officers of 

| the 25 Year Club chosen at a 

| recent meeting included: Harry 

| Niehaus, president; C. J. Brungs, 
vige-president; and Harry Bau- 

mer, treasurer. Harry Overberg, a 

veteran of 25 years’ service, was 
| elected secretary. 

A decorative plaque containing 
| the names of the members has 
been set up in the reception 
room of the general offices in 
Cincinnati. 

Edgar J. Goldsmith, executive, 
topped the veterans’ roster with 
a half century of service. Next 
in years of service is Hugo Gold- 
smith, president, Sport Products, 
Inc., with 42 years. Other man- 
agement veterans include Emil B. 
Goldsmith, with 36 years, and W. 
C. Cowen, with an equal period. 

Other associates with years of 
service exceeding 35 years are: 
Ervin H. Uhl, 40 years; George 
J. Flesch, 39 years; Ray Gossling, 
38 years; Blanche Rossean, 38 
years; Rose Rosseau, 38 years; 
G. Joseph Brungs, 36 years; 








Harry Niehaus, 36 years; Harry 


Baumer, 35 years; Bertha Brown- 
ing, 35 years, and John Insko, 
35 years. 


R. E. VANCE ELECTED 
TO MAYTAG BOARD 


R. E. Vance, assistant to Fred 
Maytag II, prestdent of The May- 
tag Co., Newton, Iowa, has been 
elected to fill a vacancy on the 
company’s board of directors. 

Mr. Vance first worked for the 
company in 1926 as a retail sales- 
man in Monmouth, Ill. He went 
into the factory office in 1928 as 
secretary to W. A. Smith, factory 
manager, leaving a year later to 
accept a position as a bank teller. 
He became financial secretary of 
the late E. H. Maytag in Septem- 
ber, 1936, and served in that ca- 
pacity until Mr. Maytag’s death 
in 1940. Since that time he has 
been secretary to the executors 
of the E. H. Maytag estate. In 
1942, Mr. Vance again became 
affliated with the Maytag com- 
pany as assistant to the president. 





SCHOLL HONORED 
BY SQUARE CLUB 


Fred Scholl, president, Long 
Island Hardware Co., 27-55 Jack- 
son Ave., Long Island City, N. Y., 
was recently honored by the 
Hardware Square Club with a 
gold life membership card. 
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ESTATE STOVE ADDS 
MAUTNER, CONWAY, 
KAHN TO EXEC. STAFF 


The Estate Stove Co., Hamil- 
ton, Ohio, said recently that 
Gs. three men—S. J. Mautner, James 
N. Conway, Jr. and Felix L. 
Kahn—are now with the company 
in executive capacities, 

Both Mr. 
Conway are division sales mana- 
gers; the former in the central | 
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Mautner and Mr. | 





states division, with headquarters 
in Chicago, Ill., and the latter in 
the New England area, with Bos- 
ton as his main office. Mr. Kahn, 
son of A. M. Kahn, vice-presi- 
dent of Estate, returns to his 
work in the sales department 
which he left 4% years ago to 
| enter the Army. 

| Mr. Mautner is fresh from du- 
ties with the Civil Service Com- 
| mission, Cincinnati, Ohio. Prior 
|to this, he was in the sales de- 
partment of the White Sewing 





| Machine Co. Mr. Conway comes 
|from E. B. Badger & Son Co., 
Boston, Mass., and before this he 
was New England manager for 


Columbia Radiator Co. 


PHILA. HOUSEWARE 
CLUB HEARS TURNER, 
GREEN ON BOND DRIVE 


Seventy members of the Phila- 


| delphia Houseware Club met re- 


| cently at 2601 Parkway, Phila- 
delphia, Pa., for a dinner meet- 
| ing at which Alber Turner, U. S. 
| Treasury Dept., spoke on the 
| Victory Loan drive and Edmund 
| Green, sales promotion manager, 
| Rohn & Haas, showed motion 
| pictures on the part war bonds 
| played in this war. 

Mr. Turner said that it is im- 


| perative that bonds be bought, | 


be made 


since provision must 


| for returning servicemen. 


The next meeting of the Club 


| will be held this month for the 


| nomination of officers. 
| 





GERL, SONORA PRES., 
SAYS TELEVISION WILL 
NEED 2% MIL. IN 5 YRS. 


Television throughout 
United States will be a com- 


| mercial reality within a year, said 


Joseph Gerl, president, Sonora 
Radio & Television Corp., Chi- 
| cago, IIL, 
members council of the Denver 
(Colo.) 


| recently. 


“Moreover,” he added, “within 


| the next five years television will 


| revolutionize home __ entertain- 
ment. It will have a tremendous 
effect on consumer industries 


which depend on eye-appeal for 
their sales, and it will provide a 
livelihood for about 2,500,000 peo- 
ple engaged in manufacturing, 
distributing, selling, servicing 
television sets, and broadcasting 
television shows. 

“And experimental television 
Lroadcasts have shown that prod- 
ucts which depend on a visual 
demonstration of their use will 
use television. Soap chips, new 
baking powders, new electric ap- 
pliances and household gadgets 
and the use of new foods—all 
these will be shown in television 
commercials.” 


the | 


speaking before the | 


Chamber of Commerce | 

















JusT A DISTRIBUTOR 
WHO L€T HIS 








NOT A KICK IN A TRAINLOAD 
of These Alert Distributors Who “Got There First” 


and . . . Secured the AUTOMATIC FRANCHISE! 


Alamo Distributing Company, San Antonio, Tex. 
Appliance Distributors, Inc., Chicago, III. 
Appliance Wholesalers, Salt Lake City, Utah 
Arizona Mercantile Company, Phoenix, Ariz. 
Better Home Products, Inc., Nashville, Tenn. 
Bimel Company, Cincinnati, Ohio. 
Louis O. Bowman, Inc., Richmond, Va. 
Brandon Company, Little Rock, Ark. 
Brennan Appl. Distributors, Detroit, Mich. 
J. N. Ceazan Company, Los Angeles, Calif. « 
San Francisco, Calif. * San Diego, Calif. 
Charleston Hardware Company, Charleston, W. Va. 
Dale-Connecticut, Inc., New Haven, Conn. 
Economy Electric Supply Co., Atlanta, Ga. 
Electric Fixture & Sapply Co., Omaha, Nebr. 
Fay-San Distributors, Inc., Buffalo, N. Y. 
Fitzsimmons Company, Rochester, N. Y. 
Florida Radio & Appliance Corp., Miami, Fla. ¢ 
Jacksonville, Fla. * Tampa, Fla. 
Foster Distributin Co., Louisville, Ky. 
Gonrees Electric mpany, Denver, Colo. 
Graybar Electric Comp Phil hia, Pa. 
H. U. Gunther Company, Pittsburgh, Pa. 
Havre Jobbing Company, Havre, Mont. 
Jenkins Wholesale yo we Kansas City, Mo. * 
St. Louis, Mo. * Oklahoma City,Okla. * Wichita, Kans. 
Jennison Hardware Company, Bay City, Mich. 
Lou Johnson Company, Portland, Ore. 
Kane Company, Cleveland, Ohio * 
Columbus, Ohio. * Toledo, Ohio 
Kiefer Sales Company, Fargo, N. Dak. 
Knerr, Inc., Harrisburg, Pa. 
Legum Distributing Co., Baltimore, Md. 
Lewis Supply Company, Birmingham, Ala. 
Lindsay & Morgan Company, Savannah, Ga 
Luckenbach & Johnson, Inc., Allentown, Pa. 
McClain Distributing Co., Charlotte, N. C. * 
Raleigh, N. C. * Columbia, S. C. 
McConnell’s Selectric Co., Scranton, Pa. 
A. Y. McDonald Mfg. Co., Sioux Falls, S. Dak. 
McKay Appliance Co., Seattle, Wash. * Spokane, Wash. 
Mascon Distributors, Inc., Springfield, Mass. 
Metro Distributors, Inc., Boston, Mass. 
Monroe Hardware Company, Monroe, J.a. 
Motor Power Equipment Co., St. Paul, Minn. 
National-Rose Company, Memphis, Tenn. 
Northwestern Auto Supply Co., Billings, Mont. 
Peaslee-Gaulbert Corp., com las, Tex. 
Radio Equipment Co., Indiana — Ind. 
Radio Equipment Co., South Bend, ° 
rand Rapids, Mich. 
Readers Wholesale Distributors, Houston, Tex. 
Republic Distributing Co., Providence, R. I. 
Roanoke Hardware Co., Roanoke,, Va. 
Roycraft-lowa Company, Des Moines, Ia. 
Sieg Home Supply Co., Davenport, Ia. 
Southern Furniture Sales Co., Chattanooga, Tenn. 
Southern Furniture Sales Co., Knoxville, Tenn. 
Spiller Electric Company, Kennebunk, Maine 
Geo. C. Stafford & Bons, Laconia, 
State Distributing Co., Inc., Milwaukee, Wis. 
United Appliance Wholesalers, Grand Island, Nebr. 
Vermont Blectric Supply Co., Rutland, Vt. 
John W. Walter, Long Island City, N. Y. 
Walther Brothers, New Orleans, La. 
Walther Brothers, Montgomerv, Ala. 
Washington Wholesalers, Washington, D. C 


: $ . on 7 ' 
V. A. Williams, E! Paso, Tex. UP 


Williams, Inc., Peoria, I 
IN CANADA a 
Economy Distributors & Importers, Ltd., 
Regina. Susk. 
Wamac Distributors. Ltd., Toronto, Ont. 













Made 1908 by 
AUTOMATIC WASHER COMPANY 


in Newton, lowa Since 

















It’s PROFITABLE 
To Sell Quality Products 


like PARKER joots 


TOOLS 





For instance, you must 
double your volume of 
trade, which in turn, calls 
for additional overhead, 
additional sales expense, 
additional floor space. 
With a quality line like 
Parker’s, you eliminate dis- 
satisfied customers and an 
accumulation of complaints, too frequently the result 
of cheaper merchandise. 

Multiply the greater profits, the better satisfied 
customers from sales of Parker Small Hand Tools 
by a period of years. Quality pays immediately 
and in the long run too. 

There'll be some new products in the quality 
line of Parker Small Hand Tools soon. Watch 
for them. 





Parker 
PARKER MANUFACTURING CO. 


WORCESTER I, MASS., U.S. A. 





Bethlehem Steel Names Homer Pres.; 


Grace Still Chief Exec. Officer 


The Bethlehem Steel Corp., 
Bethlehem, Pa., reported recently 
that Arthur B. Homer has been 
elected president and Eugene G. 
Grace, one of the top steel men 
in the industry, has been named 
chairman, a position unfilled 
since Charles Schwab’s death in 
1939, 

Directors of the company have 
not as yet appointed a successor 
to Mr. Homer as vice-president 
in charge of ship building. 

Mr. Homer, with the company 
since 1919, has held various posts, 
including ones in engineering, 





production and sales. For five 
years he was at the general 
headquarters in Bethlehem; later, 
he was stationed at Quincy, 
Mass., and at New York. He was 
elected a director and named 
vice-president in 1940. A gradu- 
ate of Brown University, Mr. 
Homer was in the submarine ser- 
vice as a lieutenant in World 
War I. 

Mr. Grace, president of the 
company since 1916, will con- 
tinue as chief executive officer, 
presiding at the quarterly press 
conferences and the official meet- 
ings. 








WESTERN MART PLANS 
NEW BUILDING 


The Western Merchandise Mart, 
1355 San Francisco 3, Calif., 
plans a new addition to its 
present building which will be 
half as large again. Property 
rights have been acquired and 
when completed the new build- 
ing will occupy the entire block 
from Ninth to Tenth Sts., bound- 
ed in the rear by Stevenson and 
Jessie Sts. 


AL MILLER HEADS 
PEARL-WICK SALES 


Pearl-Wick Corp., Long Is- 
land City, New York, announces 
that Alfred Miller, who just 
received his honorable discharge 
from the U. S. Army Air Corps, 
has rejoined the company as its 
national sales manager. Mr. 
Miller will be in complete charge 
of all sales activities and sales 





policies. Before he volunteered 
in the Air Corps, Mr. Miller was 
a Pearl-Wick salesman. He had 
worked in the factory, making 
hampers. 

HOWES, ASST. SALES MGR. 
STEEL EQUIPMENT DIV., 
BERGER MANUFACTURING 


Charles E. Howes has been ap- 
pointed assistant manager of 
sales, Steel Equipment Division, 
of the Berger Mfg. Division, Re- 
public Steel Corp., Canton, Ohio. 
Mr. Howes has served continu- 
ously with Berger for the past 20 
years, occupying various positions 
in the sales department of the 
steel manufacturing concern. 

In 1936 he became manager of 
kitchen cabinet sales, occupying 
that position until his current 
promotion. During the war, Mr. 
Howes devoted his entire time to 
the training of war workers em- 
ployed at the Berger plant No. 2. 











NAM PRESIDENTS—PAST AND PRESENT: The first to con- 
atulate Robert R. Wason, president, Manning, Maxwell & 


loore, Inc., New York, who 


National Association of Manufacturers at its Golden 


was elected president of the 


Anniver- 


sary Congress of American Industry, was Ira Mosher, presi- 
dent, Russell Harrington Cutlery Co., Southbridge, Mass., re- 
tiring head of the NAM. 





HARDWARE AGE 
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SHERWIN-WILLIAMS | The other new product is a new 
ELECTS DIRECTORS | hormone type weed killer to be 
At the annual stockholders’ | *2°¥™ #8 “Weed-No-More.” 
moving of The Sherwin Wic|  At,s meting following th 
liams Co., held recently, two of directors appointed M. J. 
Fortier vice president and gen- 
eral manager of The Sherwin- 
Williams Company. Sol B. Cool- 
idge was appointed vice pres- 
ident and director of auxiliaries 
which includes the management 
of the company’s smelters, oil 
mills, and pigment and can 

manufacturing plants. 





NATIONAL SILVER CO. 
EXPANDS MASS. PLANT 


The National Silver Co., Taun- 
on, Mass., has expanded its plant, 
according to H. S. Berk, vice- 
president, who said that the ex- 
pansion would “increase output 
more than 20 per cent” and that 
GORDON H. ROBERTSON the “plant’s payroll will be upped 


another 20 per cent.” 
} 


new members were elected to} 
the company’s board of diree- | 
tors. These ‘are: Charles M.| 
Lemperly, vice-president and | 
director of sales, and Gordon | 
H. Robertson, vice-president and 
general manager of The Acme 
White Lead and Color Works, 
Detroit, a Sherwin-Williams 
subsidiary. 

In his report to the stock- 
holders, A. W. Steudel, president 
of the company, announced that+ 
sales for the first quarter of the 
company’s fiscal year are 5 per- 
cent ahead of last year not- 
withstanding the critical short- 
ages of a number of important 
pigments and oils, and the ter- 
mination of war contracts. 

Mr. Steudel also announced | 

















PAUL WOLK 
two products which will soon president of Bickford Bros., 








go on the market, one of which 
is “Pestroy DDT” concentrate 
for use in commercial buildings 
of all types and for farm use. 





CHARLES M. LEMPERLY 
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Rochester and Buffalo, N. Y., 
who is chairman of the newly 
formed Honest Distribution 
Committee comprising manu- 
facturers, distributors and re- 
tailers who have banded to- 
gether “to combat the evil forms 
of distribution.” 











DUPONT PLANS 
| 18.STORY ADDITION 


| E. I, duPont deNemours & Co., 
| Inc., Wilmington, Del., has an- 
nounced plans for the construc- 
tion of a third section to the 
Nemours building in Wilmington. 
The addition is to be 18 stories in 
height and when completed will 
result in the building occupying 
the entire area bounded by 10th, 
llth, Orange and Tatnall Streets. 
The building will be completely 
air-conditioned and will include 
many other up-to-date office build- 
ing features. 











Size 
31" 


From beginning 
to end... 


From the raw steel—produced by 
the world’s largest manufacturer of cut- 
ting steels—to the finished, packed 

product, Camillus knives are made to 
top-quality standards...quality in 
every part of the knife . . . quality that 

is essential to long-lasting service, 
satisfied customers and repeat busi- 
ness. Get the greatest return from 
your pocket knife business—look for 
the fine quality line made by one 
of the oldest and largest manufac- 
turers of knives in America— 
Camillus Cutlery Company, New 
York 17, New York—a business 
founded in 1876 by Adolph 


Kastor. 
§ a # 
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FRED STOCKER 


STOCKER PROMOTED TO 
PRESIDENCY OF NAT’L 
STAMPING & ELECTRIC 


Lake St., Chicago, IIl., has been 
promoted to president. 





| vide retailers with a means for 


Special Retail Trade 
To Provide 


A special survey of retail trade | 


in 1945 to be gotten under way 
shortly after the beginning of the 
year has been announced by J. C. 
Capt, director of the Census 


Bureau, Washington, D. C. This | 


survey, which will make available 
information on trends in 
and inventories in 1945, is to pro- 


sales 


| taking stock of their position as 


peace-time 


moves into the figst 
year. The returns 
will be tabulated so that it will 


business 


| be possible for individual retail- 


ers to make a comparison of 
their own experience in sales, in- 
ventories, and __ sales-inventory 
ratios with firms in the same kind | 
of business of a comparable size | 


|and in the same geographic re- | 
Fred Stocker, National Stamp- | 
ing & Electric Works, 3213 W. | 


Mr. Stocker, who moves from | 


the vice-presidency to his new 


post, began with the company in | group, automotive group, lumber- 


1920 as advertising-sales mana- 
ger. 
made treasurer and in 1932 he 
became vice-president. 





LOUISVILLE TIN & 
STOVE HONORS PEARCE 
FOR 50-YR. SERVICE 


The Louisville Tin & Stove 
Co., 737 S. 


“L. L. Pearce Day” for Leslie 
L. Pearce, manager of the stove 
department, who has been with 
the company 50 years and is the 
oldest employee both in seniority 
and age. 

Employees of the plant con- 
gratulated him at a special cere- 
mony and John L. Wrege, pres- 
ident, gave him a large basket 
of flowers. Later, at a dinner in 
his honor given by the board of 
directors, he was presented with 
a diamond-studded gold service 
pin patterned on the company’s 
trademark, “Progress Since 1888.” 

Mr. Pearce, the only member 
of the company who has attained 
a half century of service, started 
as a tinworker. 


APPLIANCE INDUSTRIES 
BUYS LOT, BUILDINGS 


The Appliance Industries of 
America, Chicago, Ill., makers of 





Steadi-Glo electrical appliances, | 


recently bought a two-acre lot 
and buildings at 1830 N. Win- 
chester Ave., that city. The build- 
ings will be remodeled and there 
will be a consolidation of a com- 
plete machine and metal working 


100 


Two years later, he was | 


gion, 

Mr. Capt stated that the results 
will be shown for some 44 kinds 
of business in 15 groups. Among 
them are: General merchandise 
group, furniture-household-radio 
building group, and hardware 
group. 





Survey for ’45 
Comparative Statistics 


Tabulations will be published 
| to show kind of business and size 


of store figures not only for broad | 


geographic regions and_ the 


country as a whole, but for large | 


cities and states where represen- 
tative reports are obtained. Re- 
tailers will be classified into sales 
size groups and necessary infor- 
mation will be published for such 
groups, 

The reporting schedule which 
retailers will be asked to fill out 
will be a very brief one requir- 
ing information that the 
retailer normally maintains. The 
report form requests information 
on the dollar value of the re- 
tailer’s sales in 1945 and in 1944 


only 


and the value at cost of his 1945 | 


and 1944 year-end inventories. 

Mr. Capt pointed out that this 
survey is authorized by law and 
that the returns will be accorded 
confidential treatment in accord- 
ance with Census law. The re- 
ports filed by the ‘retailers are to 
be used solely for the preparation 
of statistical summary informa- 
tion. 








tool and die shop with infrared 
painting and baking facilities. | 
Sales offices of the company will | 
be maintained at the Furniture 
Mart, 666 Lake Shore Drive. 





| WESTINGHOUSE FREEZER 
13 St., Louisville, | 
Ky., wholesalers, recently held | 


REFRIGERATOR 
SPECIALIST 


R. E. Brown has been ap- 
pointed Pacific Coast supervisor 
of domestic refrigerators and 
home freezers for the Westing- 
house Electric Appliance Divi- | 
sion, Mansfield, Ohio. 

Prior to joining Westinghouse, | 


Mr. Brown was associated for 
five years with Frigidaire as 
sales manager in its Portland, 
Oregon, district, and for two 
years with General Electric as 
sales engineer in its Spokane 


area. For the last three years he 
has been acting as field super- 
visor for the Moore Dry Dock 
Co. 

In his new capacity, Mr. 
Brown will be responsible for 
the promotion and sales of do- 
mestic refrigerators and home 
freezers, 
dealers, in 
Coast area. 


the entire Pacific 


through Westinghouse | 


| has left the 








W. W. FRENCH, JR. 


COL. FRENCH REJOINS 
MOORE-HANDLEY CO. 


Lieut. Col. W. W. French, Jr., 
Army, where he 
served with the Quartermaster 
General’s office for three years, 
to rejoin the Moore-Handley 
Hardware Co., Birmingham, 
Ala., hardware wholesalers. He 
is vice-president of .the company 
and has been associated with it 
for about 20 years. 


JERRY McINTYRE JOINS 
BENNETT-IRELAND 


R. E. Dean, sales manager of 
Bennett-Ireland, Norwich, New 
York, has announced the appoint- 
ment of J. E. McIntyre as its 
New York metropolitan area 
representative for the Bennett 
line of fireplace and construction 
items and the Ireland line of 
farm hoists. Mr. McIntyre has 
been with the Cyclone Fence Co. 
for several recent years and is 
well known among distributors 
and dealers in the metropolitan 
market. 








NEW RAY -O- 
VAC SALES DIS- 
TRICTS: The di- 
vision of sales ter- 
ritories into four 
districts recently 
was announced 
by the Ray-O- 
Vac Co., Madi- 
son, Wis. These 
men, from left to 
right, will head 
the new districts: 
J. A. Melilney, 
eastern division— 
New York; A 
Hipshman, West 
Coast—San Fran- 
cisco; Walter Set- 
tle, Midwest 
Chicago; George 
A. Shipley, south- 
ern division 
Memphis, Tenn. 
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PSON-WALTON tackle blocks are engineered so that the top 
or standing block can withstand not only the weight of the load 
but the hoisting strain as well. All U-W Safe Working Loads are 


























of yg on this basis. In many cases it is not necessary to use a shackle 
= at the top connection when you use U-W blocks—yet they cost no 
2 more than any other brand. 
its 
~ * Compare these greatly increased Safe Working Loads! 
“7 USUAL UPSON-W ALTON’S 
on SAFE WORKING SAFE WORKING 
of OAD LOAD 
aS OP MM cncdiiceiscas 200 Ibs. 300 Ibs. 
o. SP i os.6:0.06568006 300 Ibs. 535 lbs. 
S. a 400 lbs. 640 lbs. 
rs OP Ti 6.0046 60s 20600 400 lbs. 510 lbs. 
bb d-6s0866eee 550 Ibs. 1040 Ibs. 
= EP Te akvontss «ene 700 Ibs. 1460 Ibs. 
Sineck 5000080000 500 lbs. 880 Ibs. 
| rr 750° Ibs. 1370 Ibs. 
| er 1000 Ibs. 2030 Ibs. 
IS cans cedéscice 1000 Ibs. 1420 Ibs. 
6” Double............. 1500 Ibs. 1900 Ibs. 
ge 2000 Ibs. 2750 Ibs. 
ot | EPR ererrere 1500 Ibs. 1700 Ibs. 
Fo Ds 00606200600 2000 Ibs. * 2580 Ibs. 
To EM so 6p ecocccnee 2500 Ibs. 3000 Ibs. 
0 ee 1700 Ibs. 2200 Ibs. 
OP Rs sos sccdcases 2450 Ibs. 2850 _ 
OP TEIBERs ccc cccccccses 3200 Ibs. 3500 Ibs. 
Gnabtiched 1671 ee ere 2600 Ibs. 2700 Ibs. 
197 TGs 06 se sceccces 3400 lbs. 3650 lbs. 
10? THN os cocctscoeus 4200 Ibs. 4900 Ibs. 
BF Fs kb Sb csccrdows 3000 Ibs. 3050 Ibs. 
Tg | ers 3750 Ibs. 4600 Ibs. 
12° Triples ccc.ccccccees 4500 Ibs. 6250 Ibs. 
Copyright 1945—The Upson- Walton Company 








THE UPSON-WALTON COMPANY 


WMauupacturers of Wire Rope. Wire Rope Fittings. “Jackle Blocks 
MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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‘MICHAELS PRODUCTS > 


for your future plans 






















































Type “A” shown above 
may be applied to either 
wood or hollow-metal 


bevel doors. Or as a stop bead, or 
at bottom of doors. 


adjustable Astragals 




















Type “E” Mortise Astragal may be applied to bull-nose hol- 
low-metal or wood double doors, or at bottom of doors. 
Michaels Adjustable Astragals are “naturals” for 
hardware dealers. Made of extruded bronze or 
nickel, they are designed to compensate for ex- 
pansion or contraction of doors and to keep them 
closed as tightly as possible. They prevent draughts, 
air currents, and help to keep out dirt and dust. 
Michaels Astragals are simple, practical, rugged, 
easily installed and adjusted, and are available in 
several styles for any type of door. Send for litera- 
ture containing complete details and specifications. 


OTHER MICHAELS PRODUCTS 


Grilles and Wickets 
Kick and Push Plates 


Fixtures for Banks and Offices 
Welded Bronze Doors 


Elevator Doors Push Bars 

Elevator Enclosures Wrought Iron and Bronze Lighting 
Check Desks (standing and wall) Fixtures 

Lamp Standards Wire Work 


Cast Thresholds 

Extruded Thresholds 

Extruded Casements and Store 
Front Sash 

Bronze and Iron Store Fronts 

Bronze Double Hung Windows 

Bronze Casement Windows 


Marquise 

Tablets and Signs 

Name Plates 

Railings (cast and wrought) 
Building Directories 

Bulletin Boards 

Stamped and Cast Radiator Grilles 


THE MICHAELS ART BRONZE CO.,Inc., Covington, Ky. 


Manufacturers since 1870 of many preducts in Bronze, 
Aluminum and other metals 
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EUGENE L. JOHNSON 


Eugene L. Johnson, 78, vice- 
| president of the Shapleigh 
Hardware Co., St. Louis, Mo., 
wholesale hardware firm, passed 

away Dec. 8, 1945, after a brief 
| illness. 

Though serving with the 
Shapleigh organization since 
1903, Mr. Johnson began his 
hardware carrer in 1881 when he 
was employed with the Johnson 
Brothers & Leeper Hdwe. Co., of 
Cincinnati, which had been or- 
ganized by his father and uncle 
and William B. Leeper. For that 
firm he later covered Ohio and 
southern Indiana. 


In 1903 he joined the Norvell- 
Shapleigh Hdwe. Co. and in 
1910 was elected a director of 
the Shapleigh Hardware Co., 
after having served asa salesman 
in Indiana and then as buyer of 
the house furnishing goods de- 
partment. In 1912 he went to 
Arizona to regain his health, 
representing the Shapleigh com- 
pany there. He was elected assis- 
tant secretary in 1923 and in 
1941 became vice-president in 
charge of purchases, catalog 
work and advertising. 

Mr. Johnson was a 32nd de 
gree Mason and Shriner; a mem- 
ber of the Pilgrim Congrega 
tionl Church in St. Louis. He 
leaves his widow, three daughters 
and a son, Eugene L. Johnson, 
Jr.. of Utica, New York. 


F. J. LEWIS 


Fitz James Lewis, 70, owner of 
the Hardware & Furniture Co., 
Hammond, La., died recently at 
his home in Mandeville, La., from 
a cerebral hemorrhage. 

Mr. Lewis had been chief en- 
gineer on the construction of the 
Pacific locks of the Panama 
Zanal. When the job was finished, 
Mr. Lewis locked the first ship 
through, the SS Santa Clara. 

He returned from the canal 
zone to accept the position of 
chief test engineer with Hall 
Scott Motor Co., San Francisco, 
Calif. Following this, he went 
with the Guggenheim Exploration 
Corp. to Tocopilla, Chile, S.A., 
as chief engineer in charge of 
power development for the Ana- 
conda copper mines. 


When he returned from thie 
assignment, Mr. Lewis entered 
the hardware business in Ham- 
mond. 





Surviving besides his widow are 





one son, two daughters, five 
grandchildren, six sisters and 
six brothers. 


—_— 


ELMER E. HENKLE 


Elmer E. Henkle, 82, retired 
co-founder of Henkle & Joyce 
Hardware Co., 800-812 Q St., 
Lincoln, Neb., wholesalers, died 
recently at his home in that city 
after a lengthy illness. 

First associated with Harborn- 
Taylor, Omaha, Neb., Mr. Hen- 
kle soon thereafter bought an 
interest in the Zehrung-Ryer- 
son hardware firm. Later, as 
Zehrung & Henkle, his company 
purchased the Baldwin Bros. 
hardware business. 

In 1901 he formed Henkle & 
Joyce, along with two associates, 
Robert Morrison and Robert 
Joyce. 

Mr. Henkle was the last sur- 
viving member of the original 





E. E. HENKLE 


group of Elks in Lincoln, and 
a member of the Lincoln Board 
of Education, as well as a mem- 
ber of that city’s Chamber of 


Commerce. 


Surviving are three sons, a 
sister and six grandchildren. 





M. G. WHITE 


Marshall G. White, 57, secre- 
tary-treasurer, Stratton - Warren 
Hardware Co., wholesalers, Mem- 
phis, Tenn., died Dec. 15 at 
Methodist Hospital, that city, 
from a heart attack. Mr. White, 
with the company since 1913. 
went to Memphis in 1906 to join 
the former L. M. Stratton Co. 
and became associated with 
Stratton-Warren when it was or- 
ganized. 


HARDWARE AGE 
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ALFRED L. SHAPLEIGH 


As Harpware AGE goes to 
press word has been received of 
the passing of Alfred L. Shap- 
leigh, chairman of the board of 
the Shapleigh Hardware Co., 
wholesale hardware firm of St. 
Louis, Mo. 





J. T. BRASWELL 


John T. Braswell, 61, board of 
directors chairman with the King 
Hardware Co., wholesalers, 490- 
504 Marietta St., N. W., Atlanta, 
Ga., died Dec. 14 at his home in 
that city. 

Mr. Braswell joined the com- 
pany in 1903 as a stock clerk. 
From this job he was promoted, 


successively, to salesman, paint |. 


department manager, builders’ 
hardware department manager, 
city salesman, assistant store 
manager, then manager, branch 
store manager, vice-president, 
vice-president and sales manager; 
and, finally, in 1945, chairman of 
the board. 

He was at one time director of 
the Atlanta (Ga.) Retail Mer- 
chants’ Assn. and an honorary 
member of the Traveliers’ Club. 

He is survived by his widow, 





J. T. BRASWELL 
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mother, two daughters, two sons, 
two grand-children, three sisters 
and two brothers. 





J. D. SINGER 


J. D. Singer, 57, member of 
Singer & Singer Hardware, Lump- 
kin, Ga., died recently at Patter- 
son hospital, Cuthbert, Ga., after 
a brief illness. 

Mr. Singer was at one time 
mayor of Lumpkin and a mem- 
ber of the city council. 

He is survived by his widow, 
three sons, one daughter, two 
grandchildren, one brother, two 
sisters, two aunts and_ several 
nieces and nephews. 











BLAKE B. BELL 


72, president of Starline, Inc., 
Harvard, Ill., died at his home 
in Pasadena, Calif., on Dec. 2, 
after an illness of several weeks. 
Mr. Beli, born in Ontario, Can- 
ada, but raised in this country, 
joined Starline in 1898 as a 
shipping clerk. Successively, he 
became salesman, sales mana- 
ger and secretary-treasurer. In 
1932 he was made president. 
Word of Mr. Bell’s passing was 
received as the December 20, 





1945, issue of Harpware AcE | 
went to press and was duly re- | 


corded on page 161 of that issue. 








C. A. HILL 


Charles A. Hill, for more than 
60 years a hardwareman in Salem, 
Mass., died recently at Salem hos- 
pital, that city, after a short ill- 
ness. 

Mr. Hill began his career 63 
years ago with his uncle, whose 
store was on Essex St. Later Mr. 
Hill moved to his own store at 
78 Washington St. 

Survivors include a daughter, 
two sisters and several nieces and 
nephews. 














Specialized 


TAX HELP 


por Retailers 





Get THE FACTS pec ance 2 tccens ce 


problems from the 1946 edition for Fairchild’s 
INCOME TAX GUIDE for RETAILERS. Harold 
Gold and Louis Haimoff, the authors, answer your 
questions about the new tax law, explain just what 
it means to you as a retailer, and give specific tax 
information every retailer should know if he wants 
to obtain maximum profit from his operations 
throughout the year. 


The 1946 edition features a new supplement devoted 
entirely to tax-saving suggestions. The price this 
year... only $2.75 per copy! Ready about January 5. 


If These Questions Stump You... How does the 
new tax law affect your business? What are the five 
tax ways by which you can build up your cash posi- 
tion? What tax deductions can you legally take? 
How can you avoid unnecessary taxes? Where can 
you save tax money in year-round operation of your 
business? Then By All Means Use The Coupon! 


Fairchild Publications, 
8 E. 13 St., N. Y. 3, N.Y. 


Send me .... coples of the 1946 edition of Fairchild's INCOME TAX 
GUIDE for RETAILERS @$2.75 per copy. (Add 1% sales tax If 
delivered In N. Y. C.) 1! also understand that if after five days this 
book does not meet my needs, | may return It for a refund. 


C) Payment enclosed @ $2.75, prepaid price. 
0 Please bill me @ $2.75 pius mailing charge. 


ME, val ocschicodaatthedads ckesseaberoksshas winds shundtsebinebebandana 
a he re , 
Address 


City .... jeckabnshiee .. PO Zone . 
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GOLD WATCHES FOR SERVICE: Eight new members of the 25-Year Club of The 
Wooster Brush Co., Wooster, Ohio, were presented with gold watches by Walter R. Foss, 


company president, at the annual banquet held recently. 


This club, organized in 1936 


with 17 charter members, has grown to 37 of which 33 have completed a total of 1043 
years of service with the Wooster organization. Shown here, front row, left to right, are: 


Albert Wepler, Bernice Thomas, Doris Williams, and William Stoudenheimer. 


Standing, 


left to right, are: John Glasgow, Joseph Kistler, Walter Foss, Fred Doty, and Howard Zook, 











JENKINSON HEADS NEW 
GUN DESIGN DIV., 
MARLIN FIREARMS CO. 

Robert Jenkinson recently was 
placed in charge of a new gun 
design and development division, 
Marlin Firearms Co., New Haven, 
Conn. Mr. Jenkinson, who ac- 
cording to company officials has 
guns bearing his name, is cur- 
rently working on a new model 
single - trigger, over - and - under 
shotgun, with a trigger shift for | 
barrel selection near the thumb. 
He is also designing improve- 
ments for Marlins’ lever-action 


22. 


BEACON SALES CO. 
BUYS NEW BUILDING 


The Beacon Sales Co., 195 
Bowery, New York City, distribu- 
tors of electrical appliances and 
supplies, recently purchased the 
five-story building at 161 Chrys- 
tie St., that city. According to 
H. B. Cowen, buyer for the firm, 
this acquisition will be altered 
and connected with the present 
property at 195 Bowery. 


MOLLY ROSEN, PRES. 
ASST., CONCORD STEEL 


Miss Molly Rosen, vice-presi- 
dent and manager of the affili- 
ates, J. B. Kendall Co., Washing- 
ton, D. C., and J. B. Kendall, Inc., 
Norfolk, Va., is returning to New | 
York City in Jan., 1946, to act as | 
assistant to the president of Con- | 
cord Steel Corp. and Concord Ex- | 
port-Import Corp., with head- | 
quarters at 120 Wall St. While | 
relinquishing her duties as mana- | 
ger of the J. B. Kendall com- | 
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| Steel Corp., in New York City, is 


panies, she will remain vice-presi- 
dent of both companies. John L. 
Lauritsen, formerly of Republic 


now general manager of J. B. 
Kendall Co. 


COPPERWELD STEEL 
MARKS 30TH ANNIV. 


lo commemorate its thirtieth 
anniversary, the Copperweld Steel 
Co., Glassport, Pa., recently is- 
sued a booklet entitled “30 
Years,” which tells by means of 
illustrations and photographs and 
full textual material the history 
of the company and its opera- 
tions. 





EMERSON RADIO NAMES 
SYRACUSE OUTLET 


The L. Gordon Distributing | 
Co., Syracuse, N. Y., has been | 
appointed distributor for the 
Emerson Radio & Phonograph | 
Corp., New York City. The Gor- 


don organization will cover a ter- 
ritory which includes Syracuse 
and 18 counties in central New 
York State extending from the 
Canadian border through Susque- 
hanna County, Pa. 


BIRREN IS COLOR 
CONSULTANT WITH 
PARAFFINE COS. 


Faber Birren, national color 
and design authority, has been 
named color consultant by The 
Paraffine Cos. Inc., San Fran- 
cisco, Calif., according to H. J. 
Lilleston, manager of the floor 
covering division. He will work 
with Pabso’s staff, which is head- 
ed by A. E. Lawrence, design 
director. 


PLASTICS SOCIETY 

' PREPARES BOOKLET 
The Society of the Plastics In- 
dustry, Inc., 295 Madison Ave., 
New York City, has just prepared 








Hardware Dealers Commended 


For Vigorous 


The approximately 17,500 hard- 
ware stores of the nation which | 
have been active participants in | 
the current Victory Loan drive | 
were recently given national 
recognition for their bond-selling | 
efforts on the American Broad- 
casting Company’s Don McNeill 


Victory Loan Activity 


standing Victory Bond achieve- 
ments were cited as indicative of 
the fine accomplishments of 
America’s hardware dealers, and 
Herbert A. Lynes, merchandise 
and promotion manager, NRHA. 

Mr. Elliott, who sold over 
$2,000,000 worth of bonds in pre- 


Breakfast Club program, hear| vious campaigns, also played a 


over 240 radio stations. 


conspicuous part in making Gar- 


Joining Mr. McNeill in pay- | rard County, of which he was 
ing tribute to the dealers were | finance chairman, the first Ken- 
W. M. Elliott, hardware retailer | tucky county to go over its quota, 


of Lancaster, Ky., whose out: | 


topping it by 100 per cent. 











a 36-page illustrated booklet on 
plastics entitled, “Plastics, The 
Story of an Industry.” This book- 
let, according to the Society, 
answers such questions as “What 
are plastics?” How are they 
made?” “What will they do?” 
and “Where can I get training 
that will fit me to enter the in- 
dustry?” Such queries have often 
been asked the Society, members 
report, and it is the purpose of 
the booklet to answer them. 





ARRCO PLAYING CARD 
HOLDS OPEN HOUSE 
TO SHOW NEW OFFICES 


The Arrco Playing Card Co., 
200 Fifth Ave., New York City, 
held open house on Nov. 15 so 
that friends and customers could 
see the newly decorated offices 
which, according to Morton F. 
Fisk, vice-president of the New 
York office, have “a luxurious 
homelike atmosphere.” 

These offices, explained Mr. 
Fisk, won’t be maintained merely 
for show. There is a brick fire- 
place in the polished walnut in- 
terior, leather chairs and incan- 
descent lighting. 





MEMCO OPENS 
NEW CAFETERIA 


The Moore Enameling & Mfg. 
Co., West Lafayette, Ohio, re- 
cently opened its new plant cafe- 
teria, at which 275 Memco em- 
ployees were guests of the man- 
agement. 





BLACKMAR QUITS ARMY 
TO JOIN WASHBURN CO. 
AS N. Y. SALES REP. 

W. Edgar Blackmar, for the 
past three yeats with the Air 
Corps as a lieutenant colonel, 





W. E. BLACKMAR 


has returned to The Washburn 
Co., Worcester, Mass. He will 
headquarter at the New York 
City sales office, 105 Duane St. 

Mr. Blackmar resigned from 
the company in 1942 to enter the 
Army as a first lieutenant; soon 
thereafter he was promoted grad- 
ually to lieutenant colonel. 

He is a graduate of Lehigh 
University. 
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@ Hardware dealers all over the country are cash- 
ing in on the sale of Stewart products. A few are 
shown below. There are many others in iron, wire 
and bronze. You make no investment, and you are 
not required to carry any stock. Plan NOW to get 
your share of a tremendous backlog of this business. 
Write for complete details. There is no obligation 
whatever. 














Cops aN, 





Stewart Chain Link Wire Fence will be available in various 
heights and weights with or without barbed wire overhang. 
Style 0TH shown. 





Stewart Wire Window 
Guards fit any size 
or shape opening. 
Available now for 
protective purposes. 

















Stoop Railings are 
used extensivelyby / — 
builders of 

homes. Made in kh 
various designs. \ 










































































Stewart Plain and Ornamental Iron Railings for stairs, porches 
and balconies will be available in a wide variety of standard 
designs, or built to meet specifications. 





THE STEWART IRON WORKS CO., INC. 
1337 Stewart Block Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 
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SPECIAL V-BELT 
ASSORTMENT FOR 
HARDWARE STORES 


gine 


FOR SMALL DRIVES 




































This attractive Gilmer V-Belt assortment contains 
the 35 most frequently requested belts. It enables 
you to fill orders for 887 different light-duty V-Belt 
requirements, including leading makes of washing 
machines, oil burners, power tools, home workshop 
equipment and other small appliances. 


The Gilmer “Eye-Ful” Tower Assortment is spe- 
cially selected for the Hardware Retailer. It is excep- 
tionally attractive and compact—small enough to go 
on counter or in window without crowding. 


Profit from the highly desirable V-Belt replacement 
business. This Gilmer assortment, No. 350, together 
with selling accessories, costs only $21.01. Your 
profit is $14.01. Sign and mail coupon today. 


] 





L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. o 


Division of United States Rubber Company * 


I 
1 
I 
I 
I 
I 
I 
1 
1 
I 
I 
1 
| 
I 
I 
I 
l 
I 
i 
I 
I 
1 
4 





— 

i } 
i L. H. GILMER COMPANY ! 
" Tacony, Philadelphia 35, Pa. | 
1 Send me the complete Gilmer “Eye-Ful'’ Tower Assortment, ! 
| No. 350, as follows: i 
I 1—35 assorted V-Belts for household appliances. I 
I 2—Gilmer Hanaimeter (Patented) for quick measuring of belts. I 
I 3—Display stand, sign, inventory form. I 
I 4—Gilmer Belt Catalog, “America’s Belt Bible’’. | 
I Bill me $21.01 through your nearest jobber. l 
1 a on 0S 0's en eA Sen as sli a 4G i 
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UNIT SALES 
LARGER 















































EYE APPEAL 
GREATER 


ALUMINUM 
The Buy-Word 
in Modern Homes 


The war focused the world’s attention 
on Aluminum; and the pressure of war 
needs accelerated the development of 
improved alloys and finer, more bril- 
liant and more lasting finishes for this 


modern metal. 


The American Housewife is expecting 
new tools for her work, with greater 
convenience and colorful beauty, fab- 


ricated from the light metals. 


It Points the Way 

to Greater Profits 
Faster Turnover—Larger Unit Sales— 
Greater Eye-Appeal ... the Mercury 
3-Way Plan means quicker sales, 


more profit per sale and easier sales. 






Aircraft Technique 
in Industrial Products 





Mercury Aincract NC. 








CHESNUT RETURNS TO 
NOBLITT-SPARKS AS 
GEN’L SERVICE MGR. 
Robert A. Chesnut has return- 
ed to Noblitt-Sparks Industries, 
Inc., Columbus, Ind., as general | 





R. A. CHESNUT 


service manager, reports G. W. 
Thompson, vice president. 

For the past three years Mr. 
Chesnut, a graduate of Indiana 
University, was a Navy lieu- 
tenant. Before enlisting, he was 
in the adjustment department; 
his new duties will include the 
building of a service department 
for the complete line of Arvin 
products. 

This line comprises 19 types 
of home radios, many electrical 
appliances, the Arvin hot water 





car heater, metal furniture and 
other Arvin family products. 





AMER. TRANSFORMER 
CO. BUYS LAND TO 
BUILD NEW PLANT 


The American Transformer Co., 
Newark, N. J., announced re- 
cently through its president, 
Thomas M. Hunter, the acquisi- 
tion of a tract of land located on 
Vauxhall Road in Union town- 
ship, N. J. The site is located on 
the Raritan Valley Railroad 
which affords ample facilities for 
servicing through the proposed 
siding. This land has been pur- 
chased for the purpose of con- 
structing a modern manufactur- 
ing plant to handle increased 
post-war production. 





SILVERMAN RETIRES 
AFTER 40 YEARS AS 
STEEL PROD. SALESMAN 


L. N. Silverman retired on Dec. 
31, 1945, after serving the Ameri- 
can Steel & Wire Co., Cleveland, 
Ohio, for 44 years as sales cor- 
respondent. Mr. Silverman sold 
steel products to Michigan and 
Illinois dealers for more than 40 
years and claims to have the dis- 
tinction of having sold wire fence 
to the dealer trade longer than 
any other man in the United 
States. He plans to retire to his 
farm near Naperville, Ill., where 
he has been engaged in general 
farming and the raising of silver 
foxes since 1925. 








Hage Armory Exhibit 


Heralds 


‘Relighting American Program” 


Under the sponsorship of the 
General Electric Co., lamp dept., 
Nela Park, Cleveland 12, Ohio, 
members of the lighting industry 
combined to present their cur- 
rent production and post-war 
thinking and design plans in 
an exhibit at the 17th Regi- 
ment Armory, Park Ave. and 
34th St., New York City. Styled 
as the “Victory Lighting Jubilee” 
and adopting as its theme, “Re- 
lighting America,” the exhibit 
was open to buyers and the ac- 
credited members of the industry. 


The show, built about 134 ex- 
hibit booths created and main- 
tained by leading fixture and 
portable lamp manufacturers, 
highlighted newest developments 
for home and commercial pur- 
poses. Among the developments 
shown were the latest improve- 
ments in fluorescent lighting fix- 
t’ -ce such as the “Circline,” fea- 





turing circular tubing and the 


“Slimline” which requires no 
starters, starts instantly and has 
a single pin. On view also were 
various types of starters for fluo- 
rescents; germicidal lamps; a 
fluorescent sun lamp which may 
be substituted for an ordinary 
tube; a sun lamp that fits into an 
ordinary ac socket. While some 
of the developments exhibited 
have recently emerged from the 
laboratory, many new lighting 
features will soon be in produc- 
tion and available for distribu- 
tion. 

At a special preview and lunch- 
eon for exhibitors and press 
representatives at the Hotel 
Roosevelt in New York, guest 
speakers were Bruce Barton, ad- 
vertising executive and former 
member of Congress, and New- 
bold Morris, president of the 
New York City Council. Among 
the G-E executives present were 
T. F. Barton and M. L, Sloan, 
vice-presidents of the company. 
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Landers, Frary & Clark to Fair 


Trade Traffic Items Where Allowed 


Landers, Frary & Clark, New 
Britain, Conn., manufacturers of 
electrical appliances and house- 
wares, announces that it will fair 


trade traffic appliances and 
other specialty items in all states 
where appropriate Fair Trade 
Acts exist. 








300 ATTEND ANNUAL 
BOOSTER’S PARTY 


More than 300 guests and 
members from New York and its 
surrounding area attended the 
32nd annual Christmas Party of 
The Hardware Boosters held Dec. 
18 at the Hotel Roosevelt, New 
York City. Dinner and several 
acts of entertainment featured 
the evening with the highlight 
coming when gifts of merchan- 
dise were distributed. Willard 
Kemp, The Yale & Towne Mfg. 
Co. and vice-president of the 
Boosters, was chairman of the 
entertainment and arrangements 
committee. President of the or- 
ganization is A. C. Flamman of 
Hughes, Flamman & Simpson. 





LEITER RETURNS TO 
SHER & PEACHIN 
AS A BUYER 


William Leiter has returned to 
Sher & Peachin, 217 W. Jefferson 
St., Chicago, Ill., wholesalers, as 
a buyer. He had served in this 
capacity before entering the 
armed forces two and a half years 
ago. 

SEEKS MACHINE TOOLS, 
TWIST DRILLS FOR 
FRANCE, NO. AFRICA 


Paul Delaunay, a director of 
Compagnie Commerciale Fran- 
caise, import-export firm, 61 
Avenue Victor-Emmanuel _ III, 
Paris 8, France, recently visited 
the United States in order to 





PAUL DELAUNAY 
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) 


secure representation in metro- | 


politan France and French 
North Africa for machine tools 
and twist drills. Mr. Delaunay’s 


company has 16 trained repre- | 


sentatives who cover all of above 
mentioned territory and has a 
warehouse in Paris where large 
stocks may be stored. The con- 
cern has an office at 230 Park 
Ave., Suite 1422, New York 
City, but American firms desiring 
to communicate with Mr. Delau- 
nay should address him at Paris. 





REETHOF-FISCHMANN 
TO REPRESENT 3 COS. 


The Reethof-Fischmann Corp., 
51 Madison Ave., New York City, 
reported recently that it had 
taken on the management of the 
export division for Hill-Shaw Co., 
Chicago, Ill, makers of coffee 
brewers; Corona Industries, Co- 
rona, N. Y., manufacturers of 
kitchen tools; and Hoegger, Inc., 
Jersey City, N. J., makers of 
bathroom cabinets and acces- 
sories. 


NERA CHAPTER FORMED 
IN MISSOURI TOWN 


Chapter No. 101, of the Na- 
tional Electrical Retailers Asso- 
ciation, was recently formed in 
Jefferson City, Mo. The member- 
ship consists of 32 members and 
includes every electrical ap- 
pliance retailer in Jefferson City. 
The Chapter includes inde- 
pendent electrical appliance re- 
tailers, furniture, hardware, 
service, radio, music stores, 
local utility and others who re- 
tail electrical appliances. The 
officers are: Gene Schneider, 
president; Milo H. Walz, vice 
president; John G. Toennes, 
secretary; Larry Schwieterman, 
treasurer; Elwell T. Tennyson, 
Charles B. Gillespie and Herb 
Gordon, directors. 

Local chapters of the associa- 
tion are being formed in other 
cities throughout the United 
States. This is a program for 
retailers to help stabilize the 
electrical. appliance business for 
a more unified effort in promot- 
ing the national programs such 
as adequate wiring, better 
light, better sight, and for more 
unified local programs, such as 
trade-in allowances, terms, c¢o- 
operative advertising, etc. 


ees, Do you know that every TURNER Torch must 



































































pass an actual burning test under regular operat- 
ing conditions before it is given a final OK by 
our inspection department? No wonder 
dealers throughout the country tell their cus- 
tomers: “you can’t buy a better torch than 
TURNER!” 


delivery information... 








NEW PLASTIC DISCOVERY 





| land, Ohio, and vice president 











” ad 
AWARD HITTING Softie” — 


NO MAR, STING OR REBOUND 


NLIKE ANY OTHER HAMMER, the 
Nupla Hammer heals itself when 
dented or deformed. Made with a new, 
flexile plastic head, it hits hard effective 
blows without marring, cutting, or battering. 
Useful to all craftsmen—tinners, machin- 
ists, assemblers, plumbers, etc. — it’s a 
quality tool. Has many advantages. Will not 
explode. Not affected by oil or gasoline. 
Will not chip, or crack. It’s a tool every 
craftsman wants and needs. 


TESTED! FLex-o-cryst 


the new plastic discovery has been 
thoroughly tested. 

A 6-inch cylinder of Flex-O-Cryst 
(used in head of Nupla Hammer) 
was flattened into a sheet !/g of an 
inch thick and released. Slowly it 
regained its original shape and size. 





MUELLER WINS HEALTH | “foundation benefactor of the 
MUSEUM PLAQUE Museum.” 


Ralph S. Mueller, president, | 
Mueller Electric Co., Cleve- 


GOVT. CIRCULAR ON 
HEN LAYING HOUSES 


Farm structures engineers and 
poultry specialists of the U. S. 
Department of Agriculture’s re- 
search administration have de- 
termined standard requirements 
for the hen. 

The results of their findings 
have just been published in Cir- 
cular 738—‘“Functional Require- 
ments in Designing Laying 
Houses for Poultry,” and include: 
location of the house, space re- 
quirements, temperature, hu- 
midity, litter moisture and light. 
There are also details on foun- 
dations, floors, roofs, walls and 
ceilings, insulation, ventilation, 
bracing, roosts, nests and water- 
ers The circular is intended as 
a “guide for engineers or archi- 
tects and poultry specialists inter- 
of the Cleveland Health Muse-|ested in preparing improved 
um, was awarded a bronze| plans...” 
plaque at the recent fifth an-| It does not, however, contain 
nual civic luncheon of the Mu-| detailed plans for building lay- 
seum, held in Cleveland and| ing houses. Copies may be had 
fifteen minutes of which was! by writing: Office of Information, 
aired by NBC. The honor was| U. S. Department of Agriculture, 
accorded Mr. Mueller as| Washington 25, D. C. 





RALPH S. MUELLER 














That's how the Nupla Hammer heals 
itself when dented. 


JOBBERS & DEALERS WANTED 


Nupla Hammers are now available for imme- 
diate shipment. Liberal discounts. National 
tradepaper advertising supports sales. Demon- 
strator counter-card and literature rack fur- 
nished. Write or wire, today! 
NEW PLASTIC CORP. © 1017 No. Sycamore Ave., Los Angeles 38, Calif, 
A NUPLA HAMMER FOR EVERY JOB 


5 SIZES 29 WEIGHTS 


PLASTIC 
HAMMERS 








MIGHTY 
but Gentle 
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| HARDWARE TRADE ASS’N. ELECTS OFFICERS AT 


CHRISTMAS PARTY: The annual Christmas party and elec- 
tion of officers of the Hardware Trade Association of New 
York, held at Millers Restaurant, 144 Fulton St., New York 
City, Dec. 18, attracted more than 60 members and guests, 
and included the traditional exchange of gifts, distribution 
being in charge of Roy C. Schmidt, Stanley Tools. E. W. 
Dugan, Thos. W. Kiley & Co., Inc., Brooklyn, succeeded C. 
D. Merritt, Reed Mfg. Co., as president. Vice presidents are: 
H. L. Usher, Oliver Iron & Steel Co.; Arthur Yorke, Hansen 
& Yorke Co., Inc., and J. C. Stites, Cleveland Twist Drill Co. 
E. S. Norvell, E. C. Atkins & Co., continues as secretary- 
treasurer. Mr. Merritt is now chairman of the board and 
E. T. B. Penman, Neal & Brinker Co., Inc., is chairman of the 
executive committee. Elected members of the board of direc- 


tors were: W. W. Edwards, Federal Hardware Co.; W. G. 


| Knowles, Eaton Mfg. Co.; Fred A. Scholl, Long Island Hard- 


ware Co., Long Island City, N. Y.; Jack Perkins, J. H. Wil- 
liams & Co.; D. C. Stagg, Patterson Bros., and Ralph S. 
Allen, Diamond Expansion Bolt Co. Left to right: J. C. 
Stites, Arthur Yorke and H. L. Usher, vice presidents; E. W. 
Dugan, president; C. D. Merritt, chairman of the board, and 
E. S. Norvell, secretary-treasurer. 
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SPI STARTS NATIONAL 
INFORMATIVE LABEL 
PROGRAM; ISSUES BOOK 


Launching of a _ nation-wide 


move by member manufacturers | 
to aid consumers in obtaining the | 


greatest possible satisfaction 
from plastics purchases has been 
announced by Neil O. Broderson, 
president, Society of Plastics In- 
dustry, Inc., 295 Madison Ave., 
New York City 17. The makers 
of plastics articles are undertaking 
an informative labeling program 
endorsed by leading retail execu- 
tives which will tell the buyer 
just what the qualities of his pur- 
chase are and how the article 
should be used to derive the 
best results from it. 

SPI has issued a booklet en- 


titled Informative Labeling Guide, 
copies of which are now avail- 
lable. This guide contains a 
|series of basic descriptions of 
various plastics used in consumer 
goods. As fast as new and im- 
proved plastics appear, it is pro- 
posed to make necessary revi- 
sions. These descriptions are in- 
tended to be the starting point 
for different labels to meet par- 
ticular needs. 

From this start, the Guide goes 
on to show how various labels 
might be prepared. The sugges- 
tions provide for inclusion of 
sales points or features claimed 
by the manufacturer, as well as 
listing the properties of the par- 
ticular plastic and how it should 
be handled by the consumer. 











HARDWARE BRIEFS 








ARKANSAS 


MASSACHUSETTS 





The Carroll Hardware & Fur-| Charles B. Coburn, president, 
niture Co., Front St., Lewisville, | the C. B. Coburn Co., 63 Mar- 
Ark., is being established by T.| ket St., Lowell, Mass., has just 
P. Carroll, Shreveport, La., and | been discharged from the Navy, 
Travis Carrol, a brother and| in which he served as a lieu- 
former resident of Waldo, Ark.,| tenant. Mr. Coburn said that 
on Front Street. he plans to expand his store. 





The Service Supply Co. Moun- 
tain Home, Ark. has been estab- 
lished by Ray Ramey, Sr., and | 
his son Jack, who will manage discharged from the Army after 
the new business while his father | two-years’ service and will soon 
will remain as manager of the| take over the management of the 
long established Ramey Co., same | Hanover Hardware Co., Hanover, 
city. N. H. 


NEW HAMPSHIRE 


CALIFORNIA NEW YORK 


The two-story brick building | 
of the Glendale Hardware ilucuae ns. Gee oe 
601 Pigg Meer Ey ny Calif.,| Parker Hardware Store, has been 
recently was razed by a fire! 414 by Herkimer Industries, Inc., 
that destroyed a large quantity New York City, to D. R. Sim- 
of post-war household appli-| ons. New Hartford, N. Y¥. Mr. 
ances. Loss was estimated at! Simmons acquired the two-story 


$150,000. | building as well as stock and 
| equipment. 
CONNECTICT 
Alfred E. Gould recently re- 
tired from the firm of Harrison TENNESSEE 


& Gould, Inc., Milford, Conn., 





Clyde Trumbull recently was | 


| our war-manufacturing experience . . . 











— And you'll surely get ’em when 


Reconversion releases 


UNION’S Production! 


There will be no limit on your supply of UNIon 
Tools and Sporting Goods as soon as our war-ex- 


panded facilities can be put behind your orders— 


And no limit on Quality, newly-developed out of 


This 


| Quality will be powered by new sALEs features, 


Padawer Bros. Hardware has 


hardware dealers, his former asso- | opened at 1344-46 Jackson Ave., | 


ciate Charles W. Harrison con-| Memphis, Tenn. The store will 
tinuing the business under the carry hardware, paints, plumbing 
— goods, electrical supplies, radios 
and washing machines. 


KENTUCKY 


The C. R. Chism Hardware 
Store, 2628 Frankfort Ave.. 
Louisville, Ky., was robbed re- | 


TEXAS 
Ed, George and L. E. Thomp- 


cently for the second time within | son, brothers who own hardware 
three months when burglars stole | stores in Memphis, Hedley and 
cases of shotgun shells, cartons| Clarendon, Tex., have sold their 
of .22’s and .32 shorts and hunt-| implement business, the Thomp- 
ing knives. Lesser quantities of| son Bros. Co., to Ira and J. J. 
the same items were taken the} McDaniel, local operators of 
‘cotton gins and grocery stores. 


first time. 
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planned to promote fast turn-over and Dealer’s 


profits on UNION 


Roller and Ice Skates 
Fishing Tackle 
Chisels and Scsewdelvase 


Hack Saw Frames 





Gun Implements 


BREWER e 
HARDWARE COMPANY 


oa SUE eee 
TORRINGTON. CONN. 


YORK OFFICE HAMBERS STRELT 














CONGOLEUM-NAIRN SALES MEETING: Congoleum-Nairn, Inc., Kearny, N. J., reports 

that its recent sales meeting of 10 branch managers was the first since before the war 

at the general offices in Kearny. T. L. Shaffer, vice president and general sales manager, 

conducted the sessions. New stylings and subjects were shown, and advertising and sales 

promotion for 1946 were discussed, as well as market changes, outlook for production, 
and plans for distributor sessions. 








FORSTER JOINS STAFF 
OF EKCO PRODUCTS 


Henry C. Forster, for the past 
two years manager of the house- 
wares division of Montgomery 
Ward & Co., has joined the ex- 
ecutive staff of Ekco Products 
Co., 1949 N. Cicero Ave., Chica- 
go, Ill., according to L. B. Thom- 
as, president. 

Mr. Forster, who will take over 
“a group of management duties” 
with Ekco, spent 25 years with 
Montgomery Ward. 

J. J. Slattery will succeed Mr. 
Forester as head of the traffic 
appliance section and a Mr. 
Leonard will take on the buyers’ 
post for part of the housewares 
section as a result of this change. 


NIXON RETURNS TO 
BIRTMAN ELECTRIC 
AS EASTERN REP. 


W. A. Nixon, after a three- 
years’ absence, has returned to 
the Birtman Electric Co., 4140 
Fullerton Ave., Chicago, IIL, 
makers of Bee-Vac vacuum clean- 
ers and washing machines. Mr. 
Nixon will represent the com- 
pany east of Harrisburg, Pa., and 
from Washington, D. C., to Syra- 
cuse, N. Y. 





—e 


CECO LAUNCHES 
PLANT EXPANSION 


Ceco Steel Products Corp., 
Chicago, Ill., has embarked on 
an expansion program involving 
14 plants from coast to coast. 
Building has already started on 
two additions to the manufactur- 
ing division plant at 5701 W. 
26th St., Chicago 50, Ill, with 
enlargements of its other plants 
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and additional construction 
planned. The building project 
at the Chicago plant will in- 
crease the amount of floor space 
to many hundreds of thousands 
of square feet. The plant will 
extend one-fifth of a mile. 





MILWAUKEE LACE 
PAPER HOLDS 1ST 
CONFAB IN 5 YRS. 


The national sales organization 
of the Milwaukee Lace Paper 
Co., Milwaukee, Wis., recently 
held a series of panel discussions 
in that city for its territorial 
representatives, who exchanged 
views on market trends and to- 


| day’s selling materials. 


Meeting for the first time in 
five years, the representatives 


| saw the company’s “numerous 
| plant 


improvements” and the 
“many new paper products that 
will soon be available to the pub- 
lic.” 





A dinner-dance, said by off- 
cials to be the “highlight of the 
convention,” was held Nov. 28 
at the Schroeder Hotel for office 
and factory personnel and for 
all 25-year members of the com- 
pany. 


6-MOS. DELAY ON 
FINISHES: WILSON, 
PITT. HDWE. ASSN. 


The recent meeting of The 
Pittsburgh Retail Hardware 
Assn., held at the Fort Pitt Ho- 
tel, Pittsburgh, Pa., and presided 
over by Wesley A. Moore, J. S. 
Moore & Son, Oakdale, Pa., was 
told by C. E. Wilson, chief chem- 
ist, E. E. Zimmerman Co., that 
there will be a continued short- 
age of ingredients for paints and 
varnishes. This, he said, will 
hold back for at least six months 
the anticipated record production 
of finishes. 








Abrasive Co. Changes Name to 
Simonds Abrasive Company 


A new name will identify 
Abrasive Co. of Philadelphia ef- 
fective Jan. 2, 1946. For more 
specific designation of company 
and product, the company’s cor- 
porate name _ will become 
Simonds Abrasive Co. 

Abrasive Co., founded in 1892, 
has been a leading manufacturer 
of grinding wheels and other 
abrasive products for over half 
a century. In 1927 the company 
was purchased by Simonds Saw 
& Steel Company of Fitchburg, 
Mass., manufacturers of saws, 
files, machine knives and steel 





specialties since 1832. It was at 
that time that Abrasive Co. be- 
came a division of the Simonds 
organization. 

Simultaneous with the change 
in name, a new Simonds master 
trademark will be officially 
adopted. This new trademark 
will identify all products of 
Simonds Abrasive Co. as well as 
those manufactured by all 


branches of the Simonds Saw & 
Steel Co. 

There is no change whatsoever 
in ownership, 
policy. 


management or 








PURCHASE CAMDEN PLANT 
FOR PENN. LAWN MOWER 


The American Chain & Cable 
Co., Bridgeport 3, Conn., has 
purchased a plant at 1575 So. 
Sixth St., Camden, N. J., which 
will be devoted to the manufac- 
ture of Pennsylvania lawn mow- 
ers which were formerly made at 
Primos, Pa. The new plant in 
which production is expected to 
start early in January is a mod- 
ern three-story concrete building 
approximately 13 miles east of 
Primos and closer to central 
Philadelphia. After Jan. 1 all 
correspondence for the Pennsyl- 
vania Lawn Mower Division 
should be addressed to the Cam- 
den plant. 

SILVER STAR AWARDED 
POSTHUMOUSLY TO 
CAPT. R. S. SAUER 


Captain Robert S. Sauer, who 
died in a Japanese prison camp 
in the Philippines in July, 1942, 
was posthumously awarded the 
Silver Star for “gallantry in ac- 
tion.” 

Captain Sauer operated a hard- 
ware store on Frankfort Ave. at 
Franck St., Louisville, Ky. He 
was later a partner in the South- 
ern Hardware Co., Seventh and 
Hill Sts. 

The medal was accepted by 
his brother, Lt. Col. Edward F. 
Sauer, at ceremonies held in 
Nichols General Hospital, Louis- 
ville, recently. 





E. F. STUDWELL 
BACK IN BUSINESS 


E. F. Studwell, manufacturers’ 
agent with offices at 831 Real Es- 
tate Trust Bldg., Philadelphia 7, 
Pa., has returned to civilian life 
following several years service as 
a lieutenant in the U. S. Navy. 
Prior to his service with the 
armed forces, he had been for 
several years associated, in Wash- 
ington, D. C., with the former 
War Production Board. 





Eg. F. STUDWELL 
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HANDY* WYTEFACE 
STEEL TAPE RULES 


14 inch width. Pull it out to any 
length. It stays “put’”—won't creep 
back into the case. It is semi-rigid, 
like a ruler, so you cdn easily work 
it with one hand. Blade can be re- 
placed in a moment, without taking 
the case apart. It has markings on 
both edges, in inches and }, inches. 
Lengths, 72 and 96 inches. 

*Trade Mark 























ene a WyTEFACE* Steel Tape. Your customer 

will take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly any 
light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust- 
resisting and hard to kink. Ask your jobber about 


WytTEFACE Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyTEFACE Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 


Drafting, Reproduction, Surveying 
LU JL. a Equipment and Materials, 
ar Z__ Slide Rules, 
Measuring Tapes. 


KEUFFEL & ESSER CO. | Mamie 


EST. 1867 : width, Handsome chto- 
P lated case, convenient for 
NEW YORK +» HOBOKEN, N. J. : : et pen 72 in. 


36 
CHICAGO * ST.LOUIS * DETROIT * SAN FRANCISCO e 


LOS ANGELES * MONTREAL 
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Proctor Electric Changes Sales Policy; 
Ends Direct Sales for Jobber Distrib. 


In a booklet issued recently, 
the Proctor Electric Co., 3d and 
Hunting Park Ave., Philadelphia, 
Pa., said that a short line of 
products sold only through recog- | 
nized wholesalers duly franchised, 
with the sales to distributors on 
a limited but not an exclusive | 
basis, is part of the merchandis- | 
ing policy to be effective imme. | 
diately. | 


In order to implement its 
policy of selling only through | 
recognized wholesalers, direct 
sales to tea and coffee companies, 
canvassers, 
ment 
tinued. 

Also to be discontinued, 


co-ops and depart- 


stores have been discon- | 


said 


the booklet, is the production of 
“private brand” appliances, with 
the exception of those for the Sin- 
ger Mfg. Co. 

The company stressed through 
the booklet these further facts: 
the company does not and will 
not build merchandise “down to 
a price”; it will confine itself to 
only heating appliances featur- 
ing automatic thermostatic con- 
trol; will give district managers 
full responsibility for the selec- 
tion and control of wholesale dis- 
tribution; will allocate output of 
plants during periods of scarcity; 
and will fair trade merchandise 
in all states having fair trade 


laws® 








WEATHERHEAD CO. NOW 
MAKES STANDARD PARTS 
FOR CANADIAN TRADE 


Standard parts for the Cana- 
dian automotive, industrial, air- 
craft and refrigeration industries 
are now being made and shipped 
to the Canadian trade by the 
Weatherhead Co. of Canada, Ltd., 
St. Thomas, Ontario, a subsidiary 
of the Weatherhead Co., 300 E. 
131 St., Cleveland, Ohio. 

F. M. Hogle & Co. will con- 
tinue as sales representative of 
the automotive jobbing division 





in Canada and will carry ware- 
house stocks at Toronto and 
Montreal. 


All exports, said A. J. Weather- 
head, Jr., president, to any of the | 
countries of the United Kingdom 
will also be made and shipped 
from the St. Thomas plant. 


MANCHESTER CO. HAS 
3 NEW SALES REPS. 


The W. S. Manchester Co.. 
Waban, Mass., manufacturers’ 
agents, has appointed C. R. Bell, 
L. M. Wilkins and J. S. Carder 
as sales representatives. 

Mr. Bell, who for several years 
covered Connecticut for the F. E. 
Spencer Co., will cover the same 
state. 

Mr. Wilkins will handle Ver- 
mont, New Hampshire and east- 
ern New York, and Mr. Carder, 
formerly a lieutenant in the Air 
Corps, will assist Mr. Manches- 
ter in the eastern Massachusetts 
area. 


elected as officers for 1946: presi- 
dent, Beatrice S. Weiner; board 
chairman, Nat Kessler; vice- 
president, Alfred Luebeck, and 
treasurer, Max Federman. 

The following were elected to 
the board of directors for one 
year: Michael Farina, Max 
Federman, Alan Friedman, Jules 
Glick, Nat Kessler, Daniel Leon, 
Alfred Luebeck, Nat Lurie, 
Michael Oppenheim, Joseph Ors- 
zag, Morris Picker, Charles Poli- 
vy, Louis Perlmutter, Harry Ve- 
der, Henry Walker, Beatrice 
Weiner. Alternates designated 
were Sidney Wadro, Sol Soroka, 
and Philip Silverman. 


o 








J. R. SCOTT 


SCOTT, MASS. DEALER, 

RE-ELECTED COUNCILOR 

J. Russell Scott, Lowell, Mass., 
hardware dealer at 446 Bridge 
St., recently was re-elected city 
councilor. Mr. Scott, a civic 
leader, has been in the hard- 
ware business for the past 23 
years. 


SPIEGLE RETURNS 
TO MASBACK 


Phillips Spiegel has returned | 


to the Masback Hdwe. Co., Inc., 
326-338 Hudson St., New York 
13, N. Y., wholesale firm, in 
the capacity of , assistant sales 
manager, dealer sales division. 
Mr. Spiegel, served as a lieu- 
tenant (j.g.) in the Coast Guard 
during the war. 





| PITT. PLATE GLASS 
TO BUY SUYDAM CO. 


| Plans to buy all the voting 
stock of the M. B. Suydam Co., 
| Preble - Ave., Pittsburgh, Pa., 
| makers of paints and varnishes, 
| have recently been completed by 
| the Pittsburgh Plate Glass Co., 
Grant Bldg., Pittsburgh, Pa. 
| The company will be operated 
| as the M. B. Suydam division. 

R. S. Suydam, president, and 
his associates will remain in their 
present capacities. 


AMER. STEEL & WIRE 
PLANS $1,000,000 
PLANT FOR 1947 


The American Steel & Wire 
Co., Rockefeller Bldg., Cleveland, 
Ohio, U. S. Steel subsidiary, 
plans to start immediately to 
spend “more than $1,000,000” to 
increase the production of stain- 
less steel wire at the Waukegan 
(Ill.) Works of the company. 

A modern, single-story build- 
ing with 100,000 sq. ft. of floor 
space will house the facilities, 
said John Gaut, plant superin- 
tendent. 

Mr. Gaut, also said that pro- 
| vision will be made for rod stor- 
age, heat treating, cleaning, wire 
drawing and finishing operations, 
such as_ grinding, polishing, 
straightening and cutting, spool- 
ing and packaging, and . that 
since it will take about a year to 





finish this project, the plant 
should be running “early in 
1947.” 














N. Y. PAINT DEALERS 
ELECT OFFICERS 
At a meeting of the Paint 
Dealers Assn., Inc., 103 E. 125th | 
St., New York 35, New York, on 


Dec. 18, the following were | 
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VICTORY LIGHTING JUBILEE: This is a scene of the recent Victory Lighting Jubilee 
which was held for five days at the 17th Regiment Armory in New York City and spon- 
sored by the Lamp Department of General Electric Co., Nela Park, Cleveland, Ohio, and 


134 makers of lighting equipment. 


Almost every type of fixture designed to help “bring 


the sun indoors” for commercial, industrial and residential needs was featured at the 
exhibition. More than 3,000 lamp bulbs and fluorescent tubes of 73 different kinds were 


used to light the 40,000 sq. ft. of floor space in the building. 
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\ HEEL and TOE PLATES are 
| aBig Profit 5c Retailer that 
4 sells all the year ‘round. 






| \KEN Heel and Toe Plates 
‘jare made of heavy steel 

. - and packed in attractive 
attention iinteallind Envelopes complete with nails. 


Order from your Jobber. if he can not supply you, 
send your order direct to 


KEN MANUFACTURING CO. 


3673 S. Michigan Ave. Chicago 15, Ill, 















THE ATLAS -ANSONIA COMPANY 


STILES LANE 


NORTH HAVEN, CONN. 


Manufacturers of: 


Richard Oilers 


Pointing Trowels 


Painter’s Scrapers 


Hang-Up-Hooks 
Plastering Trowels Line Tighteners 
Knife Sharpeners 


Key Blanks 


Putty Knives 


Upon request we shall be pleased to mail you 
our new catalog. 
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GRIFFIN 
HINGES 


* 





Buy Bonds 


GRIFFIN 


ERIE, PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Cliaton St. 
SAN FRANCISCO: 703 Market St. 
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American Ga 
Machine Company 


Today, when selling is not yet a problem, you want friend-making 
merchandise to build loyalty to your store. AGM appliances will 
do that for you. Your customers will like them now ... and years 
from now. 


AGM Sun Flame HEATING STOVES 


Through and through quality at a competi- 
tive price. Ask your service man. He'll tell 
you: "AGM Sun Flame is a reliable heating 
stove.” Ask your salesmen. They'll say: 
“AGM Sun Flame is favorably known to 
the public.” 





AGM Sun Flame WATER HEATERS 


Oil and gas-fired automatic storage 
type—each with a cusfomer margin of 
preference based on plus quality, plus 
styling and complete safety approval. 








AGM Sun Flame FLOOR FURNACE 


A spectacular improvement in floor 
furnace design, featuring a horizontal 
oil burner that delivers efficient com- 
bustion in reduced bulk. 


a 





\ re pte. & 
AGM Kampkook, lanterns } .sgntl ; 
and portable ice box are wi 
profitable, quality small 
appliances you can sell 
with real satisfaction. 






See the AGM line at the Janvery Furniture Mart in 
Chicage, or write for literature and 
franchise information. 
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AMERICAN GAS MACHINE COMPANY 


ALBERT LEA MINWN 
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| F. W. Dodge Corp. Forecasts 
Four and Three-Quarter Billion 
| Constraction East of Rockies in 1946 


Even in the face of present re- | increases is frequently drawn out, 
tarding factors, F. W. Dodge|and the continued effectiveness 
Corp., New York City, estimates| of price control in a peacetime 
total dollar volume of new con-| market is an open question.” 
struction next year as 50 per cent Manpower in the designing, 
greater than in 1945 in the 37 building, and materials and 
states east of the Rocky Moun- | equipment fields is still compara- 
tains, The estimate for all con- tively scarce, but according to 
struction in the 37 eastern | Dodge’s interpretation this con- 
states is $4,750,000,000 against | dition is not likely to last very 
$3,160,000,000 expected for 1945} Jong. “Present conditions with 
on the basis of the record for the respect to materials and man- 
first 10 months of this year. power do not suggest any ulti- 

“In dollars, this volume is|mate limit on the capacity of 
greater than that of any of the|the industry,” the study says. 
years immediately preceding the|‘“They do indicate, however, a 
war,” a statement issued by the| moderate speed of expansion in 
corporation declares. “Taking | the transition year 1946.” 
cost increases into account, it | 
represents a physical volume | 

AILI J. KELLEY 


somewhere between that of 1939 
and 1940, The percentage in-| PRESSURE COOKER CO.’S 
NEW HOME ECONOMIST 


crease is about as high as the 
highest ever previously attained 
Aili J. Kelley has joined the 
om cae cone yer t Se sosteneh Seema Cooker Co 
next,” the over-all estimate of the Soe Ctiteh hs cislene of w 
Dod . indicates.” u > eo 
ra cmp andiontes, ss Presto cookers, as home econo- 
, ~ne corporation anticipates an | nist in charge of test kitchens. 
increase next year of 20 per cent A graduate of the University of 
over 1945 in noresidential con- Minnesota, Miss Kelley was for- 
? 
merly with the U. S. Department 


struction, with substantial in- 
creases in public and religious of Agriculture’s processed foods 
inspection division. 





buildings in this classification. An 
increase of 178 per cent in resi- 
dential construction, with a total 
next year of $1,350,000,000 in the 
eastern states is estimated. One- 
and two-family house construc- 





HOPE AGAIN HEADS 
MARYLAND MASONS 


Daniel Hope, secretary and 


tion will dominate residential 
building in 1946, the report general manager of The Gallo- 
states. way-James Co., 121 W. Pratt St., 


Baltimore 1, Md., wholesale hard- 


It declares thr i " 
ee kinds of re ware concern, was recently re- 


tarding factors exist to delay re- 
| vival. These are increased costs 

and current confusion about mar- 
ket conditions, continuing govern- 
| ment controls so far as prices and 

rents are concerned, and the 

growing pains of an industry 
| called upon to expand its opera- 
tions very suddenly. 

While the War Production 
Board on Oct. 15 abolished all 
L-41 orders, which limited con- 
struction to types needed in the 
war effort, the OPA price and 
rent controls remain a retarding 
factor, in the opinion of the 
Dodge corporation. 








According to the corporation: 

“Price controls, highly desir- 
able in theory, have acted in 
some degree to retard production 
of needed materials. OPA has 
reluctantly granted some in- 
creases in ceiling prices to per- 
mit manufacturers to offer the 
increased wages necessary to re- 
cruit adequate manpower. The 
process for securing approvals for 





DANIEL HOPE 


elected grand master of Maryland 
Masons at the close of the 159th 
annual communication of the 
Grand Lodge of Ancient, Free 
and Accepted Masons of Mary- 
land. 
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Surplus Property Admin. 
Refuses to Sell Unused 
Consumer Goods to Makers 


Pleas of one small manufacturer who claimed govern- 

ment sale to trade would disrupt his market rejected. 

Surplus Property Administration counsel says govern- 

ment not bound by fair trade laws in setting selling 
price on items to which it holds title. 


(Washington Bureau 
of HARDWARE AGE) 


The Surplus Property Admin- 
istration is standing firm in its 
refusal to sell unused consumers 
goods back to the original manu- 
facturers. A recent request from 
a small] manufacturer that he be 
allowed to repurchase, at the 
government’s cost price, a sub- 
stantial quantity of merchandise 
eriginally sold to the govern- 
ment was emphatically rejected 
by Surplus Property Administra- 
tor W. Stuart Symington. 

The manufacturer alleged that 
the sale of the merchandise 
through regular channels of 
trade by the government would 
disrupt his regular market and 
force him to revise his production 
schedules downward for 1945. 
He also pointed out that the mer- 
chandise, although guaranteed by 
him was not in his regular sales 
package and needed refreshening. 

Administrator Symington 
agreed with his staff's recommen- 
dation to reject the manufac- 
turer’s offer on the grounds that 
insufficient evidence was sup- 
plied to show that actual hard- 
ship would result to the manu- 
facturer if the government sold 
directly to wholesalers and re- 
tailers and pointed out that the 
manufacturer’s representative in- 
dicated that the firm would prob- 
ably dispose of the merchandise 
within one year if it was sold 
back to the original maker. Mr. 
Symington held that this was 
sufficient evidence that the firm’s 
market would not be materially 
disturbed. 

This type of problem has more 
than passing significance for 
many manufacturers and distrib- 
utors because of the existence in 
the majority of the individual 
states of Fair Trade Practice 
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| 


| retail 
products at less than an agreed- | 





Laws which forbid the sale at 
of certain manufactured 


upon retail selling price, when 
they are under Fair Trade con- 
tracts, 

Manufacturers and distributors 
who have protested this policy of 
the Surplus Property Administra- 
tion hold that there is no legal 


reason why the Government must | 


sell at prices in line with those 
provided under the fair trade 
laws and distributors express the 


fear that the government will 
dump this type of surplus on the 
market at lower prices than their 
present inventories of similar 
goods cost them. Counsel for the 


| 
| Surplus Property Administration 
| 


agrees that the government is not 
bound by fair trade laws in set- 
ting the selling price on, such 
items to which it already holds 
title. 

The solution of the problem 
appears to lie in a government 
selling policy which calls for 
prices sufficiently high to protect 
the existing market. This would 
not only give the government a 
better cash recovery for the 
goods, but in many instances 
would show the government an 
actual profit on the specific trans- 
action. It is admitted that the 
government will take considerable 
loss on most surplus items which 
it hopes to offset in part by re- 
toveries on quick-selling mer- 
chandise of this type placed on 
| the market in time to catch the 
| Christmas trade. 

The manufacturer in question 








is taking recourse in another pos- 
sible avenue of relief by apply- 
ing to the Smaller War Plants 


Corporation and asking that 
agency to exercise its “small busi- 
ness” priority to make the neces- 
cary “accommodation purchase” 
for the manufacturer’s own ac- 
count at the government’s an- 
nounced selling price. The au- 
thority for this is contained in 
Section 18(e) of the Surplus 
Property Act (Public Law 457) 
which states: 

“The Smaller War Plants Cor- 
poration shall have the power to 
purchase any surplus property 
for resale, subject to regulations 
of the (Surplus Property) Board, 
to small business (and is em- 
powered to receive other prop- 
erty in exchange as partial or 
full payment therefor), when, in 
its judgment, such disposition is 
required to preserve and strength- 
en the competitive position of 
small business, or will assist the 
Corporation in the discharge of 
the duties and _ responsibilities 
imposed upon it.” 








CPA Claims Reconversion 


Production Proceeding Rapidly 
—OPA Eases Cost Absorption 


Civilian Production Administration says published re- 

ports of strikes are not holding back production as 

greatly as claimed. Industry officials say OPA poli- 

cies are greater production bottleneck than other 
causes. 


Production of goods that have 
been long absent from retail in- 
ventories in quantity is increas- 
ing but is far from meeting de- 
mand, according to present Gov- 
ernment estimates. Civilian Pro- 
duction Administrator John D. 
Small says that production of re- 
conversion articles, principally 
appliance and household uten- 
sils, is proceeding more rapidly 
than published reports of strikes 
would indicate. While admitting 
that strikes are holding up some 
major industries, Mr. Small says 
that his optimistic view is war- 
ranted by reports to CPA that 
thousands of small plants are 
still producing. 


However, the prospective steel 
strike would seriously hamper all 
reconversion efforts, since steel 
sheet, a major component in prac- 
tically all reconversion items, has 
been in short supply since V-J 
Day. 

Actually, industry officials who 
have been bombarding Congress 
with complaints maintain that 
OPA pricing policies are a big- 
ger bottleneck to successful re- 
conversion than material short- 
ages or labor troubles. 

While committed by law to 
hold the line against inflationary 
pressure, individually and collec- 
tively, Congress has been trying 





to establish a working liaison 








with OPA in an effort to unsnarl 
some of the difficulties affecting 
manufacturers as well as the dis- 
tributive trades. 

Considered attempts have been 
made by Congress to rewrite the 
Price Control Act so as to satisfy 
the business world, but these ef- 
forts have some to naught. At 
present, Congress is said to feel 
that the best solution is to suffer 
with price control until June 30, 
1946, when the Act will expire. 

On the other side OPA main- 
tains that price control has not 
placed any undue hardship upon 
business, but has _ permitted 
profits to exceed prewar levels, 
and has asked for continuation of 
the Act beyond its present expira- 
tion date. Lifting of price con- 
trols has been slowed down be- 
cause of inflationary increases in 
decontrolled items. 

Of much interest to the retail 
trade is the new OPA policy, as 
announced Dec. 4 by Chester 
Bowles before the Senate Small 
Business Committee. This policy 
does not require “cost absorp- 
tion” when individual price in- 
creases are granted to manufac- 
turers. However, absorption is 
still mandatory in the case of 
overall industry increases. 
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SPA Favors Surplus Goods Sales | 


To Veterans Through Wholesalers 


(Washington Bureau 
of HARDWARE AGE) 


Surplus Property administrator | 


W. Stuart Symington is planning 
to relieve disposal agencies of 
selling direct to veterans. They 
will also be permitted to buy sur- 
pluses for their personal use, in- 
stead of for business purposes 
only as now permitted and will be 
given priority over all other 
claimants except federal agencies 
if Mr. Symington’s program is 
enacted. 

Veterans needing property for 
business use will be classified as 
large dealers and will buy through 
wholesalers. Those veterans who 
are employees needing tools and 


, other equipment to carry on their 
| work could purchase up to $1000 | 
while those who operate a busi- | 
ness or plan on starting a busi- | 
ness would be given a $20,000 | 
purchase maximum. | 

SPA contends that veterans are | 
not getting all the surplus prop- | 
erty they want because of lack of | 
distribution outlets. RFC has | 
only 31 field offices. While vete- | 
rans will still be free to buy from 
the Government if they so de- 
sire, Mr. Symington points out 
| that by buying from wholesale 
|outlets wide distribution will be 
realized even though the veteran 
may have to pay as much as 10 
per cent more. 

















RADIO PARTS CEILINGS 
ON OLD ORDERS GOOD 
UNTIL JAN. 15 


In a move to expedite delivery 
of radio parts to domestic radio 
set makers, the OPA has an- 
nounced that manufacturers of 
radio parts or electronic circuit 
parts may deliver parts under old 
orders until January 15, 1946, 
at the ceiling prices they had in 
effect prior to December 3, 1945. 
An old order is one placed with 
the manufacturer before Decem- 
ber 3, 1945. 

On December 3, OPA said, 
the regulation governing ceiling 
prices for radio parts was amend-’ 
ed to provide a new method for 
pricing the parts which had to 
be used to the exclusion of all 
other methods provided’ pre- 
viously. Most prices calculated 
under the new method have to be 
submitted to OPA for approval. 
Because of the time involved in 
the filing and approval of prices 
under the new method, however, 
parts manufacturers now are be- 
ing given until January 15 to 
make deliveries on old orders. 

Until that time, parts may be 
delivered by manufacturers at 
the price prevailing prior to De- 
cember 3, éven though these 
prices in some cases may be 
somewhat higher than _ those 
which will be approved by OPA 
under the new pricing method. 





OPA REVISES FAIR TRADE 
ADJUSTMENTS UNDER 
MAX. PRICE REGULATION 


The “fair trade” adjustment | 
provisions of the General Max- | 
imum Price Regulation—the reg- 
ulation which in May 1942 
froze prices of most commodities 
and services at their March 1942 
“highs”—have been somewhat 
broadened, effective December 


| ton head. 


Formerly, the adjustment pro- 
vision required that the appli- 
cant for adjustment establish 
that he himself was required to 
sell the commodity at the Fair 
Trade price in March 1942. This 
prohibited persons who did not | 
sell the commodity or were not | 
in business in March 1942 from | 
applying for an adjustment. 

To correct this situation, the | 
section governing adjustments 
has been changed by OPA to 
permit any seller to apply for| 
adjustment up to the Fair Trade | 
price if the commodity was re- | 
quired to be sold at a Fair 
Trade Price in March 1942 re- 
gardless of whether or not the 
applicant sold the commodity at 
that time. 





SIMPLIFIED PRACTICE 


A proposed Simplified Practice 
Recommendation for steel rivets 
submitted to producers, distrib- 
utors and users contemplates the 
establishment of a voluntary sim- 
plified list of stock production 
sizes (lengths and diameters) for 
small rivets having round head, 
flat head, truss or wagon box 
head and countersunk head; also 
belt rivets, tinners’ and coopers’ 
rivets, and large rivets with but- 


A Simplified Practice Recom- 
mendation for hard edge, flexible 
back, metal cutting band saws 
has been approved for promul- 
gation. Identified as R214-45, i! 
is effective from Dec. 17. The 
recommendation establishes a vol- 
untary simplified list of regular 
type and skip-tooth type of hard 
edge, flexible back and metal cut- 
ting band saws. 

Copies of these recommenda- 
tions may be obtained from the 
Division of Simplified Practice, 
National Bureau of Standards, 





17, 1945. 
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r 
They Sell Easily, 
Profitably ... 


UNCONDITIONAL GUARANTEE 


If this Housing ever 
Breaks or Distorts we 
will replace it Free. 















COPR L987 
THE RIDGE TOOL CO, 
ELYRIA, O 









and have no housing repai 





expense 





@ Pipe men everywhere prefer RIBEID because of its 
efficient balance, easy-spinning adjustment nut, quick 
clean-action jaws, its handy pipe scale on hookjaw, its 
powerful comfort-grip handle. It saves work, makes it 
easier. But they like also that guaranteed housing end- 
ing all wrench expense. It gives longer service, saves 
money. Sizes 6” to 60”—end pattern for pipes in coils, 
6” to 36.” It pays you to sell RIBSID! Buy from your 
aa, Supply House. 






This compound-leverage Rit@EID has 14 times 
the power of same size ordinary pipe wrench. 


WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S.A. 
























January 3, 1946 


Arvin heaters—Effective Nov. 17 
OPA set ceiling prices for five models of 
electric heaters and for one model auto- 
matic electric iron of the Arvin line made 
by Noblitt-Sparks Industries, Inc., Colum- 
bus, Ind. Except for the far west and 
South Texas the consumer prices range 
from $8.50 to $12.20, each. Prices repre- 
senting wholesaler and retailer differentials 
are also established. 

. J . 


Stanley cabinet hardware — Ef- 
fective Nov. 23, OPA announced under 
MPR 591, detailed maximum prices for 
latch sets and pulls made by Stanley 
Works, New Britain, Conn. List prices are 
set as follows, representing the retail] price: 
Latch sets Nos. 4220, 4221, 4222, $7.20 per 
dozen; Latch sets Nos. 4223, 4224 and 4229, 
$6.60 per dozen; pulls Nos. 4420, 4422, 
4424 and 4429, $3.00 per dozen; pulls Nos. 
4421, and 4423, $3.60 per dozen; pulls Nos. 
4430, 4492 and 4493, $2.40 per dozen and 
pulls Nos. 4466 and 4467, $1.80 per dozen. 
Discounts for retail dealers and for whole- 
salers are also established beyond the lists. 


Garod radios—OPA has approved 
the retail price range for eight postwar 
models of the Garod Radio Corp., 70 Wash- 
ington St., Brooklyn 1, New York. The 
retail ceiling prices including excise tax, 
in Zone 1, range from $24.50 to $38.25 and 
in Zone 2 from $25.75 to $40.15. Of the 
prices approved, seven cover plastic table 
radios plus one portable phonograph, and 
are the first OPA approvals for the 1946 
Garod line numbering over 40 models. 


Sewer pipe—ceiling price increase 
of approximately 9.7 per cent for sales of 
vitrified clay sewer pipe and allied products 
in Eastern and East Central states has been 
announced by OPA effective Dec. 17, 1945. 
This action increases the level of ceiling 
prices for these products to 19.6 per cent 
over prices prevailing in March, 1942, when 
price control in the sewer pipe field began. 
The increase is applicable in Maine, New 
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Hampshire, Vermont, Massachusetts, Rhode 
Island, Connecticut, New York, New Jersey, 
Pennsylvania, Delaware, Maryland, the Dis- 
trict of Columbia, Virginia, West Virginia, 
Ohio, Kentucky, Michigan, Indiana, and 
certain zones in Illinois and Wisconsin. 
Resellers are permitted to pass on the dol- 
lar and cent amount of the increase in cost 
resulting from the manufacturers’ price 
advance. 


Steel castings raised—OPA an- 
nounced, effective Nov. 30, an increase of 
11 per cent in ceiling prices for steel cast- 
ings including railroad specialties. A study 
of financial data on the companies produc- 
ing 40 per cent of all castings showed an 
average loss of 10 per cent on sales in the 
July-September quarter, so OPA concludes 
“a ceiling increase is warranted at this 
time, since in the absence of price relief it 
can reasonably be expected that produc- 
tion of many industrial castings will be 
curtailed.” This increase has no bearing 
on the steel industry’s petition for a gen- 
eral price rise, which was turned down 
pending a re-study of the whole steel price 
picture early in 1946.’ 


Furniture price relief—OPA is 
planning to permit manufacturers of furni- 
ture and some household textiles to raise 
prices, to encourage manufacture of com- 
petitively priced goods, which practically 
disappeared during the war. OPA has not 
yet announced whether all or part of the 
increases may be charged at retail or 
whether dealers will be required to absorb 
them. OPA says that manufacturers of 
furniture, bed spreads, table cloths and 
napkins have concentrated production on 
highest price and profitable lines, causing 
the “almost complete disappearance” from 
the market of essential low and medium- 
priced furniture and cotton goods. OPA’s 
furniture program is to go into effect early 
next year, allowing manufacturers price in- 
creases ranging from 4 to 20 per cent on 
about two-thirds of the various types of 








furniture produced in March, 1942. Prices 
for the other third of production, repre- 
senting each producer’s most expensive fur- 
niture line, will not be changed. Price 
increases will be greatest for items such as 
bedroom and dining room suites, play pens 
and kitchen tables, which sell in the lowest 
price range. OPA said that if these in- 
creases should be passed on at retail, prices 
still will be less than those for most com- 
parable furniture now on the market. 


* * * 


Lead stocks—<A further heavy use 
of the government stockpile of lead plus a 
reduction of 12 to 15 per cent in the per- 
missive uses of the metal wil: be necessary 
to combat an indicated 60,000 ton lead de- 
ficit during the first quarter of 1946, the 
Civilian Production Administration reports. 
At least 25,000 tons will be released from 
the government stockpile during the first 
three months of next year. A _ similar 
amount was released in the fourth quarter 
of 1945. As a further step to narrow the 
gap between supply and permitted uses, the 
Civilian Production Administration plans 
to require consumers to use some tonnages 
of secondary antimonial lead now piled up 
at various smelters, in preference to pri- 
mary lead, where such material can be 
adapted to users’ products. 


Metals reserves—CPA reported 
on Nov. 30, the amounts of strategic metals 
and minerals we held on Oct. 31, accumu- 
lated during the war as safety factors 
against interruption of supply and sudden 
changes in war requirements. Included in 
these stocks are 21,163 tons of pig tin, 86,- 
242 tons of refined lead, and 10,312 tons of 
antimony, three metals that continue in 
such short supply that distribution controls 
must be maintained, through a continuation 
of existing CPA Orders. Among other 
materials still in very short supply are 
cadmium, corundum and certain grades of 
mica and graphite. Conversely, reserve 
supplies are considered to be sufficient for 
probable needs of chrome, industrial dia- 
monds, magnesium, mercury, aluminum, 
and the three important steel alloying 
metals, molybdenum, tungsten and vana- 
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dium. Some of the cobalt, nickel, copper 
and aluminum belonging to the U. S. and 
under control of the Reconstruction Fi- 
nance Corporation, is stored in Canada; 
otherwise our reserves of all materials are 
actually stored in this country. 


* * * 


Gypsum products—Although de- 
mand for gypsum products has risen to an 
unprecedented level manufacture of these 
products has not kept pace with the de- 
mand the Civilian Production Administra- 
tion reports. This is true despite the fact 
that production is in excess of the peace- 
time rate. Production is still increasing 
slowly, however. January, 1945, output 
totalled 163,000,000 sq. ft. of gypsum 
board and lath. September production was 
174,000,000 sq. ft. and it is estimated that 
for October the figure was 198,000,000. 
Overtopping recent production figures, how- 
ever, are the estimates of unfilled orders, 
which jumped from 169,000,000 sq. ft. in 
Jan., 1945, to 631,000,000 sq. ft. for Octo- 
ber. These figures by no means represent 
total demand, as the backlog of many 
plants is so extensive that they have stop- 
ped accepting orders. 


* * * 


Retail prices rising—The Bureau 
of Labor Statistics publishes monthly, by 
areas, its consumers’ price index. The 
latest report for a typical area (Chicago) 
shows that average retail prices for goods 
and services, purchased by moderate in- 
come families, were 0.1 per cent higher in 
mid-October than in mid-September. The 
consumers’ price index thereby: stands at 
127.6 per cent of “par” of prices (for 1935- 
39). Since January, 1941, the all-item 
index has risen 27.9 per cent, averaged for 


all large cities. 
° * ” 


Wage-price relationship — On 
Dec. 5, Stabilization Administrator Collet 
announced that the War Labor Board (or 
other stabilizing agency) may approve pay 
rises to the extent of 33 per cent above 
Jan., 1941, and the employer “may use 
these increases in price ceilings or for in- 
creasing costs (of his product) to the 
government.” It is important to note that 
Mr. Collet’s order contained no require- 
ment that the office of Price Administration 
must approve requests for higher price ceil- 
ings on such a basis. Also, the regulations 
provide that stabilization agencies shall not 
consider a proposed wage or salary increase 
which appears to be conditioned on ob- 
taining higher prices later. Mr. Collet 
said the Department of Labor had advised 
him that a wage increase of 33 per cent 
most accurately refleats the increase in the 
cost of living since Jan., 1941. That por- 
tion of living costs based on prices had 
risen 29.5 per cent since 1941, but an addi- 
tional 3 or 4 per cent is figured for depre- 
ciation in quality of goods and absence of 
cheap items from the market. Average 
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J inCH, Positive Action 
BOB FLOAT VALVE 


Here’s a precision-made, brass bob float valve at a price far lower than you 
are accustomed to paying for positive-action valves. It is designed and built 
for long wear. Won't chatter, leak or drip! It has an adjustable actuating 
lever and a removable plunger that permits replacement of soft-rubber disk 
and leather cup-leather. Threaded outlet shank simplifies spray and splash 
control. Robert bob float valves are available in sizes of %”, 42", %" and 1”. 


Jobber opportunities still open! 


ROBE we Manufacturing Company 
3417 Crenshaw Boulevard, Los Angeles 16, Calif. 
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JOHNSON XLO MUSIC WIRE. The wire of a thousand uses. Another inter- 
esting application—brace made of one continuous piece to fit at the back of the 
shoe with a coil at theheel, two uprights and a band at the calf of the leg. 
Used in cases of drop foot or drop toe caused by paralysis or weakness 
of tendons. 

XLO MUSIC WIRE in all standard sizes from .003” to .200” in units of 
Y{ pound, 14 pound, 1 pound, 5 pounds, or catchweight coils. 


JOHNSON STEEL & WIRE CO.INC. 


WORCESTER 1, MASSACHUSETTS 


NEW YORK AKRON CHICAGO LOS ANGELES 
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DRAKE 


SOLDERING IRONS 





SELL RAPIDLY 


win customer 


good will 
> 


No. 701—100 watt DRAKE Solder- 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 


For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 





With industry rapidly 
reconverting to peace 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
a Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature them. 








ASK YOUR JOBBER 





3656 LINCOLN AVE., CHICAGO 13, ILL 





. 
PROTECTING 
AMERICA’S 
HAND POWER 





THE BOSS MFG CO., KEWANEE. ILL., U.S. A, 










DRAKE ELECTRIC WORKS, INC. 


ile 


straight time hourly earnings of labor, in 
all manufacturing industries, have risen 


| 40.5 per cent since 1941, according to De- 


| partment of Labor figures. 


* * * 


Farm machinery—Improved man- 
power conditions increased October farm 
machinery production to $53,716,529 from 
$47,864,104 in September, the Civilian Pro- 
duction Administration said recently. Oct., 
1944, production amounted to $45,070,604. 
Wheel type tractors showed the greatest 


| production increase, jumping to $13,811,425 


in October compared with $11,046,695 in 


| the same month in 1944. October produc- 


tion of sprayers, dusters and orchard heat- 
ers virtually tripled the Oct., 1944, output 
while harvesting machinery and irrigation 
equipment production doubled. Despite 
this sizable monthly increase, overall farm 
machinery production for the fourth month 
period, July-October, 1945, still lagged be- 
hind the comparable 1944 period. Dollar 
totals amounted to $199,663,256 this year 
compared with $208,621,984, 


Government surplus sales — 
Total government surplus property dis- 
posals during November amounted to $764,- 
233,000 in original cost, or almost half of 
all disposals to date, according to pre- 
liminary figures announced Dec. 10 by the 
Surplus Property Administration. Actual 
sales during November were the largest for 
any month on record, showing a 65 per 
cent increase over October sales. Actual 
cost of surplus property sold in November 
was $171,274,000 and receipts were $70,- 
746,000. Disposals of consumer goods, 
which were transferred early in November 
from the Department of Commerce to the 
RFC, reached a new peak of $51,307,000, 
an increase of more than $7,000,000 over 
the October figures. 


* * * 


Employment recedes— The Na- 
tional Industrial Conference Board reports 
that employment in 25 manufacturing in- 
dustries surveyed each month fell 12.1 per 
cent in September, the largest decrease re- 
corded since the Board began its tabula- 
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New England [$16,842,461 $12,906,092 
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Middle Atlantic |$54974,549|$41, 511,771 


75.5 





East North Central |$53,150,475 /$35,623,390 
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West North Central $26,982,632 |$15,190,845 


56.3 
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It tells its own story. It needs no comment. 
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tions. Its “index of employment” declined 
to the lowest level since September, 1940, 
and was 31.8 per cent below the peak of 
October-November, 1943. However, despite 
recent declines, the number employed in 
the 25 industries, as a whole, at the close of 
September still showed an increase of 22.9 
per cent from the latest pre-war employ- 
ment, August, 1939. 


* * * 


18-14 mesh wire cloth—Effective 
Dec. 15, OPA announced ceiling prices for 
18-14 oblong mesh bronze wire insect 
screen cloth—for use in window screens 
and screen doors. Ceiling prices at retail 
are as follows: For all parts of the country 
except the Pacific Coast area, eight cents 
per square foot in 100 linear ft. rolls and 
nine cents per square foot in cut lengths. 
For the States of Arizona, California, 
Idaho, Nevada, Oregon and Washington, 
8% cents per square foot in 100 linear ft. 
rolls and 9%4 cents per sq. ft. in cut 
lengths. Jobber to retailer ceiling prices 
are $6.65 per 100 sq. ft. plus actual freight 
except in the Pacific Coast area, for which 
the ceiling price is $7.00 per 100 sq. ft. 

*_ * 8 

Pipe repair fittings—M. B. Skin- 
ner Co., South Bend, Ind., has notified its 
trade of a recent OPA decision long 
awaited, that jobbers may now “‘pass along” 
the 8 per cent increase (of May 15, 1945), 
which had been allowed only to the manu- 
facturer. OPA rules that “resellers may 
add the same percentage mark-up to their 
new cost resulting from this adjustment as 
in effect on these items during March, 
1942.” 


* * * 


New radios—Retail prices ranging 
from $29.65 to $189.95 for the entire line of 
home radios manufactured by the Stewart- 
Warner Corp., Chicago, IIl., have been ap- 
proved by OPA. At least 10,000 of the 
two lowest priced plastic table models 
were in dealers’ hands before Christmas, 
states F. A. Hiter, vice-president. The line 
approved by OPA includes 13 models of 
radio sets, all but one of the complete 
range to be manufactured for 1946 markets. 
The final model, a console, will be pro- 
duced later, when cabinet woods become 
available. All sets, the company states, 
are “post-war radios,” with no carryovers 
from prewar lines. 

x © * 


Pricing factors announced—Ef.- 
fective Dec. 6, OPA established (under 
orders 118 and 119) individual “profit 
factors,” to be used by manufacturers in 
the calculation of their ceiling prices for 
formed metal plumbing fixtures, metal 
framed screens and steel flooring. These 
were as follows: For formed metal plumb- 
ing fixtures (bath tubs, sinks, lavatories, 
etc.), 2.6 per cent. For metal framed 
screens, 2.9 per cent. For steel flooring, 2.0 
per cent. In using these to calculate his 
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ceiling prices, the manufacturere takes his 
1941 total costs on one of these items, ad- 
just these costs for increases in basic wage 
rates and costs of materials experienced 
since 1941, and multiplies the result by 100 
plus the appropriate profit factor. For in- 
stance, in pricing a bathtub, the manufac- 
turer takes his 1941 total cost, adjusts this 
to cover increases in wage and materials 
costs since, and multiplies the result by 
102.6 per cent. The figure so obtained is 
his new ceiling price, unless his March, 
1942, selling price is higher. If his March, 
1942, price is higher he may retain that as 
his ceiling price. 
* a tal 

Fair trade prices—OPA acted 
Dec. 17, to broaden somewhat the “fair 
trade” adjustment provisions of the General 
Maximum Price Regulation—the regulation 
which in May, 1942, froze prices of most 
commodities and services at their March, 
1942, “highs.” Formerly, it was required 








that the applicant for adjustment establish | 
that he himself was required to sell the | 


commodity at the Fair Trade price in 
March, 1942. This prohibited persons who 
did not sell the commodity, or were not in 
business, in March, 1942, from applying for 
an adjustment. 
the section governing adjustments has been 
changed to permit any seller to apply for 
adjustment up to the Fair Trade price if 
the commodity was required to be sold at 
a Fair Trade price in March, 1942, regard- 
less of whether or not the applicant sold 
the commodity at that time. 
x * * 

Mattress pricing — Reconverting 
manufacturers of wire-tied 
mattresses are given a 16 per cent increase 
over March, 1942, prices by OPA, to com- 
pensate in part for increased costs of labor 
and material. 
to remain at approximately their March, 


1942, levels, however, under the new rul- | 


ing, which is Order No. 5 under regulation 
188, effective immediately. 
cs me * 

Acute lumber shortage—Lumber 
scarcity is blocking urgently needed con- 
In the first 10 months of 1945, 
production fell 16 per cent below last year. 


struction. 


innnerspring | 


To correct this situation, | 





Consumer prices will have | 


Since late September the year-to-year de- | 


cline in weekly production has exceeded 50 
per cent in every week but one. Retailers 
have less than two billion board feet in 
their yards, as compared with a normal in- 
ventory of five to six billion feet. 
tion continues to decline despite unpre- 
cedented demand, and little relief is ex- 
pected before Spring, or later. Labor and 
equipment shortages, strikes, and restrictive 
OPA pricing are blamed for the continued 
decline in production. Lumber now is 
moving to consumers at the rate of about 
2,000,000,000 feet a month, about the same 
rate as in the Fall of 1939. The army and 
navy are using stockpiles to meet their re- 
duced requirements, and it is fortunate 


Produc- 








MANDEE “ ,22°%,2'- 


The original hand tool and today’s finest for work 
on any metal, alloy, plastic, wood, horn, bone, 
glass, etc. 

Fits the hand comfortably,® perfectly balanced. 
Weighs only 12 ounces—it’s the ‘“‘non-fatiguing”’ 
tool. And, Handee’s usefulness is as extensive as 
the number of quick and easy-to-change acces- 
sories on hand—300 to choose from. 

Operates on AC or DC current at 25,000 r.p.m. 


N. : 
or Pantene i $1 8.50 














a 
ULTRA DE LUXE SET 


| A profitable seller the year round. Every man 


and boy wants this set. Strong carrying case 
contains Handee and 45 of the most popular 
accessories to grind, drill, polish, cut, rout, carve, 


saw, sand, sharpen, engrave. $25 00 
e 


Nationally advertised at 
BUILD A STEADY BUSINESS 
IN ACCESSORIES 
with this new Display Case 





Glass covered, keeps stock clean and in order. 
Customer can make his own selec from this 
complete display. He can actually see 87 different 
varieties of accessories with — marked. 
Storage space inside for ad 8s e 

It’s a real money maker for dealers. 

Write today for special deal on 
Accessory Case and contents. 


CHICAGO 


WHEEL & MFG. CO. 
1101 W. Menree St.. Dept. HA 


MAKERS OF QUALITY PRODUCTS FOR 50 YEARS 
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The Best are 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OlL TEMPERED SPRINGS 


MeGILL METAL Propucts Co. 
Marengo, Illinois 






































HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjuscmence 
allows indicator to be 
set wt zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 

100 Ib. by 1 Ib. 
160 Ib. by 1 Ib. 
200 Ib. by 2 Ibs. 





BSSeF8Fw ESO 


6 





S8EERE 
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SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ada Street, 
Chicago 22, lil. 















that, except for purchases of special items, 
the military services probably will be out 
of the lumber market until early next year. 
~ > > 


Aluminum utensils—OPA has 
announced a changed procedure, which 
will simplify the calculation of distributors’ 
ceiling prices to retailers. These now may 
be figured at a discount of 30 per cent from 
established retail ceiling price, on sales by 
other than chain or mail order concerns. 
Included in this new computing method are 
aluminum pots, pans, skillets, pressure 
cookers, dutch ovens, coffee pots, jeHy 
molds, muffin pans, measuring cups, spoons, 
funnels, slicers, strainers, clothes sprinklers, 
soap dishes and sink strainers. At the 
same time, OPA has reduced the “zone” 
differentials between western and eastern 
areas to 5 per cent instead of 10 per cent, 


as formerly. sa 


Building materials—Three addi- 
tional building materials have been placed 
under 60-day inventory limitations by CPA. 
Affected are cast iron radiation, gypsum 
board and lath. The restrictions apply to 
all persons using these items for produc- 
tion, maintenance and repair, as well as 
for construction. By OPA action, a new 
pricing method is set, to enable producers 
of specified building materials to ship out- 
side normal marketing areas into temporary 
shortage sectors. Producers who use this 
method may add full freight cost to f.o.b. 
plant prices, and industrial users will ab- 
sorb the increase. Also, OPA has approved 
an increase of 20 cents per square in. in 
ceilings for mill sales of western softwood 
shingles, in all standard grades, effective 
Dec. 22. 


The warehousing of steel—Inter- 
esting excerpts follow, from a Dec. 4 speech 
by J. R. Stuart, formerly chief of WPB’s 
Steel Warehouse Branch, before the Steel 
Products Warehouse Association conven- 
tion, at Cleveland. ‘“‘Conservatively speak- 
ing, there are about 25,000 individual 
establishments whose business, in whole or 
in part, involves the distribution of steel 
products from stock. During 1944 these 
warehouses purchased slightly over 8,000,- 
000 tons of steel from producers, or 13.3 
per cent of all that was produced last year. 
As you might expect, the concentration 
of tonnage distribution lies in the indus- 
trial areas of the East and Mid-West, al- 
though the South has almost as many 
warehouses as the Atlantic States region, 
including New England. Another interest- 
ing comparison reveals that approximately 
11 per cent of the number of warehouses 
handled 89 per cent of the tonnage this in- 
dustry sells. Put another way, 89 per cent 
of the companies account for only 11 per 
cent of the tonnage. Since the industry 
handled during 1944 well over eight mil- 
lion tons, if it can be assumed that the 
average order filled from warehouse stocks 





approximated 1,500 pounds, the number of 
orders actually filled during the year was 
something over 10 million. Thus, if each 
warehouse worked six days per week dur- 
ing the year, and eight hours per day (I 
know that many of your organizations work- 
ed many more than that) the industry 
handled over 66 orders every working 
minute of the year.” 


* * * 


Builders’ hardware — Manufac- 
turers of builders’ hardware report very 
slow deliveries, ranging from four to eight 
months. Even such common items as steel 
sash locks require seven months’ time. The 
industry is handicapped because of dif- 
ficulty in securing cast iron lock cases from 
foundries, and some manufacturers are ex- 
perimenting with lock cases made of steel 
or aluminum. The threat of the steel strike 
has resulted in some “scarce buying,” and 
has made certain types of steel very scarce. 

. + * 


Tire chains—Skid chains for pas- 
seger cars and farm tractors are in heavy 
demand with the heavy snowfall in a great 
many sections of the country. The supply 
is very limited, and manufacturers see little 
hope of supplying more than a small part 
of the season’s large requirements. 

. . + 


Wheelbarrows—Manufacturers re- 
port inability to acquire either materials or 
labor sufficient to produce a reasonable 
part of the heavy orders on their books. 
This condition, they say, will continue for 
some months—probably through the first 
half of 1946. evi ae 

Electric Bulb shipments — The 
Department of Commerce announces that 
243,000,000 electric bulbs, valued at $30,- 
200,000, were shipped by manufacturers in 
the third quarter of 1945. 


- * + 


Industrial alecohol—On Dec. 14, 
CPA revised orders M-300 and M-54, re- 
leasing control over the use and delivery 
of ethyl alcohol to industrial alcohol pro- 
ducers. The bulk of prewar industrial 


alcohol was made from two types of Carib- . 


bean molasses. At present, commercial in- 
ventories and production of ethyl alcohol 
are insufficient to meet the industrial de- 
mand, as supplies of raw materials from 
which it is made are short. To meet the 
shortage, the use of RFC’s stocks of “raw” 
alcohol is required to make the refined and 
denatured industrial types. Ethyl alcohol 
is of high industrial importance, used in 
coatings and solvents, adhesives, inks, lac- 
quers, shellacs, food, drug and chemical 
products, acetic acid, ethyl gasoline, and 
as a dehydrant for explosives, resins and 


plastics. . as 


Industrial diamonds—CPA has 
revoked order M-109, effective ‘Dec. 14, free- 
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BETTER DELIVERIES NOW! 


We are catching up on our flood of orders. 
Perhaps by the time you read this we will 
again be ia a position to fill current orders 
promptly. We thank you for your forbearance. 


Ad 10 nds ; & ad Wa the 4 


LIKE A 





x Used WET, 
fF \ DAMP or DRY 





ALSO A 


ee SWELL 
iy DISHCLOTH 


NO OTHER CLOTH LIKE IT! 











Holds amazing amount of water. Used 
like a Chamois for cleaning, drying, 
polishing. Dry, it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden stitch 


locks each thread. Result: dense, long- 
wearing surface. 





Ilandsomely put up in red, white and 
blue display bands. Free counter folders. 
INTRODUCTORY ASSORTMENT #23 
PACKED IN DISPLAY CARTON 
2 Pleces DUET #100 bee Lewiwameeha $2.00 


2 Pieces DUET # 75 @ 75... -.eeeee 1.50 
7 Pieces DUET # 50 BO... ccccee 3.50 
BB. cccccccce 3.00 


12 Pieces DUET # 25 
23 Total Retail Value............+. $10.00 


IF YOUR WHOLESALER DOESN'T 
HAVE “DUET” SEND US HIS NAME 
Another Product of 
American Sponge & Chamois Co., Inc. 


49 Ann Street, New York 7 
245 Mission Street, San Francisco 5 


Producers of 
AMSCO CHAMOIS and MERMAID SPONGES 
EST. 1869 DEMAND BY BRAND 
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ing industrial diamonds from distribution 
controls. Industrial diamonds in various 
forms are used principally as cutters to 
realign cutting and grinding tools, widely 
used in the metal working and automotive 
industries. Restrictions on importation of 
these diamonds, in import order M-63, are 
expected to be ended shortly. However, 
inventory controls in P. R. 32 still apply. 

The incoming December diamond quotas 


| have been arranged, so the termination of 


controls will in no way affect the imme- 
diate supply. For the future, adequate in- 
dustry stocks and imports will be available 





for anticipated requirements, CPA believes. | 


* * * 


Small electric appliances—Small 
electrical home appliances, off the market 
since 1942, will come back at approximately 
the same retail prices charged before the 


war. Manufacturers of these products | 


have been allowed an 8 per cent increase 
from their Oct. 1-15, 1941, “base” sales 
prices, “to compensate for cost increases 
during the war.” This amendment to Price 
Regulation 188, however, leaves the in- 
crease, in general, to be absorbed by the 
wholesaler and retailer. Typical of goods 
covered are table broilers, hair driers, 
vibrators, vaporizers, toasters, space heat- 
ers, coffee makers, curling irons and flat 
irons, hot plates, waffle irons, mixers, heat- 
ing pads, blankets, and shavers. 
- + - 

Skiing equipment — Specific ceil- 
ing prices are established by OPA (in 
Price Order 94) at all levels of distribu- 
tion, for various types of new and used 
skiing equipment. RFC states that there 


will be sold in civilian channels approxi- | 


mately 106,000 pairs of new and used skis; 
35,000 pairs of new steel ski poles; 208,000 
pairs of new and used bamboo ski poles, 
151,000 pairs of new and used ski binding; 
and 85,000 pairs of new ski adaptors. 


* 7 * 


Electric power — Smaller decline 
in industrial power use and more favorable 
outlook in electricity production than here- 
tofore anticipated for the early postwar 
period; many requests for power supply for 
new business, particularly small and 
medium sized industries—this sums up con- 
ditions reflected in year-end advices now 
being received by the Edison Electric In- 
stitute from electric utility companies in 
various parts of the country. Power gen- 
eration in the 12 months ending July, 1945, 
made an all-time high record of 229,328,- 
540,000 kwh., and the year closed with out- 


| put running about 10 per cent under what 


it was at the end of 1944. 








Latest News on 


RECONVERSION 
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ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
upward when not in use. 





Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not used. 


DELUXE MODBPL 
ZIM JAR OPENER 


ZIM FLATIRON REST 


STANDARD MODEL 





Leaves entire board for ironing. 
Folds back when not in use. 


VERY SOON NOW... 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 








ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 
3037 CARROLL AVE. — CHICAGO 12, ILL. 
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W esting house 
Roaster Oven 


Deluxe model RD-414 is announced after 
a three-years’ absence from the market. 
Designed, it is said, to perform all types 
of cooking operations for domestic pur- 
poses; is 2344 by 15% by 129/16 in. and 
has capacity of 18 qts. Outer surface is 
white enamel, baked on, and inner surface, 
or the cooking well, is gray porcelain 


ki 
. enamel. Lid, made of 18-gage polished 
aluminum, has look-in glass panel, remov- 
able for cleaning; and Time-Temp enam- 
eled steel shelf which slides from the base 
of the roaster lists all cooking times and 
temperatures. Equipped with heat-proof 
glass dishes, it is said, including a 2% qt. 
uncovered meat dish and two 2-qt. covered 
vegetable dishes. Broiler-grid, electric timer 
and roaster cabinet are optional. Has 1320- 
watt heating element. Westinghouse Elec- 
tric Corp., Mansfield, Ohio. 


Ebaloy’s 
New Products 


Ebaloy, Inc., South & Pleasant Sts., Rock- 
ford, Ill, is now manufacturing an ice 
crusher (shown above), a cast aluminum 
fruit juicer, a cast aluminum food chopper, 
a meat tenderizer and a cast aluminum 
mail hox that is said to be rustproof. The 
ice crusher was designed “to crush one ice 
enhe fine enough to quickly cool an aver- 
age drink; enclosure is said to prevent ice 
particles from flying out; made of Ebaloy 
B alloy, weighs 7 oz. and said to be rust 
and tarnish proof. The food chopper has 


vertical fit-all clamp that enables clamping 
on edge with an overhang as small as % 
in., and a bail that allows two halves to 


come apart for cleaning purposes; also has 
juice channel, self-feeding action. Fruit 
juicer has bowl big enough for lemons and 
limes and special pouring lip. The mail 





box is said to be wide enough to hold 
pocket editions of magazines and to be 
rustproof. Meat tenderizer is portable and 
small; has rotary stainless steel cutting 
knives and a needler on the back for 
special combination dishes. 


Schaible 
Basket Strainers 


The Schaible Co., Summer St., Cincin- 
nati 4, Ohio, announces that its stainless- 
steel basket strainers are displayed in 
three-color container, Below, center, is the 
stainless-steel strainer body complete with 
tailpiece; center, front, in the picture, is 
a top view of the body, showing the stain- 
less grid with removal pin; stainless bas- 





ket on the box at the left shows a flat-bot- 
tom type, and the one at the right reveals 
the new curved bottom design. New con- 
tainer has red, white and blue colors. 








Stewart-Warner 
Radio Line 


The Stewart-Warner Corp., 1826 Diversey 
Parkway, Chicago, Ill., announces 14 new 
models, ranging from small plastic table 
models through portables, radio-phono- 
graph combinations in both table models 
and consoles, and full-sized console fur- 
niture model radios. Five thousand ex- 
pected daily in 1946, say company officials. 





New features are: the radair antenna, a 
built-in loop designed to pick out, it is 
claimed, the “faintest signals but to repel 
static interference,” and a signal sentry— 
to “eliminate fading and to bar unwanted 
hum and other noises.” Sets having push- 
button tuning have the ferro-lock circuit, 
designed to eliminate instability or drift; 
also, there is the automatic record changer, 
operated with only one control, which is 
in the radio-phonograph combinations. 
Shown here is Model 9000-A. 


G-E Booklet on Fuses 


General Electric Co.’s appliance & mer- 
chandise department, Bridgeport, Conn., 
has just published a 32-page catalog on 
G-E cartridge and plug fuses. Descriptions 
given of construction of G-E non-renew- 
able and renewable cartridge fuses. Silvend 
fuses and Pyrex plug fuses; different parts 
of them illustrated and described. One 
chapter on operation of fuses; two others 
deal with fuse history and care. 
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CLAMPS 


For three generations Brownie Clamps and Turnbuckles 
have proven their high standard of quality ... in types and 
sizes for almost every shop need, for bling operati 

or tool, die and pattern work. They're designed for maximum 
strength, durably finished and fitted with accurately ma- 
chined screws. Typical Majestic qualityl 


Available Now — See Your Distributor 
Huntington, Ind. 








the Majestic Company, . 




















(AMIC) veenicn caces 
ALL SIZES 


AVAILABLE FROM STOCK 


AMIC PRECISION VERNIER 
CALIPERS 
6” 10” 24” Range 150mm 250mm 
600mm available from stock or on 
short delivery. 


AMIC PRECISION VERNIER 
HEIGHT GAGES 

10” 18” 24” Range 250mm 460mm 
600mm available from stock. 
Long “Open-window-type” slider out 
of one solid piece of tool steel. 
No rivets, no cross members. 
Base and Slider of Height 
Gages rust-proofed by at- 
tractive deep penetration— 
Black Magic Finish. 
All hardened parts treated by 
high frequency process. 















Ask for Literature and Prices 


National Metal Congress and Expo- 
sition, Cleveland, O., Feb. 4 to 8, 
1946. Visit Our Booth F-130. 


AMERICAN MEASURING 
INSTRUMENTS CORP. 


240 WEST 40th ST. * NEW YORK 18, N. 











PRUNER #60-9” (illustrated) 


All steel construction. Cutlery steel blades, 
heat-treated. Tool steel hooked anvil. Hollow 
handles of hammered, hardened steel. “Shake- 
proof” lock washer assembly. Self 
opening safety latch. An excel- 
lent general purpose pruner. 


gardeners. 


and 30”, 





“Lopwell”, long-handled 
set cutting blade, sturdy ash handles, tremen- 
dous cutting leverage. Lengths, 20”, 24“, 26” 








runer #75. Off- 





















INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS 

write for particulars 
Canada FAULTLESS CASTER CORP 
Factory 


Stratford 
Ontario Branches in Principal Cities 


Evansville, Indiana 











BOMMER 
GRAVITY PIVOT-HINGES 
ARE THE BEST 


DOUBLE 
ACTION 


SINGLE 
ACTION 





TYPE 1331 


FOR LAVATORY DOORS ON MARBLE, SLATE, 
GLASS, METAL OR WOOD PARTITIONS 


Bommer Gravity Hinges are simple in con- 
struction: the ball-bearing hardened steel 
roller secured to the pintle in operation has 
continuous contact with the broad cam which 
practically eliminates friction and reduces 
wear to a minimum. 

The adjustable pintle permits aligning and 
setting the door to, close or hold open in any 
desired position after the door is hung. 


BOMMER SPRING HINGE CO., INC., BROOKLYN 5, N. Y. 
CHICAGO SALES OFFICE: 180 N. WACKER DRIVE 















+ 


~ PRUNERS 


Once again BERNARD pruners are avail- 
able. The same fine quality that has earned 
BERNARD its reputation for quality. Ship- 
ments are going forward as rapidly as pos- 
sible. Order immediately through your 
jobber for early delivery. 


BERNARD 


WM. SCHOLLHORN COMPANY 
“Quality Tools Since 1870” 
1001 Chapel Street, New Haven 9, Conn. 


OTHER 
BERNARD PRUNERS 
Parrott head type 415-6”. 


Ideal for flower garden use 
and light pruning. Just the thing for women 
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The logical 
answer to every need 
for Builders’ Hardware 


because the complete line is so 


diversified that practically every hard- 
wore requirement for modern building is 


inciuded. 


in this line you will find also a wide assort- 
ment of sizes in hinges, door hangers, etc., 
to take care of either light or heavy jobs 

withcustom-builtprecision 


National Hardware has 
wi been a favorite with the 
FQ NAL trade for years. Its inher- 
6. C9 ent quality is an accepted 
fact, proved by years of 
dependable service. 











Metal ee cate brass lined, cll purpose Scout 
. $27 06 Per Doz 





“ee Al 
5 INCH —— BLADES — 








Per Doz. Per Doz. Per Doz. 





4" BLADZ #K300—$18.00 PER DOZ. 
Terms: 2% Cash Net 10 Days 
We Guarantee ~~ By, Hf Merchandise 


proves unsatistac upor delivery. 
if material is unavailable, we reserve the right te 
substitute —_ or — y I yay ofa similar 
nature ° 


BERNARD _ GOLDWEBER 


1133 Breedwey. Now York 10, N. Y. 
WHOLESALERS INQUIRIES SOLICITED 


























Lawrence 
Pricing Rule 


This new calculator is said to make “in- 
stant conversions between gross, dozen and 
single unit prices; give unit selling price 
from cost per gross, dozen or unit, based 
on either percentage of profit required, dis- 
count from list or mark-up required; in- 
stantly show total value of inventory based 
on cost per gross, dozen or unit; figure 
simple discounts with one setting; figure 
price range from two cents to $20 per unit, 
cost range from one and a half cents each 
to $1500 per gross. Also said to be finished 
“with a soil-proof face.” Calibrated in 
terms of dollars and cents and percentages, 
each rule is packaged in synthetic leather 
sheath. One half if the rule’s reverse side 
is taken up by instructions for its use; 
other half available for advertising imprint. 
Lawrence Engineering Service, 303 Monroe 
St., Peru, Ind. 


WHATS NEW 


Climax 
Paper Cleaner 


Climax Industries, Inc., 2080 W. 110 St., 
Cleveland, Ohio, reports that it is continu- 
ing present packaging plans into 1946, with 
glass jars as shown above. “Consumers,” 
says the company, “discovered that wall- 
paper cleaner does not lose its moisture 


WALL PAPER 


CLEANER 





content when tight packed in glass, and 
that unused cleaner remains usable for a 
much longer time in the jar.” 








Estate’s “Dreamlined” Kitchens 


The Estate Stove Co., Hamilton, Ohio, is 
now presenting plans for three “dream- 
lined” kitchens. Designs said to be based 
on an exhaustive study of the “best prac- 
tice in the field of kitchen co-ordination 
and a consideration of available equip- 
ment.” Included in the several designs 
are: a curved cornice board over the sink 
and range to conceal fluorescent lighting; 
a combined breakfast nook and baby’s play- 


pen; glass bricks in the walls just above 
the counter tops to give light for these work 
areas; a meat-cutting block; a breakfast 
bar with chairs designed to fit flush, cabi- 
net style, when not in use. The three de- 
signs, in water color, are in full size (20 
by 25 in.), mounted on heavy board and 
framed for dealers’ show windows and 
walls; has descriptive pamphlet with a 
floor plan and detailed specifications. 
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Eteena RED SWIVEL 


TRACE CHAINS 


Soon these famous traces with the eye- 
catching Red Swivel, appearing in win- 
dows and on counters, will sell again to 
enthusiastic customers. By April 1946, 
popular fast-selling Red Swivel Traces 
should be making money for you again. 


co Gen 


LOG CHAINS 


No. 120 with Grab Hook, Slip 
Hook and Swivel. This standard 
merchandise should be available to 
you early in 1946. Furnished in 
12, 14 and 16 foot lengths. Finish: 
Self-colored, bright, blacked or 
coppered. 





TIE OUT CHAINS 


BUCKEYE OR BROWN PATTERN 


Individually packed in cloth bags 
or in cartons three sizes: No. 1/0, 
2/0 and 3/0 in 20 and 30 foot 
lengths. Finished Bright or Bright 
Galvanized. 


[(:LEVELAND 
we ed 


CLEVELAND CHAIN & MFG. CO. 
CLEVELAND 5, OHIO 
The Bridgeport C 
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G 
Robert t Clark Cmpot 


Clark Counterbore 
Spot Facers 


Production of a set of four adjustable 
Counterbore Spot Facers has just been an- 
nounced. Set is identified by the number 
CS-1H. Four tools said to cut any frac- 
tional or decimal diameter within % to 1% 
in. O.D. Model No. 43B-H has cutting range 
from 1 to 1% in.; No. 42B-H, from % to 
1 in.; No. 41B-H, from 9/16 to % in.; and 
No. 40-H, from %4 to 9/16 in. Holes may 
be counterbored to any depth, it is said. 
Shoulder “prevents burrs from forming 
around the edge of the pilot hole and elimi- 
nates galling and binding.” Pilots are 
hardened and ground. Steel blades are re- 
placeable. Each set (CS-1H) has four 
counterbores and an assortment of 11 extra 
pilots, all mounted in .wood crib box. 
R. H. Clark Co., 9330 Santa Monica Blvd., 
Beverly Hills, Calif. 


Soldine V-110° 
Counter Display 


A new counter display unit for a new 
product—Soldine V-110, a waterproofer for 
fabrics in the outdoor, marine, truck trans- 
port and awning fields. This display unit 
is well constructed, brightly colored and 
the packaging design follows through from 
pint to gallon-sized containers. Soldine 


Corp., 9224 N. Ewing Ave., Evanston, IIl. 








gt quickemerking 
OLD FAITHFUL 
CRAYONS — 






There's one for 
every job 
and purpose 


Old Faithful marking crayons are 
satisfaction ‘‘plus’’ because 
mark quickly, legibly and easily 
on the many rough and glazed 
surfaces for which were 
expertly designed. Old Faithful 
crayons are keyed to today’s spe- 
cialized and efficient methods of 
production. They do their job 
with a minimum of effort re- 
quired for marking and svbse- 
quent inspection. 


In various colors, degrees of 
hardness and permanence .. . 
there is a specific American Old 
Faithful marker for every sur- 

and every ourpose ... one 
to fill the most exacting marking 
and checking needs of every 
industry. 


For full information, descriptions, 
and prices, write for FREE Amer- 
ican Industrial Crayon guide. 


Dept. HA-8 
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CASEMENT 


WINDOW FASTENERS 





SERIES 32-00-0 


Wrought steei base, 2” x 1”; smoothly 
rounded corners and edges. Height of 
fastener 1/4” Malleable iron lever. 
Now available in No. 26 Dull Brass, 
No. 66 Shel-8-Brite, and No. 38 Park- 
erized Black finishes. 


Regularly packed with one strike — 
choice of Mortise, Rim, or Cast Surface 
types. Can be furnished with two 
strikes at additional cost. 


Ask Your Jobber 


For 48 years Sheiby's consistent record of top quality 
has earned Builder preference and Dealer loyalty. 


THE SHELBY SPRING HINGE CO., Shelby, Ohio 


Sib 


HAnDW ARE 
Sellar Uva 


BUILDERS 
freon LoOkhs - 











ROSE 


FOOD 


HARDWARE STORES 
SOLD THOUSANDS 
OF PACKAGES IN 1945 


Because 


1—Fills a Specialty Need — 
2—Solid carload i 

to Chicago ‘fe ra 
‘if 





distributor & 

that's $6,000.00 
3—Beautiful Pkg. 
4—Nice List and 


Discount 


5—Most Highly 
Adv. Specialty 


1 Lb. @ 20¢ 
ih] @ 65¢ 








3-Col. Litho 
Package 
10 Lb. @ $1.15 
25" @ 2.50 
100 Lb. @ $8.50 


WRITE FOR 
POSTER, LEAFLETS, ETC. 


GOULARD & OLENA, inc 


ISAO LIBERTY ST NEW YORK,NY. 
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WHATS NEW 





Beaver 
Steel Wool 


These merchandising aids are being of- 
fered by the James H. “we Co., 157 W. 
Hubbard St., Chicago 10, IIl., to “stimulate 





retail sales of Beaver Steel Wool in 5-and- 
10-cent rolls, together ‘with pound rolls 
and industrial pads.” Consists of counter 
displays, colorful cards and window stream- 
ers; differs, it is said, “only in the size of 
the counter display which is governed by 
the quantity and kind of steel wool 
ordered.” 


Sanitaire 


Brooderator 


The Trumbull Electric Mjg. Co., Plain- 
ville, Conn., recently placed on the market 


| this Sanitaire Brooderator, for use by poul- 





try raisers. Said to produce an even dis- 
tribution of heat. Seven hundred and fifty 
watts, 115 volts, 60 cycle, ac. Said to pro- 
vide “germ-free air.” Hover not included. 
Heat supplied by Calrod heat unit and 
spread by “engineered air circulating blow- 
er system. Carton—size 10 by 14 by 14 in.; 
shipping weight, !6 lbs. 


G-E Lamp Brochure 


“Big Jobs for Small Bulbs” is the title 
of a new brochure by General Electric 
Lamp Department, Cleveland, Ohio. Con- 
tains illustrated suggestions for the use of 
miniature lamp bulbs in illuminated dials, 
indicators of a wide variety, illuminated 


| tools, household appliances and _ other 


articles; features 80 sketches of applica- 





tions of small lamps; includes story of 
G-E testing to make certain G-E lamps 
give dependable service. 


Harvill Cooking 
Equipment 


A complete new line of cooking equip- 
ment. Skillets, saucepans, double boilers 
and ovenware are pressure molded from 
Harvalloy, an aluminum alloy that is claim- 
ed to give better heat distribution and heat 
retention. Maker says that food prepared 
in Harvalloy metalware “can be kept hot 
and ready to serve a half hour after cook- 
ing.” Said that Harvalloy is flame-proof 
and that it does not tarnish or discolor; 





interiors are smooth and rounded for food 


preparation. Handle and pan are cast in 
one piece; lids are self-sealing and self- 
basting. Haryll Corp., 6251 W. Century 


Blvd., Los Angeles 43, Calif. 


“The Spirit of ’46” 


“The Spirit of °46”—depicting three re- 
turned veterans leaving work after their 
first day on the job. Offered to industry 
in large poster-size copies; lithographed in 
eight colors, 27% by 44 in. Present-day 
version by the late N. C. Wyeth of the 
famous Revolutionary War painting, “The 
Spirit of °76.” Hercules Powder Co., Wil- 
mington, Del. 
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7 
SAVE FUEL 





Seal your home 
against drafts 
and cold, stop 
expensive heat 
leaks! Keep out 
dust, dirt. Just 
press MortTitTE 
pliable plastic 
tape around 
windows, doors, bessboards, 
etc. It’s easy! It’s sure! 


$0 = “enough fo $4 25 





5 windows ‘ 
a = ba 
ockies 
At hardware, paint, Canada 












dept. stores and <> 
lumber yards. “4 
4. W. Mortell Co., 568 Burch St, Kankakee, Ill. 


Above is one of the advertisements 
running in national and trade maga- 
zines and Sunday newspapers—build- 
ing a big demand for Mortite. 


ORDER THROUGH YOUR JOBBER 





2322 West § 58th Street, Chicago 36, Illinois 











Cayuga Bag Holder 
And Truck 


Cayuga Motors Corp. Ithaca, New | 
York, now has ready this Bag Holder and | 
Truck, which, it is claimed, can hold 600 | 





lb. Diameter of wheel is 7 in.; has tubular 
steel frame; all joints welded; base is 
7% by 17 in.; length of handles—41% in 


| and weight is 32 lb. Arms on back hold bag 
open and springs let bag down as it fills. 
Garod 
Traveltone 


Garod 6E1 Traveltone is a six-tube, three- 
way portable which runs on ac, de or bat- 
teries. Superheterodyne receiver circuit 
uses tree-gang tuning and RF stage. Lift- 
able loop antenna in back of case can be 
lifted in the “tough areas.” Two-tone 
leatherette luggage case with leather han- 





dle; plastic sliderule dial; etched bronze 
modern grill; and lock. Said that all bat- 


teries and electric cord are self-contained. | 
Garod Radio Corp., 70 Washington St., 
Brooklyn 1, N. Y. 
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Latest News on 


RECONVERSION 


on page 116 





THIS IS NEW! 













"weds Mark Registered U. $s. Pat. Of. 


Luminous—Plastic 
HOUSE NUMBERS 
eye 
catching 


NOVELTY 
APPEAL 





























retail 15¢ each 


Tremendously practical! Absorbs 
light by day. Glows all night. 
Glowing quality permanent 10 
doz. in glassine envelopes with 


screws. | doz. of each number 


REFLECTO LETTERS CO. 


10 WEST 27th STREET, NEW YORK 1, N.Y 





















EMBURY 


Dependable 


WARNING 
LANTERNS 













“Traggie Gard INTL AIR PILOT 





















Order Through Your Jobber 
EMBURY MFG. CO., WARSAW, N.Y. 






COTM 
*U TICA* 


for M ore Tool 































| Ray Jet Models 


These two new Ray Jet models—the 
Ray Lockheed Shooting Star P-80 and the 
Ray Swisher—are now ready for the mar- 





A Med Seole Mode 





ket. Both models employ the company’s 
advanced construction. The Swisher is a 
glider. Ray Models, West Chester, Pa. 


| Smithcratft 


Kitchener Unit 

The Smithcraft Lighting Division, Chel- 
sea 50, Mass., now has ready this Kitchener, 
parts for which, it is said, “are easily ac- 





| cessible.” Starters are on the ends of the 
channel. Fixture is finished 
enamel, with highly polished trim and end 


in baked - 


. — a 






WHATS NEW 


caps; uses two 20-watt lamps. Said to be 
glareproof. Comes fully equipped. 








Cory Window Streamer 


This is the first of a series of Cory win- 
dow streamers, offered Cory jobbers and 
dealers. Purpose, says the company, is to 
“arouse customer interest through the urge 
to ‘modernize your glass coffee maker with 
the Cory Glass Filter Rod.’” Stressed is 
this: “filters coffee only through coffee” 





standard glass coffee 


“Fits any 
maker.” Cory Glass Coffee Brewer Co., 221 
N. La Salle St., Chieago, Ill. 


and: 





Door Stop-Nut 


Door Stop-Nut, Inc., 810 W. 76 St., Chi- 
cago 20, Ill., has this new item, designed to 
“replace the old type floor and baseboard 
door stops.” Door Stop-Nut is made from 
.094 cold rolled steel; case hardened; 
milled to close tolerance; said to fit on 98 
per cent of door hinges (butts), both old 
and new and to be easy to install; nickel 
plated; available in either 90 deg. or 180 
deg.; and weighs, packed one gross, 5% lbs. 














Ellinwood Tractors 


These are the Cat tractors (Bear, Tom 
and Bob), which, according to the manu- 
facturer, are of the silent variety: “Four 
times as quiet as the standard models,” 


maker says. Have a special muffler to cut 
sound of the motor; “hardly discernible 
at 100 feet,” it it said. Ellinwod Industries, 
Los Angeles, Calif. 
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WE’RE TELLING THEM 


FOR 











When McKinney suggests to architects, 
consultants and contractors to “Rec- 
ommend that 2% be allowed for hard- 
ware,’ and “make selection early after 
the contract is awarded,” we are pro- 
moting business for you. 


This current advertising campaign in 
leading consumer, architectural and 
building publications builds demand 
and acceptability by supporting good 
building practice and by making home 
owners hardware conscious. 


That should bring more hardware busi- 
ness volume to you—and of the profit- 


able kind. 


Display McKinney hardware for con- 
tinuous business that grows—and pays. 


Write for a copy of McKin- 
ney’s new booklet—*‘De- 
tails and Data for Hinges” 





SINCE 1865 
MANUFACTURING 


JANUARY 3, 1946 


INNEY 


COMPANY 


PENNSYLVANIA 
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VACO 


offers you as 
line that’s 
COMPLET E 























As a hardware jobber or dealer, 
this is important to you .. . to be 
able to select from one line of 
known dependability, the exact 
type of screw drivers your trade 
has a need for. 











VACO AMBERYL 


Break-Proof and 
Shock-Proof Screw Drivers 








These drivers and small tools 
cover every home, factory, lab- 
oratory, office and industrial need. 
From the big giant types that 
look liké a young crowbar, to the 
midget model shown above, 
there’s a VACO screw driver for 
every purpose. 

You will find, as hundreds of 
other hardware outlets do, that 
it pays to handle and push VACO 
screw drivers. 



















Write for catalog. 


173 TYPES 







317 E. Ontario St., Chicago 11, Ill. 
In Canada: 560 King St. W., Toronto 2, Ont. 
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The Fasco Saws 


These two saws—Mighty Midget and 
Mighty Master—are now being offered to 
the trade. Former is bushing and tubing 
saw for hard-to-reach places; has standard 
6 in. pin-type blade, is 10 in. overall and 
said that it can be used inside a % in. 
diameter hole. Latter has standard 10 in. 
blade designed for “toughest jobs.” Said 
that it can work inside a 114 in. diameter 


hole. Plated and 
said to be rust- 
proof. Packed 12 
each with display 
unit. Fasco Mfg. 


Co., Minneapolis 3, 





Minn., with general sales offices at 549 W. 
Randolph St., Chicago 6, Ill. 


WHATS REW 








Nairn Linoleum 


Congoleum-Nairn, Inc., Kearny, N. J., 
announces seven new colors of linoleum 
(standard weight on duplex felt back) in 
what company calls a “wave-textured” 
effect. New design by using new inlaying 
mechanisms and technique combines re- 
lated shades in the same color family, it is 
said, 


C-B Tool Co.’s 
Protecto-Ray 


This germicidal lamp is called Protecto- 
Ray and is designed in two sizes—for home 
and store use; is said to emit ultra-violet 
rays that kill airborne bacteria “almost im- 
mediately.” Larger of the two lamps, says 
maker, has “germ-killing action that will 
rid the air of bacteria over an area 8 by 8 
ft. with operating cost of an ordinary 15- 
watt bulb”; for domestic use, there is the 
portable 4-watt unit. Hangs from a wire 
strung parallel to the ceiling er suspended 
from a hook; operates on 110-120 volt a.c. 
current. C-B Tool Co.. 26 W. Orange St., 
Lancaster, Pa. 


Booklet on Pallets 


The General Box Co., 510 N. Dearborn 
St., Chicago, IIl., has just released a new 
booklet which deals with pallets in indus- 
try; is illustrated and brings pallet infor- 
mation, according to General Box, up-to- 
date. Company says that its own pallet is 
named Generalift, designed to fit individual 
specifications, and is made of hardwood. 
























LOS ANGELES 
SAN FRANCISCO 





hallow 





San Franeisce Office 
244 - Oth Street 
4. L. Dezell 





F. W. Jonas 
Los Angeles 





F. W. JONAS COMPANY 


Direct to Hardware, Automotive & Mill Supply Jobbers 


CASEaTTie PP sais 
Aa A © 
im a —. 
ABERDEEN Pap onn Semana PRAM 900 —_.. 


These men help distribute the products of the manufacturers we represent 
throughout the eleven Western states: We have rendered service to the 
Hardware, Automotive and Mill Supply Trade “SINCE 1913.” 


500-502 East 3rd Street, Los Angeles 13, Calif: 
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Get on Top with Modglin)| cecord with modgtin” 
Precision-Perfected—Flexible sma “UNDIE-PINS” 


Trade Mark Reg. 
Made of vividly colored, unbreakable 


sé 9 lastic, with a very firm gr Thi 
Always Seasonable § a truly smooth number. on job- 
ber can supply — or write for catalog 
S A LT & p E Pp Pp : R and information. 


colorful Shaker: | PHIMBLE, THIMBLE 
Made of Durable Plastic MODGLIN MAKES 
a DURABLE PLASTIC 


Lightweight, easy to 
clean, these colorful THIMBLES 
shakers are 31,” high, 


with clear plastic bot- Your lady customers 
toms and beautiful de- will put the finger on 
: You'll shok ' these cute little thim- 
sign. You ll shake a lot bles, and never get 
) of profit out of this item. stuck. They are inter- 
Order from your jobber estingly colored and 
made in five sizes. See 
your jobber! 














“Smooth 
Sale-ing”’ 


All combs may look alike, but 
your customers will find Modg- 
lin precision perfected plastic 
combs exceptionally smooth, 
sturdy and flexible. 





8%,” Curler Comb 





nowl 








Now available in 5 sizes, as- 


sorted colors. 4 S 
: ) °o iInwO. °*< 
Not illustrated: Seven inch * 4O ry 


5” All Fine Comb 


1e) 







curler comb, also 8%” heavy 82 Ep RA 

woman's dressing comb. Pla Ss ti C Mo Ide Tr S c END Op €R 
C4, ° fp 

eset nome vost lebber! 3235 San Fernando Road 74 (OR 


Los Angeles 41, California 











7” Coarse Fine Dressing Comb 








IMMEDIATE DELIVERIES NOW! 


“CIBERTY” 


KNITTED COPPER 


POT 
CLEANERS 


N AT I @) Be A L L sd Now in gleaming copper — bigger and 


better than ever. Immediate shipments. 


A D V E 4 T I S E D Get your order in now! 
ORDER NOW! 


OPA PRICE 
RETAIL 
APPROVED * - 


229 W. ILLINOIS ° CHICAGO 
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MINUTE MOP Line 
of Cellulose Sponge 
Products 





e Minute 
Bath 
TUB 
BRUSH List 
Price, 


69c 


Tops for cleaning the 
bath tub easier and faster. 
Ends stretching, strein- 
ing, and irksome bending 
over. Keeps hands dry, 
yet works up rich, dirt- 
catching lather. Made of 
Du Pont Cellulose Sponge 
moun’ on wood block. 
Handle 18” long. 














Ship- 
ping weight, per gross, 5@ Ibe. 
e Minute 
LAVATORY 
BRUSH 





List Price. . 29c 


For keeping wash bowls and stands spot) 
the time. The housewife who delights in —_ 











e Minute 
DISH 
MOP 






“Fin Model” 
“, 35 
Price c 
Most ingenious method yet 
for cleaning coffee makers, 
pitchers, jars, bottles—all 
deep china and glassware. 
Cellulose Sponge head is 
sectioned and set into handle, resembling a 
paddie-wheel, that washes clean as you twist 
handle. Packed in counter display cartons of 12 
mops. Shipping weight, per gross, 20 Ibs. 











e Minute 
WINDOW 


BRUSH List 


Price, 


59c 


There's a ready market 
awaiting this handy, ef- 
cient housekeeping device 
——"ihat gets windows spark- 
ling with less work, Espe- 
cially useful to cleans 
small, partitioned win- 
dows. Wood block mea- 
sures 5%” x 1% 





one gross to 
Shipping weight, 47 Ibs. 

Send in your order now to your jobber end 
learn how easy it is to cash im om new, eatra 
profits with the steady-selling, famous Minute 
Mep Cellulose Sponge Line that’s distributed 


na: y. 

SEE OUR DISPLAY in Reom 792 at 
the Housewares Show in the Palmer 
House, Chicage, Dee. 30 to Jan. 4 
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\ MINUTE MOP (0. 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Ace Hardware Corp., convention and 
exhibit, Jan. 28-30, 1946, inclusive, at 
Hotel Sherman, Chicago, Ill. E. G. Lind- 
quist 1319 S. Michigan Ave., Chicago 5, 
IIL, is vice-president and secretary. 


Alabama, Retail Hardware Association 
of, May 14-16, 1946, inclusive, convention 
and exhibit at Tutwiler Hotel, Birmingham, 
Ala. Mrs. J. H. Crowe, secretary, 1906 N. 
Fifth Ave., Birmingham 3, Ala. 


American Hardware Manufacturers’ 
Association neeting jointly with the Na- 
tional Wholesale Hardware Association and 
the Southern Hardware Jobbers’ Associa- 
tion, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers’ Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treasurer, 
National Wholesale Hardware Association 
and T. W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla., is secretary of the Southern 
Hardware Jobbers’ Association. 


American Hardware Supply Co., con- 
vention and exhibit, Jan. 28-29, 1946, at 
company headquarters, 41-43 Terminal 
Way, South Side, Pittsburgh 19, Pa. Wil- 
liam M. Stout is executive vice-president 
and general manager. 


American Toy Fair—New York City, 
March 11-23, 1946, inclusive, with exhibits 
at 200 Fifth Ave., 1107 Broadway and other 
permanent showrooms dnd at the Hotel Mc- 
Alpin and Hotel Breslin. Horatio D. Clark, 
assistant director, Toy Manufacturers of 
the U. S. A., Inc., 200 Fifth Ave., New 
York 10, N. Y., is manager of the American 
Toy Fair. 


Arkansas Retail Hardware & Implement 
Association, convention, March 18-19, 1946, 
at Marion Hotel, Little Rock, Ark. George 
L. Turner, 322 E. Markham St., Little Rock, 


Ark., is secretary 


Bicycle Institute of America, Inc., 
with meetings of the Bicycle Manufacturers 
Association of America; Cycle Parts & Ac- 
cessories Association; Cycle Jobbers Asso- 
ciation and Merchant Members, Jan. 22-24, 
inclusive, 1946, at Hotel Commodore, New 
York City. Miss Cecile Meehan, 122 E. 
42nd St., New York 17, N. Y. 


California Retail Hardware Association, 
convention, Feb. 19-21, 1946, inclusive, at 





























the Hotel Whitcomb, San Francisco, Cal. 
Le Roy Smith, 417 Market St., San Fran- 
cisco, Cal., is secretary. 


Connecticut Hardware Association con- 
vention, Feb. 12-13, 1946, at Hotel Taft, 
New Haven, Conn. Fred T. Blish, Jr., Man- 
chester, Conn., is secretary. 


Florida Retail Hardware Association, 
convention early in May, 1946, Anglebilt 
Hotel, Orlando, Fla. William W. Howell, 
Waycross, Ga., is secretary. 


Franklin Hardware & Supply Co., 
annual meeting, Feb. 5, 1946, in the Jeffer- 
son Room, Adelphia Hotel, Philadelphia, 
Pa. Open house all day at company’s new 
headquarters which were moved to 918-928 
N. Delaware Ave., Philadelphia 23, Pa. 
F. Leon Herron is manager. 


Georgia Retail Hardware Association, 
convention early in May, 1946, Ansley 
Hotel, Atlanta, Ga. William W. Howell, 
Waycross, Ga., is secretary. 


Housewares Show, The, managed and 
directed by Mrs. Flo English, will be held 
at the Atlantic City Auditorium, Atlantic 
City, N. J., May 13-17, inclusive, 1946. Mrs. 
Flo English has her headquarters at the 
Hotel Pennsylvania, New York 1, N. Y. 


Illinois Retail Hardware Association 
convention, Feb. 25-27, 1946, inclusive, at 
Sherman Hotel, Chicago, Ill., C. G. Gilbert, 
1321 Merchandise Mart, Chicago 54, IIl., is 


secretary. 


Indiana Retail Hardware Association, 
convention and exhibit, Jan. 29-Feb. 1, 
1946, inclusive, Murat Temple, Indian- 
apolis, Ind. G. F. Sheely, 333 N. Penn- 
sylvania St., Indianapolis 4, Ind., is secre- 
tary. 


Intermountain Association, conven- 
tion, Feb. 25-26, 1946, at the Hotel Utah, 
Salt Lake City, Utah. Leon L. Weeks, 
Chamber of Commerce Bldg., Boise, Idaho, 
is secretary. 


International Housefurnishings Mar- 
ket to be held Jan. 7 to 19, inclusive, 1946, 
in The Merchandise Mart, Chicago, Ill. 
John C. Goodall is general manager. 


Iowa Retail Hardware Association, con- 
vention and exhibit, Feb. 12-15, 1946, inclu- 
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MAKE SURE 
OF 
MORE BUSINESS 
NOW |! 
USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 
the following lists:— 


1860 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 per M. 
9952 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $11.00 per M. 
4613 Hardware Retailers whose sales are 
$20,000.00 to $30.000.00 Annually. 
For $11.00 per M. 
17426 Hardware Retailers whose sales are 
less than $20,000.00 Annually. 
For $11.00 per M. 
31991 Hardware Retailers (Complete List). 
For $10.00 per M. 
9970 Lumber Yards 
For $11.00 per M. 
793 Department Stores handling Hardware 
and Housefurnishings. 
For $11.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names and less than 10,000 
are purchased, the price is $12.00 per M names; 
when less than 2000, $14.00 per M. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 95c per M for the cards. 


We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 
100 East 42nd St. New York 17, N. Y. 
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MEET AZZ DEMANDS 


CONGRESS CONGRESS 
PULLEYS 


Lf 

BIG 50 PULLEY 
ASSORTMENT IN 
27 POPULAR SIZES 


Your Cost — $15.00 
Your Profit—$11.40 


3 COLOR DISPLAY 
With Mounted Pulleys 


Get this complete deal from your jobber—the complete 
assortment, 50 pulleys, individually packed in three 
colored, eye-catching, dust free boxes. Sizes from 1|'/2" 
to 5" dia. Includes 27 popular sizes and handy inven- 
tory control card. Handsome 3 color display, 19" x 13" 
included. Congress Pulleys are superior in performance, 
design and finish. Your best bet for customer satisfac- 
tion and repeat sales. 
Write for name of nearest jobber 


CONGRESS DIE CASTING DIV. 
Detroit 12, Michigan 











HAND TOOLS by) 


ASCO 


Chisels, punches, drills, nippers, screw 
drivers, staple puliers, Wrecking bars 
and numerous other fine hand tools 
bear the name DASCO. They’re quality 
built to serve the worker... and 
smoothly finished to make attractive 
dealer displays. 


Each tool is separately numbered for 
easy reference in re-ordering. 


Sold by 
Leading Jobbers 


D, ILLINOIS 



















FOLDING 


CHAIRS 


Upholstered and 
Piela. Meany styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 
CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, WN. Y. 








TWIX 


Nailclip 


Precision made 

Hardened and ground 

Drop-hammer design 
immediate delivery 


Twix Manufacturing Co. 
40-09 21st St. Long Island City, N. Y. 














TROY 


PLTENTED i — 





FILE HANDLE. Assures better workmanship snd 
safety to user. It can’t split. 


ea 
FILE CARD—cleans files, taps, and dies quickly and 
thoroughly. 


TROY FILE WORKS 


Troy. Est. 1831 N. Y. 


















Lui 





co 


~ SUPER VALUE 
NAIL CLIPPER 
Retail 20¢ 























(WERE'S WHAT 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 


mix with water and 
ase. Will not shrink. 
Sticks and stays pat. 


WILL MOT SHRINK 

STICKS AND STAYS pu 
a 
ET, 








Your jobber YX) 
ean give im- 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industria] users. 


The PLASTIC Repair Material 


in POWDER Form 


136 


OK'S 
+> NEW — 


THE H. C. COOK CO. 
27 Beaver St., Ansenia, Coan. | 


ja powder form...jast | 





| 





| Cosmopolitan Hotel, Denver, Colo. 


sive, in Des Moines, Iowa, Convention— 
Hotel Fort Des Moines; exhibit—Coliseum 
Building, Philip R. Jacobson, Mason City, 
lowa, is secretary. 


Kentucky Hardware & Implement Asso- 
ciation convention, Jan. 21-22, 1946, at 
Kentucky Hotel, Louisville, Ky. Morris 
Jones, Room 315 Kentucky Hotel, Louis- 
ville, Ky., is secretary. 


Michigan Retail Hardware Association 
convention, Feb. 19-21, inclusive, Pantlind 
Hotel, exhibit at Civic Auditorium, Grand 
Rapids, Mich. H. W. Schumacher, 1112 
Olds Bldg., Lansing, 
secretary. 


Tower 


Mich., is | 


Minnesota Retail Hardware Association, | 


convention and exhibit, Jan. 22-24, 1946, 
inclusive, at St. Paul Auditorium, St. 
Paul, Minn. C. J. Christopher, Nicollet at 
24th St., Minneapolis 4, Minn., is secretary. 


Missouri Retail Hardware Association, 
convention and exhibit, March 5-7, 1946, in- 
clusive, at Jefferson Hotel, St. Louis, Mo. 
Louis C. Kreh, 323-324 Wainwright Bldg., 
St. Louis, Mo., is secretary. 

Mountain States Hardware & Imple- 
ment Association convention, Jan. 10-11 at 
John 
T. Bartlett, 637 Pine St., Boulder, Colo., is 


| secretary. 


| 
| 
| 
| 
| 








National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the Con- 
gress Hotel, Chicago, Ill. Rivers Peterson, 
333 No. Pennsylvania St., Indianapolis 4, 
Ind., is managing-director. 


National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers’ Association 
and the Southern Hardware Jobbers’ Asso- 
ciation, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is secretary-treasurer, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer of the 
American Hardware Mamufacturers’ Asso- 
ciation and T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla., is secretary of the 
Southern Hardware Jobbers Association. 

Nebraska Retail Hardware Association 
convention, Feb. 19-21, 1946, inclusive, at 
Fontenelle Hotel, Omaha, Neb. C. A. Me- 
Coy, 325 Insurance Bldg., Lincoln, Neb., is 
secretary. 


New England Hardware Dealers’ Asso- 








ciation, convention and exhibit, Feb. 20-22, | 


1946, inclusive, at the Statler Hotel, Bos- 
ton, Mass. Russell R. Mueller, 189 Dart- 
mouth St., Boston 16, Mass., is secretary. 


New England Housewares Show, 
13th Annual, sponsored by Housewares 
Club of New England, Feb. 11-15, 1946, in- 
clusive, at the Parker House, Boston, Mass. 
Albert B. Patterson, Wagner Mfg. Co., Bos- 
ton, Mass., is chairman. Address—c/o 
Housewares Club of New England, Room 
282, Parker House, Boston, Mass. 


New York State Retail Hardware Asso- 


ciation, convention and exhibit, Feb. 5-7, 














GIBSON GOOD TOOLS, INC. . 
268 Orange, Mass., U.S.A. 


1 LAWN MOWER 


“7 a 


as 


PER ORDER CATALOG Ne} 


<*~. AMCOLLOT SUPPLIES 
ae @ 
2 221 N.W.8 “Ave Miami Fla 




















WOOD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, dowels, 
automatic turnings, and miscel- 
laneous wood items. 


Wood Products Division 


MAINE INDUSTRIES COMPANY 


General Offices - Bangor, Maine 








WOOD JOINERS _ 


THEY PULL—CLINCH—HOLD 
The outstanding fastener for making. repairing 
screens. garden furniture. frames rr 

ORDER NOW FROM YOUR JOSSER 


SUPERIOR FASTENER CORPORATION 














2949 Elston Ave. Chicego (18), HL 











Templeton, Kenly & Co. 
Chicago (44) III. 
Better, Safer Jacks Since 1899 4 











A COMPLETE LINE t\ | 
e225, voun 
A JOBBER 
N y, 
AMERICAN SHEARER MFG. CO wasnun ni 


77 Years Ryaulaliorn 


st THe Trade 
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} 32 WEST RANDOLPH ST. CHICAGO |, ILLINOIS 








Ba ces ay roll ii:t-1 delat tiatiaitels) 


STROLLER. WALKER 


All Steel Construction—Built To Last 


NDLE 


What we say, we DO! 


Still tremendously busy, we’re keeping the prom- 
ises we make. That’s why Hindley is the name 
to keep in mind! 





& Sturdy, 

dk Rubber Tire Ste 

% Rubber Covered Bumper 

* Floor Board and Handle Quickly Removed 
for Walker 

\| yr Wooden Play Beads in Assorted Colors. 

inished in Blue and Ivory Com- 





el Disc Wheels 















¢ Attractively F 


It’s Hindley for precision 
bination 


Wire Hardware, Cotter 
Pins, Plumbers’ Special- 
ties, Flat Spring Keys, 
Riveted Keys, etc. 





ALL ORDERS 


FILLED IN e 


SEQUENCE 

° CONTACT 
WRITE, WIRE | YOUR JOBBER 
OR PHONE | . 





FOR PRICE 





HINDLEY MFG. CO., 60 JOHN ST., VALLEY FALLS, R. |. 


BRIGHT «¢ BRASS 


WIRE GOODS 




















We Never Had Sufficient Mirror SOUTHINGTON 


Vanity Sets for Valentine’s Day 


VY 
We therefore advertise them SCRE a 





early, and caution our custom- x 

ers to send their orders quick For Wood or Metal 

before the stock is exhausted. ° : 

Entire Front, Sides and Top ee te -> ag a 

White Mirror with Blue Mirror crews is ow - : — 

Trimmings. have upheld ,their quality since 
. All standard sizes with vari- 

$28.80 per doz. Tee. Als 


ous styles of heads in the most 


oe ee emma called for types. Send for screw 
2 . 
IN 3 DOZ. LOTS $27.00 per DOZ. | catalog, also our catalog covering 
Size: 10 inches wide, 7 inches deep, 5 inches high. Top steel squares, tri-squares, bevels, 


compartments: Each 214x5% inches, 1% in. deep. Bottom etc 
Drawer: 9x6, 2 in. deep. Weight: About 48 lbs. to the doz. z 
PHILLIPS RECESSED HEAD SCREWS 








PORCELAIN PIG BANKS FOR WOOD AND SHEET METAL 
lle 9 agua White, Green, Tan, and Beives Sis o> \ Supply the in- 
SOLD ONLY IN ASSORTED COLORS } curely into ta- creasing de- 
mand for these 


pered recess — 


$4.00 per doz. pieces 
will not slip 


Packed: 1 doz. in asst. colors. In 6 doz. 


modern, time- 
saving screws. 





lots $3.75 per doz. pieces. In gross lots u k to 
$3.60 per doz. pieces. Size: 4 inches high. | —, By — All standard 
No. 4500Z Weight: 5 Ibs. to the doz. | one side. sizes. 


Be sure to send for our Complete Set Z of GIFT GOODS. We 
have them from $1.80 to $90.00 per doz. All good sellers. | 


115-119 Z 
South Market St. 
Chicago 6, Ill. 


THE SOUTHINGTON 













NG 


LEO KAUL cnc’ 


tsar SOUTHINGTON, CONN. 267 






| 
| HDWE. MFG. CO. 
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CROSS 
Sterilized 








W.W.CROSS &CO. INC. 
East Jaffrey, N.H. 





SIEBRING 


Hi Speed 


CULTIVATOR 
SHIELDS 


F/T ANY 
Standard 
Make of 
Cultivator! 


Eabls wes SPEED CULTIVATING 


Cultivating speeds of 15 to 18 miles an hour are 
practical even the first time over corn or soy- 
beans. Protects plants perfectly ... even when 
ground is wet. Prevents any dame e from 
covering up or large clods. QUICKLY in- 
stalled on any make cultivator, too. EASILY 
a STURDILY constructed of hea 

t iron. somediate phe ph ne NOW! 

wrought ihe for circ 


GILELIRC MFG. co, 


Moin Street GEORGE.JOWA 
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| 1946, inclusive, in Rochester, N. Y. Con- 


vention, Seneca Hotel; exhibit—Convention 
Hall. N. H. Kiley, 508 Hills Bldg., Syra- 
cuse, N. Y., is secretary. 

North Coast Retail Hardware Associa- 
tion, convention, Feb. 11-12, 1945, at the 
Multnomah Hotel, Portland, Ore. D. D. 
Stewart, 714 American Bldg., Seattle, Ore., 
is secretary. 

North Dakota Retail Hardware Asso- 
ciation, convention and exhibit, March 26- 
28, 1946, inclusive, in Fargo, N. Dak. Con- 
vention—Town Hall, Hotel Gardner; ex- 
hibit—Crystal Ballroom, Fargo Auditorium, 
Miss Clarine Sherwood, 21 Clifford Bldg.. 
Grand Forks, N. D., is secretary. 

Ohio Hardware Association, convention 
and exhibit, Feb. 11-14, 1946, inclusive, at 
Netherlands-Plaza Hotel, Cincinnati, Ohio. 
John B. Conklin, 175 S. Hight St., Colum- 
bus, Ohio, secretary. 

Oklahoma Hardware and Implement 
Association, convention and exhibit, Feb. 
5-7, 1946, inclusive, at Municipal Audi- 
torium, Oklahoma City, Okla. R. K. 
Thomas, 711 Wright Bldg., Oklahoma City, 
Okla., is secretary. 

Panhandle Hardware and Implement 
Association convention, Feb. 11-12, 1946, at 
Herring Hotel, Amarillo, Tex. Mrs. C. L. 
Thompson, Canyon, Tex., is executive sec- 
retary. 

Pennsylvania & Atlantic Seaboard 
Hardware Association convention and ex- 
hibit, Feb. 12-14, 1946, at Bellevue- Strat- 
ford Hotel, Philadelphia, Pa. W. Glenn 
Pearce, 400 N. Broad St., Phila., Pa., is 
secretary. 

South Dakota Retail Hardware Asso- 
ciation, convention and exhibit, Feb. 19-21, 
1946, inclusive, in Sioux Falls, S. D., meet- 
ings and exhibit, Coliseum—convention 
headquarters, the Cataract Hotel. Earl Er- 
landson, Cottonwood, S. D., is secretary. 

Southern California Retail Hardware 
Association, convention and exhibit, Feb. 
26-28, 1946, inclusive, at Municipal Audi- 
torium, Long Beach, Calif. A. C. Kam- 
meier, 112 W. 9th St., Los Angeles 15, 
Calif., is secretary. 

Southern Hardware Jobbers’ Asso- 
ciation meeting jointly with the National 
Wholesale Hardware Association and the 
American Hardware Manufacturers’ Asso- 
ciation, March 11-14, inclusive, 1946, at the 
Marlborough-Blenheim, Atlantic City, N. J. 
T. W. McAllister, 814 Metcalf Bldg., Or- 
lando, Fla., is secretary of the Southern 


Hardware Jobbers’ Association; Charles F. 


Rockwell 342 Madison Ave., New York 17, 
N. Y., is secretary-treasurer of the Ameri- 
can Hardware Manufacturers’ Association 
and George A. Fernley, 505 Arch St., Phila- 
delphia 6, Pa., is secretary-treasurer of 
N.W.H.A. 

Tennessee Retail Hardware Association, 
convention, Feb. 18-19, 1946, at Andrew 
Jackson Hotel, Nashville, Tenn. Morris 
Jones, 315 Kentucky Hotel, Louisville, Ky., 


is secretary. 








Texas Hardware & Implement Associa- 
tion convention, Jan. 15-17, 1946, inclusive, 
Adolphus Hotel, Dallas, Tex. R. M. Sou- 
der, 814-15 Texas Bank Bldg., Dallas 2, 
Tex., is secretary. 

Triple Mill Supply convention, May 
6-8, inclusive, 1946, at Atlantic City, N. J., 
with headquarters at the Marlborough- 
Blenheim of the American Supply & Ma- 
chinery Manufacturers’ Association, Inc., 
The National Supply & Machinery Distrib- 
utors’ Association and the Southern Supply 
& Machinery Distributors’ Association. R. 
Kennedy Hanson, 1108 Clark Bldg., Pitts- 
burgh 22, Pa., is general manager of the 
American association; Henry R. Rinehart, 
505 Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Association, 
George A. Fernley is advisory secretary of 
the National Association and E. L. Pugh, 
712 Volunteer Bldg., Atlanta 3, Ga., is 
secretary-treasurer of the Southern associa- 
tion. 

Virginia Retail Hardware Association, 
convention, Feb. 25-27, 1946, inclusive, at 
the Hotel Roanoke, Roanoke, Va. G. T. 
Omohundro, Jr., Scottsville, Va., is secre- 
tary-treasurer. 

Western Retail Implement & Hardware 
Association, convention, Jan. 28-30, 1946, 
inclusive, at Hotel President, Kansas City, 
Mo. Frank H. Spink, 322 Scarritt Bldg., 
Kansas City, Mo., is secretary. 

West Virginia Hardware Association, 
convention, Feb. 25-26, 1946, at the Stone- 
wall Jackson Hotel, Clarksburg, W. Va. 
Sam H. Diemer, Box 363, Fairmont, W. Va., 
is secretary. 

Wisco Hardware Co., merchandising 
school and sales show, Jan. 21-23, 1946, in- 
clusive. Facilities—University of Wiscon- 
sin, Wisco Hardware Co., headquarters and 
Loraine Hotel, Madison, Wis. John A. 
Fitschen, 15 S. Brearly St., Madison 3, 
Wis., is secretary and general manager. 

Wisconsin Retail Hardware Association, 
convention and exhibit, Feb. 5-8, 1946, in- 
clusive, at Milwaukee Auditorium, Milwau- 
kee, Wis. H. A. Lewis, Stevens Point, 
Wis., is secretary-treasurer and exhibit 
manager. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 76) 


1—Answer. Wage costs increased 27.7 
per cent of the original] rate. 

2—Answer. Cost of job $15.60. Price 
per running foot across the width $1.30 
times the length of 12 ft. 

3—Answer. Monthly payments $10.95. 

4—Answer. Margin is 33 per cent of 
the selling price. 

5—Answer. Yes, this pump can be used. 
In set length pumps, cylinder extends 4 ft. 
below ground pump level. This places the 
cylinder 24 ft. above the lowest water 
level of the well which is within the 25 ft. 
limit at which such a pump will operate 
satisfactorily. 
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PANIC -EXIT DEVICES 
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OFFICE BUILDINGS 


The use of Monarch panic exit hardware 
is not confined to emergency exits. Today, 
this practical type of door hardware 
is being used wherever there is heavy 
traffic through a doorway. 


In factories, schools, theaters, office 
buildings, department stores, restau- 
rants, and hotels, Monarch Panic Exit 
Hardware provides swift, smooth door 
operation. 


Monarch offers a series of quality panic 
exit devices, both mortise and rim types, 
in a variety of styles for a wide range of 
applications. Write today for details. 


Monarch—long recognized for quality build- 
ers finish hardware—is now a division of 
Clayton & Lambert Mfg. Co. 


CLAYTON & LAMBERT MFG. CO. 
Monarch Hardware Division 


2525 Hart Ave. + Detroit 14, Mich. 
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“| WANT A NEW 
BLUE RIBBON CHAMPION 


because it’s got the zip, power and speed we 
young fellows want, as well as the ideal, slow 
trolling pace that catches the big ones.” 


“| WANT A NEW 
BLUE RIBBON CHAMPION 


because it’s definitely post war—improved and 
precision made. It's America’s great outbo: 
motor from every viewpoint.” 


"| WANT A NEW 
BLUE RIBBON CHAMPION 


because I can handle it as well as the menfolks. 
Easy, sure starting appeals to me.” 


CHAMPION 
OUTBOARD MOTORS CO. 


2633 -27th Ave. So. « Dept.D1 © Minneapolis 6, Minn. 


.- 





Watch for our 
4 Ch dp, 





will be available sooner 
than you think. 
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Two ways your face can grow 
in the next few years 


SUALLY, our faces show what’s happening to us. 
For instance, suppose financial matters are con- 
stantly on your mind. 
Suppose you know that there’s practically no cash re- 
serve between you and trouble. 
It would be surprising if your face didn’t show it. 
But suppose that, on the contrary, you’ve managed to 
get yourself on a pretty sound financial basis. 


Suppose that you're putting aside part of everything 


Buy all the Bonds you can... Keep all the Bonds you buy 


, you earn .. . that those dollars you save are busy earning 
extra dollars for you .. . that you have a nest egg and an 
emergency fund. 

Naturally, your face will show that, too. 

There’s a simple and pretty accurate way to tell which 
way your face is going to go in the next few years: 

If you are buying, regularly, and holding as many U. S. 
Savings Bonds as you can, you needn’t worry. 

Your face will be among the ones that wear a smile. 


HARDWARE AGE 


This is an official U. S. Treasury advertisement—prepared under auspices of Treasury Department and War Advertising Council 


HARDWARE AGE 


aa 























No matter the size or the finish—cadmium— 
lead —zinc—parkerized or galvanized, the 

smooth protective coating of every circle ® 
fastener is of the same uniform quality. You can be 

sure of its ability to resist rust and corrosion. 


- COMPANY 


NORTH TONAWANDA, NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


A section of the 
Buffalo Bolt Company‘s 
machine shop where 
dies are made by 

our own skilled 
toolmakers. 











*MARSHALLTOWN TROWELS *« 


* MARSHALLTOWN. IOWA 


3 MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY 





— 















GUARANTEED , bers only. Write for samples and catalog 





Made to GIVE Service 


...not require it! 
The improved “Dixie- Maid” 
ELECTRIC CHURN 


ty components 
; struction make Dixie-Maid ectrie 
{ Churns give long, trouble-free service. 
Recent improvements include (Jarger, 
round Splash Plate, Recessed Supporting 
Arms and heavier Cord with Switch, as 
\ \ illustrated. Slow-speed, Heavy Mo- 
‘ \ tor. Thumb-screw adjustment to fit 3 to 6 
. dal. containers. Agitates all the milk — 
makes more butter faster. Sold thru job- 





sheets. 











COWMBIAN VISES 








THE BEST MADE 


% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All types 
for all work. See 
your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. 


Cleveland 4, O. 














We believe Leech Cements, including a special Model 
Builder’s Cement, have moreall around uses than any 
other cement on the market. Attractively packed and 
carded in sales-compelling displays— carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C HutchinsonKs. 


If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 


ew —- 
PFLUIDCEMENT 9 7%, know how a 
FLUID CEMENT eps 


REG. U. S. PATENT OFFICE 1932 











‘“VITAL CAULKING GUNS 





Since 1912 these Orig- ee eo eo | tatow 


inal Glazing and Caulk- ete) 


ing Guns have ‘main- 
tained their quality and 
leadership. Unsurpassed for use with cartridges or 
bulk material. 


A GUN FOR EVERY NEED 
All styles and sizes. Leakproof, easy to fill and operate. 
They help you sell caulking cmmaat 

Repeat sales tell the story. Write— 


The VITAL Products Mfg. Co. 


7500 Quincy Ave. 





HAVE NO EQUAL" 


x 









— ; = 1) 
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and plastic material. 





Cleveland, Ohio 









MILL-ROSE 


TT ae a a on ee ee a eo # # 


« « « LOWEST PRICE 


Phosphor-Bronze brushes for cleaning. Bristle 
brushes for applying solvents. All popular sizes 
for rifles, shot guns and revolvers. 


FINEST QUALITY 





e@ Ask your jobber or write direct, giving his name. 


The MILL-ROSE Company + 1989 East 59th St. - CLEVELAND 
BRUSH SPECIALISTS FOR 25 YEARS 


Theyre Cash Register Humbera/ 


ere Be ‘sag 


Se 


SLAYMAKER LOCK COMPANY 
SINCE 1888 


LANCASTER, PENNA. 





PRECISION 
GUN BRUSHES 

















For PEACE 


and PROSPERITY 


BUY BONDS 
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Glaziers and Painters Tools, Machines. Send for Catalog 
RED DEVIL TOOLS, IRVINGTON, N. J., U.S.A. 












FINE TOOLS 


Mayhew Cold Chisels D> s. 


MAYHEW Cold Chisels, No. 90 Series, are hammer-forged 
of alloy steel. Harder, tougher, with a special knurled han- 
dle Mayhew Chisels are the pride of generations of skilled 
Toolmakers. Available also in Cape, Round Nose and 
Diamond Point styles. MAYHEW Punches, Screw Drivers, 
Burring Reamers, and MAYDOLE Hammers give genuine 
satisfaction to the user and full profit satisfaction to the 
Dealer. 





“Ask your Jobber Salesman” 


MAYHEW STEEL PRODUCTS, Inc. 
Shelburne Falls, Mass. 





Now Available Through 


JOBBERS ONLY 
For 1946, “KILL-O” Grade AA 
Insecticide with 59% D-D-T, 
and 2 Other Killers 


Quart cans only, retails 59¢ to 89¢ quart 
Packed 12 quarts to a carton 


JOBBERS—WRITE FOR 
EXTREMELY LOW PRICES 
Attractive labels, approved in all states 


BENGAL CO., 214 St. Nicholas Ave. N. Y. C. 




















DONT KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 






“Lifts from 1000 te 3000 Ibs. with ease."’ 


ELECTRIC ELEVATORS, HAND ROPE 








ELEVATORS 
DUMB WAITERS 

AND _| Davis & Newcomer Electric Elevator Co. 
Write fer Information and Prices. FOSTORIA, O 





VDE DENCE, R. I, U.S. A. 


BROWN ® aS ag MFG. CO. 


ma "& SHARPE 


HAIR CLIPPERS 








BACK IN PRODUCTION! 


NE W PLAS TIC MAIL BOX 


New Beauty 
New Convenience 
Wanted by Millions 
Available in Colors— 
Black, Brown, Green, Blue 


x 
WRITE FOR FULL INFORMATION 
* 


ACME PRODUCTS CO. 


406 N. Van Buren St. Green Bay, Wis. 























IDJUSTABLE 





® Manufacture of GEP RODS will be resumed just as soon 
as materials and labor are available. It is doubtful, how- 
ever, if many rods will be ready before next year. Ask your 
Jobber to let you know when he receives his supply. 


GEPHART MFG. CO. 


1020 West Adams Street + Chicago 7, Ill. 
Specialists in Steel Fishing Rods for 
BAIT CASTING e FLY FISHING e SALT WATER FISHING 
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ORIGINATED 1896 ND Al ey 
“ MAYES GUARANTEES ACCURACY, SERVICE 


*AND DURABILITY = 


is hie! a " MAYES BROS.TOOL MANUFACTURING CO.,Inc. PoerAusrin Mick. <0" 
















ORATIO’ 


bealucts | PIONEER GEN-E-MOTOR 


BUY BONDS 


MACHINE BOLTS 


@ Machine bolts with either square or hexagon 
heads are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 1%-inch diameter, 12-inch lengths. 

A copy of the Lamson “Ready Reference” List, a 

handy visible indexed catalog and price list, is ready 

Jor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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Clean furnaces, oil, 
coal and wood burning 
stoves, brooder stoves, 
flues and chimneys with 


SOOT OFF 


Chimney Cleaner— Soot Remover 


A non-inflammable, non-explosive soot 
and fire scale destroyer that saves 
fuel and money. 


Easy to use and easy to stock, it 
builds repeat business. Write for 
trade prices today. 


VAL-A COMPANY 


700 W. Root St. Chicago 9, Ill. 


You PROMPT DELIVERY 


. TROJAN 
| SAW 
BLADES 







































Not only prompt delivery—but, the top 
quality that commands immediate sales 
and builds for future volume sales. 

No. 18 Frame—6'" deep accommodates 
614" blades—list per dozen $15.00. 


No. 20 Frame—4'/," deep, accommodates 
612" blades—tist per dozen $9.00 





No. 25 Frame 5" deep, accommodates ; 
614" blades—tist per dozen $b.00 : 
Seasoned Hardwood Handles 


are supplied on all Trojan Frames. 
A Sales Getter Smooth and highly polished. Extra long 
hex., nut with cut thread and ¥” collor 


extends into handle — heavy 20 gauge 
steel re-enforcing ferrule caps handle. 


Trojan No. 1 Sawing Set will satisfy 
@ thousand uses in home, shop and 
school and is priced right for quick 
turn-over. This set consists of one 
No. 20 standard Trojan Frame, two 
No. 2 coarse, two No. 3 medium, 
one No. 5 Fine and one No. 6 Extra 
Fine Saw Blades. All Blades are of 
top Trojan quality with filed and 
set teeth. Attractively merchandised 
in o neat red box, packed 1 dozen 
to a carton. Lists, per dozen— 
$12.00. 
Order from your Jobber. 


| ACKERMAN, STEFFAN & CO. 


4534 Palmer Street Chicago 39, Illinois 
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We Help You Get in the 


Money with RED JACKET 
Hand and Windmill Pumps 


@ Don’t overlook this profitable part of the 
pump business. It’s not a “dead duck” by any 
means. Right today over 4,812,280* farms still 
depend on Hand and Windmill Pumps... and 
so do 3,515,250* rural non-farm homes. That’s 
why a quarter of our total normal production 
is devoted to Hand and Windmill Pumps—and 
will continue to be. 


Remarkable Performance Record—The 
67 years’ service record of Red Jacket Hand 
and Windmill Pumps proves that they have 
day-in and day-out dependability. 


Complete Line —With Red Jacket Hand and 
Windmill Pumps, Cylinders,and Well Accesso- 
ries, you have a complete Red Jacket line that 
enables you to fill every water pumping need at 
a profit. Send for full information on the Red 
Jacket line, including the latest catalog, on 


Hand and Windmill Pumps. Address Dept. 29. 


*Figures from U. S. Department of Commerce. 
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THESE SUPERIOR MECHANICAL 

FEATURES MEAN GREATER CUS- 

TOMER SATISFACTION — GREATER 
PROFITS TO YOU... 

1. Strong, uniform, “close grain” castings 

makes smooth, attractive pumps. 

2. Careful foundry control and super- 


vision maintains uniform quality. 











3. Close attention to casting cleaning 
leaves no burned sand on pumps 
to mar finish. 

4. Red Jacket’s exclusive “So 

Easy To Fix” feature of the 
3-Way Underground type of 
pump makes leather replace- 
ments an easy one-man job 
from ground level. 

5. Special 3-Way Brass Diverter Valve on 
underground type pumps provides con- 
stant water tight seal between specially 
ground seat and renewable leather disc. 
6. All Red Jacket Pitcher pumps and iron 
cylindersare wet honed to providea harder, 
smoother wearing surface for leathers. 

AVAILABLE NOW? Yes, through Red Jacket jobbers 

—in the limited quantities material restrictions permit. 


We'll make more as soon as we can get material and 
manpower. 


























DAVENPORT, IOWA 
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Featuring a-full line of PUMPS for shallow and deep wells, and WATER SOFTENERS 
JANUARY 3, 1946 
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Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. 


“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” 
WAS $3.—NOW ONLY $1.50. ORDER YOURS TODAY 


The Deluxe Cloth-Bound Edition, Which Originally Sold for 
- $3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Paper-Bound Edition Has Been Made Available 
At Only $1 Per Copy. 


USE THE ORDER BLANK BELOW 


“ohing the 
‘Sat __\ 
BUILDERS 


apon H. BROWNELL 





Pubhished by WAROWARE AGE- ; 








If you are one of the many hardware men who have always 








Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 


220 pages—page size 82 x Il inches— 
sturdily bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 

A working Blue Print, size 25 x 11'/: inches, 
Glossary of more than 300 Technical 
Builders’ Hardware Terms, Cross Refer- 
ence Index, etc. 

Over 600 Illustrations, Charts and Diagrams. 

27 Illustrations of Different Builders’ Hard- 
ware Display Rooms. 








MAIL THIS COUPON TODAY! 


wanted to know more about Builders’ Hardware—and how to 
make more profit from its sale—but could not because of the lack 
of information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 
the needs of your community. 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 
other departments. 


The experienced architectural hardware consultant will want 
this book for its use as a handy reference work. The beginner will 
want it as a text book to use as the only complete home study 
course in this subject ever published. 


Your clerks, too, should have this néw book. They will become 
more valuable to you and more valuable to themselves by read- 
ing and studying it. 


Hardware Age, 100 East 42nd St., New York 17, N. Y. 

Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman §1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the paper-bound edition, please check here 
..++, its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per copy 
in Canada and Foreign Countries. 


CO) Check here if you enclose payment, in which case we pay postage. 
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You Never Sawa Saw Sell 


Like the BUSHMAN 
Se 2 pe s ‘3 ie oy = | =. a So 








Made of fine Swedish 
Steel, the famous BUSH- 
MAN Saw takes the eye 
and fancy of every cus- 
tomer who uses tools. It is 
a: a quick turnover item! 
he 


To You'll sell more BUSHMAN Saws because 
HOME OWNERS they give you more to sell. All of your 
customers know the fine quality of Swedish 
steel. You can assure them that BUSHMAN 
Patented Saws are sold filed, set, and ready 
to use—that they hold the cutting edge 
longer—that they remain sharp longer— 








TO and, that they cut faster, smoother, and 
FARMERS easier —that they rake and cut on both for- 
ward and backward strokes. They will do 
all the hard sawing jobs—saving time and 
muscular effort. 

BUSHMAN patented adjustable Saw 


To Frames are assembled and taken apart with- 





CAMPERS out the use of tools. Frame parts cannot 
be lost. 

Qualified jobbers assure you the best 
of service. 


=) 





TO 
INDUSTRY 








BUSHMAN Saw Division 


GENERAL STEEL WAREHOUSE (O., INC. 


1830 N. Kostner Ave., Chicago 39, Ill., U. S. A. 
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Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9¥ by 12 inches over all; iting area 
8'/, by 11'/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 





















































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 page 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 

During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 


Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 






























































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


, These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


acceesoneccconccacesesecensesene ee THIS COUPON cccccccccccccencecenececssseses= 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
Gentlemen: 


Here is my $ . Please send me 
charge). Also send me 


NAME 
ADDRESS 
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hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
Binders (50¢ each). Send these to me by return mail. 
.. .FIRM NAME 

city Lee ee NB is 32 ass 
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YS TO SUCCESS 
























Each of these advantages is a 
“master key"\fo your future growth — 
and profits. And Lowell is the only 
manufacturer of sprayers and dust- | 
ers that gives you all 3! Why take - 
less when you can have them all? 
There’s every reason why you 
should feature the Lowell line! 


1 FULL PROFITS ... There are no “cheap sprayers” in the 
Lowell line, no loss leaders that waste" customers and hurt 
profits. Every Lowell sprayer and duster is a quality product 
that gives you a full profit. 


Write for full details today! 
2 SELECTIVE DISTRIBUTION ... Lowell sells only through 


distributors who are carefully selected for highest reputation 
and best business ethics. None of your competitors can buy 


Lowell sprayers and dusters direct, nor can they undersell you 


on the Lowell line. 
3 COMPLETE QUALITY LINE. .. There's o Lowell sprayer Manufacturing Co Co. 


or duster engineered and precision-built to fill every need with pept, 54—~589 EAST ILLINOIS STREET 
complete satisfaction. Yet the line is compact and standardized, 
designed for fast turnover and low inventory. CHICAGO 11, ILLINOIS 





WORLD'S LARGEST MANUFACTURERS OF SPRAYERS AND DUSTERS EXCLUSIVELY 


TWIN PROFIT 
PRODUCERS, 


PRN GO 2 \ 











: TICK 
FOR THINGS THAT STICK OR SQUEAK new oe ACTION 


p| DOOR-EASE a |; N SR onirtess,Or 
ae ationally ADVERTISED | ) gett 
@Heae) ee ) 


COMPANION PRODUCTS | 


BEEOS B as LUBRICANTS NEEDED IN EVERY 
HOME, OFFICE AND SHOP 
Colorful Action- 
Compelling Displays 
CONSISTENT PROFIT PRODUCERS 
: oar That Sell on Sight | 
DOOR-EASE AMERICAN 
STAINLESS STICK Onder Today ! DRIPLESS OIL 
apesincms crc FROM YOUR JOBBER Penetrates lubricates, rust 


ofs. Won't drip at 
b Won't gum at _ 










































: s Le F. A stream or a drop. 
Attractive 3 Color ° ben a eee = Pe : “i ; Siew 3 Calas Display with 
Display with 1 Dozen A ‘ Bes : Each 2-Doz. Dealer Carton 
Sticks per Display. : 5 pee! ‘ ; ‘ 


Sells for 25¢ a can 





Sells for 10¢ a stick in agin ~<A » 4 OZ. CAN 
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assified Aduertising Rates 











Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $5.00 
All capitals, maximum 50 words..... 6.00 
Each additional word......... -10 
Positions Wanted 
ie x~ Rate) set solid, maximum, 
GED ccivtscccccccdscccccdcs $2.00 
Each additional word......... 05 


Allow Seven Words for Keyed Address 
or Your Address 








BOXED DISPLAY RATES 
$8.00 Per Column Inch 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 
5% discount for 4 or more insertions 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise 
ments. 

REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Cata- 

etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every 
other Thursday. Classified forms close 15 
days previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N.Y. 








VETERAN WITH 10 YEARS’ SALES EX- 
PERIENCE in builders and heavy hardware, 
tools, housefurnishings, electrical, plumbing and 
garden supplies, etc., desires position with reli- 
able jobber or manufacturer for New York City, 
New England or Mid Atlantic territories. Colum 
bia University graduate and married. Address 
Box K-393. care of Harpware Ace, 100 East 
42nd St.. New York 17, N. Y. 


WITH TWENTY 
in all departments, 
responsible hardware 


HARDWARE MAN, 
YEARS’ EXPERIENCE 
would like position with 
dealer in Colorado or California. Forty-one years 
old, married, with family. Business and char 
acter references. Former chain store manager 
Managerial position preferred, in firm ratea 
Seventy-five thousand dollars or more. 
Box K-391. care of Harpware Acre, 100 Ex 
42nd St.. New York 17, N. Y. 


EX ARMY OFFICER, WITH YEARS’ 
Selling and Merchandising Experience in the 
Hardware Field, desires Manufacturers Lines for 
Los Angeles Area. Now East and Available for 
personal interview. Address Box K-389, care of 


25 





Harpware Ace, 100 East 42nd St.. New York 
17, N. Y. 
MANUFACTURERS’ REPRESENTATIVE 


COVERING NEW YORK STATE, METRO- 
POLITAN NEW YORK AND NORTHERN 
NEW IJTERSEY for past 25 years, calling on 
hardware, mill and contractors’ supply distribu 
tors. Desires one more good line. Best trade 
and financial references. Write Box K-396, car 
of Harpware Aor, 100 East 42nd St., New 
York 17, N. Y. 





MANUFACTURER'S REPRESENTATIVE, 
VETERAN, Desires to Handle Additional Side 
lime—12 years selling direct to large hardware 
dealers and lumber yards. Metropolitan area, 
New Jersey, West County. Large Clientele, ex- 
cellent references. Address Box K-375, care of 
- ne Acer, 100 East 42nd St., New York 





VETERAN — MANUFACTURER’S REP- 
RESENTATIVE — WANTS GOOD HARD- 
WARE OR HOUSEFURNISHING LINE for 
chain stores and jobbers in the Metropolitan Area. 
Address Box K-397, care of Harpware Acr. 100 
East 42nd St.. New York 17, N. Y. 





SALESMEN WANTED. NATIONALLY 
ADVERTISED TOP SELLING TOOL AND 
HOUSEHOLD SPECIALTY LINE. Protected 
territory. renumeration. Interested only 
in go-getter youngsters and newcomers selling, to 
hardware, mill supply, automotive, electrical and 
plumbing jobbers. Write stating lines now car- 
ried, territory covered and qualifications. Wilson 
Industries, 757 W. Van Buren St., Chicago, 
Illinois. 
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AGER TO TAKE CHARGE OF SALES 
DEPARTMENT FOR LOCAL TOOL MANU- 
FACTURING. MUST BE ABLE TO TRAVEL. 
ADDRESS BOX K-388, CARE OF HARD.- 
WARE AGE, 100 EAST 42ND STREET, NEW 
¥Oum 17. HB. F. 





WANTED SALESMEN CALLING ON 
Hardware Dealers and Lumber Yards to Sell 
Medicine Cabinets as a side line. ‘The following 
territories are open: New England, North and 
South Carolina, Florida, Georgia, Alabama, Mis- 
sissippi, Louisiana, Arkansas, Oklahoma, Texas, 
North and South Dakota. Address Box K-356, 





| New York 17, N. ¥ 


Write | 


care of Harpware Acer, 100 East 42nd St., 





DISTRICT REPRESENTATIVES WANTED 
TO CONTACT Hardware. Farm Supply and 
other Dealer Prospects for Electric Fence Con- 
trollers and Accessories. Cover one or more 
States. Excellent opportunity for man with initia- 
tive and able to travel. Commission Basis. Sev- 
eral Exclusive Territories Available. References. 
Address Box K-395, care of Harpware Ace, 
100 East 42nd St., New York 17, N. ¥ 





RESIDENT EXPERIENCED REPRESEN- 
TATIVES WANTED NATION WIDE by Old 
Well Established Wholesale Hardware House to 
Call on Retail Trade Handling Hardware. Five 
per cent commission on original orders and di- 
rect repeat orders. No objection to you carry- 
ing non-conflicting side lines. Write ei- 
land, Inc., 149 Chambers St., New York, N. Y. 





BUILDERS’ HARDWARE SALESMAN FOR 
TEXAS AND SOUTHWEST. Veteran, age 39. 
Sixteen years representing highly recognized man- 
ufacturers. Well connected and thoroughly fa- 
miliar with sales problems this territory. Interested 
only in sound, full time proposition preferably on 
commission and expense basis. Address Box K- 
404, care of Harpware Ace, 100 East 42nd St., 
New York 17. N. Y. 





WANTED. MANUFACTURERS’ REPRE- 
SENTATIVES, To Sell Insecticides, Rodenti- 
cides. and Deodorants to jobbers, department, 
chain and variety chain stores. Can be sold as 
side line, sure fire sales, plus hich commissions 
Line established successfully 9 years. All terri- 
tories onen. References and lines carried. Con- 
fidential. Address Box K-403, care of Harnwarre 
Ace, 100 East 42nd St., New York 17. N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acqyainted with 
Hardware Automotive, Electric Supply Jobbers 
and Chains. Boston Showroom and Warehouse, 
Dun and Bradstreet rated. Address Perkins 
Sales Co., 619 Newbury St., Boston 15, Mass. 





ATTENTION MANUFACTURERS — East- 
ern Representative desires Builders’ Hardware 
and House Furnishings Line to sell to Pennsyl- 
vania, Delaware, Maryland, and New Jersey. Ex- 
cellent contacts among hardware, mill supply and 
lumber dealers. Address Box K-401, care of 
a or Ace, 100 E. 42nd St., New York 17, 











EXPERIENCED ASSISTANT SALES MAN- | 


| HARDWARE STORE WANTED, An Estab- 
| lished Retail Business doing at least $20,000 a 

year. A small city or town preferred. Informa- 
tion such as Inventory, Annual Sales and Special- 
| ties. etc., will be helpful. State full price. Ad- 


| dress Box K-400, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 
WESTERN MANUFACTURERS, HARD 


PLUGGING REPRESENTATIVE CALLING 
ON WHOLESALE HARDWARE TRADE IN 
THE MIDDLE ATLANTIC STATES FOR 
THE LAST TEN YEARS, CARRY BUT ONE 
LINE, WOULD LIKE ONE ADDITIONAL 
LINE WITH MERITS. WOULD CONSIDER 
NEW ITEM. IF YOU HAVE THE LINE, I 
HAVE THE CONNECTIONS. WRITE BOX 
K-398. CARE OF HARDWARE AGE, 100 
EAST 42ND STREET, NEW YORK 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
desires Fast Moving Hardware or Allied Lines, 
Sporting Goods, or Farm Equipment. Territory 
covered. Oregon, Washington, and Idaho. Have 
excellent contacts wholesale and retail hardware 
and farm implement houses. Will give good cov- 
erage and representation. Commission basis. Ad- 
dress Box K-386, care of Harpware Ace, 100 
East 42nd St., New York 17, 





LONG AND WELL ESTABLISHED CHIL- 
EAN IMPORT AGENCY Desires Manufactur- 
ers Representations in hardware and associa 
lines—hammers, saws, pliers, etc.; electrical fix- 
tures and appliances—lamps, heaters, fans, etc.; 
radios. Take advantage of our progressive and 
action getting organization to get your product 
firmly established now! Representative now in 
U. S. Address Box K-378, care of Harpwarr 
Ace, 100 East 42nd St., New York 17, N. Y. 





LINES WANTED, NORTH AND SOUTH 
CAROLINA. Parts of Other States: Direct to 
dealer and jobbers. 300 accounts, now prospects 
for your line. Kitchenware, Electrical, Fishing 
Equipment, Hand Tools, Farm and Garden Tools, 
Pocket Knives and Scissors, in big demand. 

Box 130, Monroe, N. C. 





BUILDERS’ HARDWARE LINES WANTED 
to sell on commission basis in Minnesota, Wis- 


consin, Illinois, Indiana and Iowa. Territory 
covered regularly for twenty years. Contacts 
established with all buyers in territory. Address 
Box K-384, care of Harpware Ace, 100 East 


42nd St., New York 17, N. Y. 





COLOMBIA AND PANAMA MARKETS.— 
Manufacturers’ Agent with United States refer- 
ences offers complete Sales representation for 
Colombia and Panama Republics, commission 
basis, to manufacturers of household hardware, 
furniture and ers’ hardware, screws, hinges, 
all kind of wires, tools and hardware specialties. 
kerosene oil stoves. cutlery, plastics, novelties, toys 
and the general line of hardware goods. Air 
mail address: LUIS FERNANDO PRADA. 
Carrera 52, No. 70-220, BARRANQUILLA. 
Colombia Republic, South America. 





HARDWARE AGE 




















vare 
cov- 


100 


[IL- 
tur- 


fix- 
etc.; 
and 
duct 
r in 
VARF 
» 2 


ITH 
t to 
pects 
hing 
ools, 


P.O. 


TED 
Wis- 
itory 
tacts 
iress 
East 








Classified 


Opportunities Section... 











Manager secks Position with re- 
heuse, in the Middle States, West 


EXPERIENCED HARDWARE BUYER 


— 
and 
plumbing geeds. ‘Age 45, married, good health. Mx- 
cellent references. 
Address Bex K-350, care of HARDWARE AGE 
100 Bast 42nd St., New York 17, N. Y. 


WANTED REPRESENTATIVES 


Manufacturer of Outstanding Line of Shelf and Cabinet 
Hardware seeks Representatives, calling on Whole- 
salers, Manufacturers & Lumber Yards en commission 


details, stating experience, references, territories 
covered and present lines handled. 


Address Box K-385, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


DISTRIBUTORS 


We are interested in being Distributors on 
the West Coast for Hardware Items—Marine 
and Builders; Wood Screws, Lag Screws, 
Machine Screws and Bolts—All Brass and 
Galvanized, Marine Cordage, etc. Ample 
Capital. Buy Own Account. We will only 
purchase directly from manufacturer. 
ee | Box K-402, care of HARDWARE AGE 
00 East 42nd St., New York 17, N. Y. 








| SIDELINE SALESMEN WANTED! 


WV ent. 
offer pre prompe pe sigan ate on 
uate BASKETS PI NUP LAMPS 
OVELS—DUSTPANS, ETC., ETC. 


_The Walter S. Kraus Co. 


New Yerk 











WANTED—REPRESENTATIVE 
To Sell Jobbers, Chains and Department 
Stores on Fast Selling Toys and House- 
ware Items, and Liquid Soap. Advise Ter- 
ritory you cover. 


Address Sales —~ ¥ 
301 Forest Avenue, St. Louls 19, Missouri 


WISCONSIN 


Reputable Sales Organization desirous Obtaining 
Lines exclusively for State of Wisconsin. rhe Maau- 
facturer whose Line we represent can expect exclusive 

sales effort on the part of our Company. We are 
flexible im that we have some of the finest act contacts 18 
the State ameng the Industrial Plants, Retail, and 
Wholesale H Jobbers. 

Write te Box K-390, care of HARDWARE AGE 


100 East 42nd St., New York 17, N. Y. 











SALESMEN WANTED 
Full Time or Side Line Men Calling on 
Hardware, Variety and Department Stores 
for Complete Line of Leather Dog Furnish- 
ings. All territories opened except New 
York and New England. State full par- 


ticulars. 
Address Box K-399, care of HARDWARE Ge 
100 East 42nd St., New York 17, N. 











MANUFACTURERS — 
ARE YOU REPRESENTED IN THE 
HAWAIIAN ISLANDS? 
Financially Secpeneate Organization Will Give Com- 
lete Coverage 


i] All Outlets. Guarantee any miai- 
mum. Lines waged will net be competitive t to "other 


lines, 
PACIFIC SALES FACTORS 
Bex 93! Honolulu 8, T.H. 


EXPORT 


We have our own office in North Africa also ex- 
tensive selling organization in Central and South 
America and Near East. Seeking Direct Factory 
Representation in any above open territories for 
Hardware, Enamelware, and Glassware. 

your payment requirements. First class references 
available. 

Address Box K-394, care of mAnewase aon 

100 East 42nd St., New York 17, WN. 











SALESMEN WANTED 
> Call on Hardware, Department, Variety and Paint 
for Eastern Job ber—Handling All Paint Sun- 
aries, ‘Paint Brushes, Houseware, Electrical pr Aa 
and Specialties. We do our own billing. One Sales- 
man for each State. 
TERRITORY OPEN 

Entire Country East of Mississippi pases. When re- 
plying. state age. experience, type 0! 

Address Box K-372, care of NARDWARE AGE 

East 42nd St., New York 17, N. Y. 








WANTED 
SMALL MANUFACTURER 


with National Outlet to Manufacture and Dis- 
tribute Unique Lawn Tool retailing fer less 
than $1.00. 
Address Bex K-374, care of HARDWARE AGE, 
100 East 43nd St., New York 17, N. Y. 


LINES WANTED FOR RICH 
PACIFIC NORTHWEST 


Washington — Oregon — idaho — Montana 
Representative pe this vast high-income area 
wants additional lines: housewares, hardware, ap- 
pliances. Regularly contacts wholesalers and re- 
tailers, -_ - independent. 

K-392, HARDWARE AGE 
100 East “i2nd Street, New York 17, New York 

















Distribution—Present and Postwar 
Established—Reliable—Aggressive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Ps. 
Branch Offices 
New York - Philadelphia - Detroit - Chicage - Cleveland - Louisville 
Covering all classes of jobbers. We will carry the 

accounts or you can bill direct 
Write for further information and referenees 














Announcing the Organization of the 


CRANDALL-RICKER 
SALES CORPORATION 


incorporated under the laws of the State 
of Missouri to represent manufacturers in 
Central and Mid-Western States. 


MANUFACTURERS 
LINES SOLICITED 
Address: 1302 Paul Brown Building 
St. Louis, Missouri 











MANUFACTURERS’ AGENTS 
REPRESENTATIVES WANTED 


National manufacturer of specialty paint 
and waterproofing products has available sev- 
eral choice territories for complete coverage by 
live wire organization or individuals familiar 
with and calling on Hardware, Paint, Lumber, 
Building and Mill Supply, efc., jobbers’ and 
dealers’. 


Only those who can devote sufficient time, 
limiting th Ives to ber of products 
handled and able ‘to make our specialties a 
major line need apply, as our attractive set-up 
along with the constant repect business, en- 
abling the right parties to excellent high earn- 
ings warrants only alert, diligent, and thorough 
representation. 

Sales positions on full time basis are also 
available. Write stating FULL PARTICULARS 
incorporating exact territory covered, lines now 
handled, and trade called on. 


Address Box K-387, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








TO MANUFACTURERS 
OF HIGH STANDING 


A Ready Made Efficient High Speed Sales oe. 
Ization Ray = All - Any Part of The Pacific 

ts At Your Serviee. or Action, Address ALAN P. 
CLINE AND ASSOCIATES. 116 New Montgomery 
St., San isco 5, Calif. Manufacturers’ Repre- 
sentatives Covering the Wholesale Autometive, Hard- 
ware and Chain Store Trade. 

















ELECTRIC APPLIANCE 
& HOUSEWARE LINES 


for EXPORT 


ARROW EXPORT CORP. 
60 Beaver St., New York 4, 
with its established world wide sales 
organization solicits offers of manu- 
facturers of electrical appliances 
and houseware lines. 











Keep In Touch With The “OPPORTUNITIES” In The Trade — 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


JANUARY 3, 1946 


HARDWARE AGE, (Clcssified Opportunities Dept.) 100 East 42nd St., New York 17, N. Y. 
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For ALL TRADES 
—ALL CRAFTSMEN 





No. 26 Torpedo — Aluminum 
Plumb, Level, 45° Vial 





No. 151 Aluminum — 2 Plumbs, 2 Levels, 2—45° Vials 


No. 59 Mahogany Mason Level — 42”, 48” long 
The Standard of Accuracy 


EMPIRE LEVEL MFG. CO. wiiwacxte’s wis. 


MILWAUKEE 4, wis.- 











SILOO Fuel Oil Tank Solvent cleans 
clogged pipe lines, oil strainers and 
burners quickly and economically 
—is safe and easy to use. 





SOLVENTS FOR ALL TYPES OF PETROLEUM RESIDUES 


troleum ®olvents 


CORPORATION 
General Offices ; 331 Madison Avenue, New York 17, N.Y 
Plant and Laboretories: Port Reading, New Jersey 
Petroleum Solvents Corp. of Canada, Ltd., Dominion Square Bidg., Montreal 


Look to 


INDEPENDENT 
LOCK COMPANY 


FITCHBURG MASSACHUSETTS 
FOR THE BEST IN 
Security Hardware 




























DOMES 2’ SILENCE 


(senuin 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


40c SET - 10c SET-10c SET | SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
"Domes of Silence” 








Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, iarge 
chairs and all furniture. 


Ask your Jobber 


OMES of SILENCE | 
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Ondex So ANdwentinena 





a 
| Ackermann-Steffan & Co. 44 
Acme Products Company 143 
Adirondack Chair Co. . 136 
Allied Cabinet Corp. 137 
Aluminum Company of America. 75 


Aluminum Cooking Utensil Co. 7 


American Chain & Cable Co. 52 
American Crayon Co. 127 
American Fork & Hoe Co 69 
American Gas Machine Co., 114 
American Grease Stick Co. 149 
American Measuring Instruments 
Corp. ; ‘ 
American Shearer Mfg. Co. 136 
American Sponge & Chamois Co. !23 
Anderson Mfg. Co.. Ben H. 13 
| Arbee Products Co. % 
Atkins & Co., E. C. 83 
Atlas-Ansonia Co. . 13 
Automatic Products Co. 28 
Automotic Washer Co ”7 
8 
Behr-Manning Corp eS 
Bengal Co. < on 
Blackstone Corp. 32-33 
Bommer Spring Hinge Co. . 5 
Boss Manufacturing Co. . 120 
Boston Woven Hose & Rubber Co. 17 
Briddell, Inc., Chas. D........... 24 
Brown & Sharpe Mfg. Co. . 143 
Buckeye Aluminum Co. .... 38 
141 





Buffalo Bolt Co. 


Bushman Saw Div. 


perreeiegs Steel 
Warehouse) ' 


Domes of Silence ...... 











c 

Camillus Cutlery Company . 9 
Champion Hardware Co. 48 
Champion Motors Co. 139 

Chattanooga Implement & Mfg. 

Co. : owe 

Chefford Master Mfg. Co., Inc.. 37 
Chicago Die Casting Mfg. Co.. 30 
Chicago Wheel & Mfg. Co. 121 
Clemson Brothers, Inc 79 
Cleveland Chain & Mfg. Co. 127 
Climax Industries, Inc. 8 
Collot Supplies, A. M. 136 
Columbian Rope Co. 21 
Columbian Vise & Mfg. Co. 142 
Congress Die Casting Div. 135 
Cook Co., H. C. 136 
Corbin Screw Corp. 5 
Coughlan Co., G. N 9 
Covert Manufacturing Co. 14 
Crescent Bronze Powder Co 42 
Cross & Co., Inc., W. W 138 
D ' 
Damascus Steel Products Corp 135 

Davis & Newcomer Elec. Elevator 
Co. . - 143 | 
Dazey Corp. ; 85 
DeLaval Separator Co., The 25 
Diamond Calk Horseshoe Co. 36 


Drake Electric Works, Inc. 120 
|; Duo Therm Div. of Motor Wheel 
WE excacs 10 
Durhom Co., Donald . 136 
E 
Eclipse Moulded Products Co. é 
Economics Laboratory, Inc. 22 
Ekco Products Co. 35 
Electric Sprayit Co. 43 
Electro-Line Products Co. 12 
Embury Manufacturing Co. . 29 
Empire Level Manufacturing Co. !52 
F 
Fairchild Publications . 103 
Farm Equipment Company 12 
Faultless Caster Corp. . 125 
6 
General Steel Warehouse Co. ; 
(Bushman Saw Div.).... 147 
Gephart Manufacturing Company !43 
Gibson Good Teols, Inc. 136 
Gilmer Co., L. H. ........ . 105 
Globe Sporting Goods Mfg. Co... 36 
Goldweber, Bernard 126 
Goulard & Olena, Inc. 128 
Griffin Mfg. Co. ...... 3 
H 
Hanson Scale Co. . 122 
| Hardware Age 
| Builders Hdw. 146 
Inventory Sheets ......... 148 
| Hartford Element Co. ..... % 
Hindley Mfg. Co. ....... 137 
Horrocks-Ibbotson Company ..... 93 
Huenefeld Company, The 156 
I 
Independent Lock Co. ... 182 
International Appliance Corp. 23 
J 
Jackson Mfg. Co. ..... F Hs 
Johnson Steel & Wire Co., Inc.. lI? 
Jonos Company, F. W. .. 132 
« 
Kau! Importing Agency, Inc., Leo !37 
Kay-Tite Company ..... 8 
Ken Manufacturing Ca. i13 
Keuffel & Esser Co. Wi 
Keystone Steel & Wire Co 8! 
| Kappers Co., Inc. 47 
| Kromex Corp. 22 
L 
Lake Chemical Co. .. 30 
Lamson & Sessions Co. 44 
Larson Co., Charles O. 46 
Lowson Co.. F. H. ... 18 
HARDWARE AGE 
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Ondex Slo Adwentinen 





Leech Products Co. 
Letraw Mfg. Co. .. 
Liberty Distributors . 
Louden Machinery Co. 
Lowell Manufacturing Co. 
Lufkin Rule Co., The 


M 


Maine Industries Co. 


A ceaeesdna ce scdecos . 
Majestic Tool Manufacturing Co. 


Make-A-Lite Div. ........... 
Marshalltown Trowel Co. . 

Martin-Senour Co. . 

Master Rule Ffg. Co., Inc... 


Mayhew Steel Products Co. 
McGill Metal Products Co. . 
McKinney Manufacturing Co. 
McRoberts & Tegtmeyer 
Mercury Aircraft, Inc. 
Michaels Art Bronze Co 
Miller, Inc., Robert E. .. 
Mill-Rose Co. ............ 
Milwaukee Lace Paper Co 
Minute Mop Co. ...... 
Modglin Co. ,.......... 


Monorch Hardware sf (Clayton 


& Lambert Mfg. Co. 
Mortell Co., J. W. .. 
Myers & Bro. Co., F. E. 


N 
Nationel Ideal Co., The.. 
National Lock Co. 
National Mfg. Co. ; 
National Metal Products Co. 
National Screw & Mfg. Co. .. 
Neatslene Co. 
Nelson Mfg. Co., L. R... 
New Bacon Manufacturing Co. 
New Plastic Corp. 
Ney Manufacturing Co. 
Nicholson File Co. 
Nockonwood Industries, Ltd 
Norcross & Sons, C. S. 
Nourse Oi! Company 


° 


Ohio Products Co., The 
O'Malley Valve Co., Edward 


P 
Parker Manufacturing Co 
Patent Cereals Co. ... 
Petroleum Solvents Corp. 
Pioneer Gen-E-Motor Corp. 
Porter, Inc., H. K. 


Preventhem Co. 


9 
Queen Cutlery Company 
Queen Stove Works, Inc 
R 


Ray-O-Vac Co. 
Red Devil Tools 
Red Jacket Mfg. Co. 


JANUARY 3, 1946 








142 | Reflecto Letters Co. 129 
133 Remington Arms Co., Inc. 67 
49 | Revere Copper & Brass, Inc. 2 
20 | Ridge Weed GR. Sac asas 117 
149 | Riegel Textile Corp. .. 92 
a5 | Rite Way Products Co. 15 
| Rittenhouse Co., A. E. 19 
| Rival Manufacturing Co. , 87 
136 | Robert Manufacturing Co. 19 
125 | Rolyan Metal Products 129 
30| Rome Mfg. Co. Div. 2 
37 | Rubberset Co. ‘ 26-27 | 
142 
73 s 
3! | Sav-U-Time Sales Company, Inc. 48 
: 1a Scholihorn Co., William 125 
143 | Sharon Bolt & Screw Co. 84 
122 | Shelby Spring Hinge Co. 128 
131 | Shelton Plane & Tool Mfg. Co.... 115 
| Shirley GOO kcicicscas pe 39 
106 | Siebring Mfg. Co. 48, 138 
| Silver Lake Co. . 5 
Iga | sinclair Industries 46 
142 | Slaymaker Lock Co. ... . 142 
| Smith Corp., A. O. (Stoker Div.) 45 
al Southern Electric Products . . 142 
133 Southington Hdwe. Mfg. Co., The 137 
Standard Horsenail Corp. ....... 115 
139 | Stanley Tools ead > ie 
129| Stevens Level Co., E. A. 153 
55 | Stewart Iron Works .. 105 
Superior Fastener Corp. 136 
Swing-A-Way Steel Products Co. 34 
4\ 
4) T 
126 | Templeton. Kenly & Co. .. 1% 
48 Tennessee Corp. (Loma Div.) .... 16 


155 Tennessee Valley Associated Mar- 


Gl) SUED. iiidstdecicevesiscens : 24 
40 | Troy File Works . 1% 
14} Turner Brass Works, The 107 
108 | Twix Manufacturing Co., Inc 136 
163 
50 U 
30 | Union Hardware Co. 109 
86 | Upson Brothers, Inc. 153 
28 | Upson-Walton Co. 101 
Utica Drop Forge & Tool Corp... 130 
nad v 
77 
| Vaco Products Co. 131 
Val-A Company 144 
98 | Vita Vor Corp. 154 
82 | Vital Products Mfg. Co., The 142 
152 | Vichek Tool Co. . 78 
144 Vulcan Electric Co. 80 
9 | 
143 Ww 
| Walters Manufacturing Co 46 
| Washburn Co., The .. 3 
ae Wotermaon & Co., E. G. “4 
sa: White Machine Works 86 
| Wooster Rubber Co. 44 
! | 
143 o 
146 | Zim Manufacturing Co. 123 






























































HARDWARE SPECIALTIES 


Overhead Conveyors, Conveyor Track, Switches, 
Tackle Block Hoists, Wire Stretchers, Weldless 
Chain, Chain Goods, Door Hangers, Door Track, 
Holders, Latches, Wrought Goods, etc., etc. 


Established 1879 


atso HAYING TOOLS anp 
BARN EQUIPMENT 


“Guaranteed to satisfy the user” ~ 





THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE COUNCIL BLUFFS, IA 






























STEVENS 


NO. 555 LINE LEVEL 





The Little Level with the Big Sale 


Stevens No. 555 Line and Surface 
Level is made of hard drawn 3’ 
hexagonal aluminum tubing, 3° 
long, nickel silver hooks, weight, 
each 14 oz. 








Packed 12 to display box, weight 
per dozen 9 ozs. List price, each 
50 cents. 


cE. a. STEVENS LEVEL co. 


Newton Falls, Ohio 























he) ao ty 4 ee 
AUTOMATIC GRIP, wt a 


SCREWDRIVERS \ za 


MORE WORK 
IN LESS 
TIME! 


ORDER THRU 


YOUR JOBBER 


A 


Hold-E-Zees do the job better, taster. They excel wherever screw- 
drivers are used. Gripper instantly released by spring action, slid- 
ing up out of way when not in use. All materials highest quality. 


UPSON BROS., INC., 84 Exchange Street, Rochester 4, N. Y- 
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ENAMEL 


The Postwar 
Synthetic Enamel 


Business is good with VITA-LUX dealers! 
VITA-LUX the synthetic Enamel is backed by 
consistent advertising, radio broadcasting and 
powerful, free display material. That brings 
REPEAT SALES of this fine, high-quality, whiter 


white enamel! It’s the Quality Leader! 


AVAILABLE IN GLOSS, SEMI-GLOSS AND FLAT FINISHES. 


Write today, for details and descriptive folder! 





Var CORPORATION 


PAINT ENGINEERS SINCE 1888 NEWARK, NEW JERSEY 




















LAG 
SCREW 


—, 
woop 
SCREW MACHINE ; 
SCREW 
STOVE 
BOLT 


CARRIAGE 
BOLT 









MACHINE 
BOLT 





SEMIFINISHED 
NUT 







The most complete line of fasteners 
made by one manufacturer... 


plus Top Quality 


One dependable source of supply for a complete quality line 









of fasteners—that is what ‘‘National’”’ offers you. 






“National” is the only company manufacturing a// of the 






staple items pictured above. In addition, we make tacks, 






nails, rivets, cotters, spokes, nipples, sheet metal screws, 






Phillips recessed head screws, plow bolts and many other 






headed and threaded products. 






With the “buyers’ market” returning, now that the war 






is over, the best insurance of customer satisfaction and 





repeat orders will be products that are manufactured to 









high standards of quality, like the “National’’ line. 





THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 








~~ 





BOSS Kerosene Ranges excel in style and modern fea- 
tures which afford convenience and economy. Glass in 
oven door for visible baking—saves food, fuel and worry. 
Convenient shelf splasher and utensil compartment are 
provided. Lustrous porcelain finish is easy to clean. 
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plan. 


THE HUENEFELD CO. CINCINNATI (25) OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 














